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Phoenix Of London’s 
Home Department At 
Headquarters In N.Y. 


Part of Development Program to 
Increase Service to Agents; 
12 Offices in 24 States 


LOWD APPOINTED MANAGER 


Jackson, Magsamen, Sartorius and 
Wade Managers for Production, 
Fire, Casualty and Claim Depts. 
departinent, known 
has been established 


A new as the 
home department, 
by the Phoenix of London Group at 55 
Fifth Ave., New York City, according to 
John R. Robinson, president of the 
group. This is part of the 
new development 
assist and increase its services to agents. 
The home department will supervise on 
an autonomous basis twelve strategically- 
placed branch offices in 24 states. 

Robert M. Lowd has been appointed 
manager of the home department. He 
was formerly manager of the group’s 
Pittsburgh service office and prior to 
that served in various supervisory and 
field capacities. He is a graduate of the 
Wharton School of Finance and joined 
Phoenix of London after serving in the 
Armed Forces during World War II. 

F. M. Jackson has been appointed pro- 
duction manager. Mr. Jackson joined 
the group as field representative in the 
New England department after being 
associated with another insurance com- 
pany. In 1953 he was appointed assist- 
ant production manager of the group’s 
operations. Mr. Jackson is a veteran of 


World War II. 
Magsamen, Sartorius, Wade 


company’s 


program to further 


August Magsamen, assistant secretary 
of the Phoenix Assurance Co. of New 
York, who became associated with the 
group in 1920, has been appointed mana- 
ger of the fire department. He held vari- 
ous underwriting positions and was for- 
merly in charge of the brokerage and 
general coverage department. 


A firm friend 
of the 
American Agency 
System 


ISA 


HOSPITALIZATION 
PLAN ENOUGH? 


Certainly not if the pay check stops 
when an accident or illness occurs. The 
weekly income feature of an Accident and 
Sickness policy will convert into clients 
many prospects who never before stopped 
to think about this supplement to their 


insurance protection. 
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Ralph Sartorius, formerly superintend- «, 


ent of the compensation and _ liability 
department, has been appointed manager 
of the casualty department. Mr. Sar- 
torius’ entire insurance career has been 
with Phoenix of London, having joined 
them in 1933. He has served in various 
underwriting capacities. Mr. Sartorius 
is a veteran of World War II. 

Charles F. Wade has been appointed 
claim manager for the new department. 
Mr. Wade joined Phoenix of London in 
their Pacific Coast department in 1952 
after a number of years of claim experi- 
ence. He is a graduate of the College 
of the Pacific. 
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Insurance Leaders To 
Attend International 
Conference In Phila. 


International Insurance Conference 
In May Is Sponsored by 
Wharton School 


TO HEAR NOTED SPEAKERS 


John A. Diemand and M. Albert 
Linton Co-chairmen of Spon- 
soring Committee 
Ail indications are that the Interna 
tional Insurance Conference, sponsored 
by Wharton School of 
University of 
to be held 
be a success. At the beg 


Finance and 
Pennsylvania, 
May 20-22 will 
April 
representing 33 for 


Commerce, 
Philadelphia, 
ginning of 
90 insurance men 
eign nations had registered to attend 

Dr. Davis W. 
ican College of Life 
Dr. Daniel McGill, 
S. S. 
tors of the Conference. 
sponsoring committee are 


Gregg, president, Amer 
Underwriters, and 
executive director 
Huebner Foundation, are co-direc- 
Co-chairmen of 
John A. Die- 
president, Insurance Company of 
America, and M. Albert Linton, 
Mutual Life 


mand, 
North 


chairman, Provident 


Some Speakers 


President John Sloan Dickey, Dart 
mouth College, will David 
McCahan Memorial lecture at the major 
to be held May 21 
His topic: “The American 


Individual.” A 


considerable 


deliver the 


conference banquet 
Community 
lawyer 


and the former 


and with experience in 
American Government he was a member 
of the United States delegation 
established the United Nations in San 
Mr. Dickey 


at Dartmouth for a 


which 
Francisco in 1945 has been 
years. Dr 


Wharton 


dozen 
McCahan was dean of the 
School 

The Conference will have 14 sessions 
May 21 there will be a 


insurance envirt mment 


On morning of 
discussion of the 
areas 


in major world Some speakers in 


Jorge Bande, 
(Chile) 


president of 


that session will be man 


ager, La Cilena Consolidata ; 


Carl Briner, Switzerland 


General Insurance Co.; Sir John Benn, 
chairman and managing director, United 
Kingdom Provident Institution; Gen Hi 
Nippon Mutual Life 

Thomas P. Scott, general man 


Mutual Life 
Australasia, Ltd.; 


rose, president, 
Japan; 
ager, National Association 
and a speaker on Asi 
atic insurance conditions to be an 
nounced later. 

insurance men on 


Among American 


the program are Edward J. Faulkner, 
Health Insurance Association 
of America; Walter O. Menge, presi 
dent, Lincoln National Life; Walter 
Klerf{\senior vice president and actuary, 
Mutual\Life of New York; Dr. S. S 
Huebner, professor emeritus, Wharton 


(Continued on Page 29) 
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They are Terry Barnhart . . . president of a thriving corporation... . 
and his key employees. Each has problems with a common solution. 


Barnhart's problem: to keep his ambitious key people by 
compensating them adequately without undue strain on the business. 


His key employees’ problem: to carry an adequate personal 
life insurance program in the face of high living costs and heavy taxes. 


Aetna Life's Level Premium Split-Dollar Plan helps to solve both 
of these problems at surprisingly low cost by taking advantage of a 
favorable ruling under the 1954 Internal Revenue Code. 


You, Mr. General Insurance Man, undoubtedly know of businesses 
with situations like this. Check your files . . . and then call 

your nearest A2tna Life General Agency. They are ready to 
demonstrate how this Atna Life plan can help your clients. You 
benefit, too — from this EXTRA SERVICE — through 

large life insurance sales. 


SERVICE TO GENERAL INSURANCE MEN 


Aetna Life’s Level Premium Split-Dollar Plan 

was originally announced and described in our 
publication “Compass”. This monthly bulletin points out 
unusual opportunities like this for building commissions 
and for cementing client relationships. To 

receive your copy regularly write: “Compass,” 

Aetna Life Insurance Company, Hartford 15, Conn. 


FETNA LIFE 


INSURANCE COMPANY 


Affiliates: A€tna Casualty and Surety Company 


Standard Fire Insurance Company 


HARTFORD, CONNECTICUT 


PERFECT PROSPECTS for ADTNA LIFH’S 
LEVEL PREMIUM SPLIT-DOLLAR PLAN 
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CHAIRMAN LEWIS W. DOUGLAS 


Field Business Conference assembled in Waldorf-Astoria’s Grand Ballroom. 


Mutual Life’s Field Conference In 


Mutual Life’s Dramatically Announced 
Sweeping Changes Thrill Field Force 


Mutual Of New York, in a sweeping 
modernization of virtually its entire life 
insurance program, had good news for 
everybody. 

Before a record audience of nearly 800 
field force members, meeting with com- 
pany officials at the first combined busi- 
ness conference in six years at the 
Waldorf-Astoria last week, MONY an- 
nounced, in an electrifying dramatization 
by professional actors, a complete new 
series of policies and other major prod- 
uct changes including: 

1. Reduced premiums on new policies 
through the use of quantity discounts. 
A discount is offered on policies with 
face amounts of $5,000 to $10,000, and a 
larger discount when the policy is for 
$10,000 or more. 

2. Lower basic premium rates for 
whole-life plans at adult ages for policies 
with a face value of less than $5,000. 

3. A new retirement plan for women, 
tied to the new Social Security law. 

4. Lower rates for retirement annuity 
contracts. Reductions range from 14% 
to 10% 

5. Reduced rates for single-premium 
annuities. 

6. Reduced charges for accidental death 
“ waiver of premium provisions. 

. A new $25,000 minimum-amount life 
insurance policy, with high cash values 
in the early years, designed especially 
for business insurance purposes. 

8. New plans for business firms with 
five to fifty employes, providing life in- 
surance and accident and sickness cover- 
age. 

9. Liberalized accidental death benefit 
provision. 

10. Higher limits on the amounts of 
life insurance that may be issued without 
the requirement of an examination by 
a physician. 

ll. Improvements in the Junior Ex- 
pander policy. 

In addition to the retirement. plan for 
women and the $25,000-minimum “Ex- 
ecutive Equity” policy, other new policies 
announced here included two new flexi- 
ble whole-life policies, one with level 
premiums, the other with a three-year 
modified rate; and a new ten-year tem- 
porary modified term policy. 

New Program Dramatized 

The setting for one of the most com- 
prehensive’ remodeling programs in 
MONY’s 114-year history was the ball- 


room of the Waldorf-Astoria Hotel. 
There, at a gathering of the company’s 
top- flight producers from all over the 
United States, Alaska and Canada— 
members of the Top Club Round Table, 
the Top Club and National Field Club— 
together with their agency managers, 
assistant managers and field specialists 
handling MONY’s multiple lines of per- 
sonal coverages, enthusiasm lifted to 
the theme “MONY Does It!” as the 
curtain opened on Wilding Pictures’ 
dramatization of the company’s new 
program for 1957. 

Immediately following the Wilding 
presentation Thursday, detailed  an- 


nouncements were distributed. Next day 
MONY’s sales promotion, advertising 
and publicity sections were ready with 
kits of colorful material to help field 
underwriters take their messages and sell 
their products to policyholders and pros- 
pects. There were strong indications 
that one of the most effective selling 
tools would be the company’s new 
MONY-Matic plan for paying premiums 
monthly on a consolidated basis, through 
a pre-authorized bank check. It is avail- 
able as long as the policyholder has at 
least one policy with a monthly premium 
of $10 or more. 


Advertising Campaign 


Two-color, double page advertisements 
—MONY’s first venture into color ads— 
will be appearing in nine magazines 
Full-page announcements are scheduled 
for various business publications and 
trade journals. Ads of 1,000 lines each 
will be run in a total of 120 daily news- 


Its Biggest Sales Promotion Campaign 


Two-Color Double Page Spreads in National Magazines; 
Advertisements in More Than 100 Daily Newspapers; 
Promotional Material 


In the wake of a series of sweeping 
changes in its life insurance | policies, 
including the application of “quantity 
discounts” to premium rates for larger 
policies, the 114-year-old Mutual Of New 
York is launching the heaviest advertis- 
ing and sales promotion campaign in its 
history. 

Two-color double-page spreads in na- 
tional magazines, full-page ads in trade 
journals and other periodicals, and 1,000- 
line advertisements in more than 100 
daily newspapers throughout the country 
are features of this campaign. 

Ad reprints, colorful promotion mate- 
rial, direct mail and on-the-spot sales 
material are among the bundle of items 
MONY is offering its field force as ways 
to bring life insurance closer to the 
consumer. 

The company has adopted the theme 
“MONY Does It!” for its new campaign. 
Springboard for the campaign was the 
biggest business conference held in the 
company’s history. Nearly 800 of MONY’s 
leading agents and managers from all 
over the U. S. and Canada met April 1-5 
with company officials in New York City. 
The program at the meeting to introduce 
the new products, was staged by Wilding 
Picture Productions and a_ professional 
theatrical cast. The program included 


especially prepared visuals to tie-in with 
the announcement of the products, and 
a slide film production on MONY’s ad- 
vertising and sales promotion campaign. 

The sales promotion campaign in- 
cludes multi-colored brochures, folders, 
illustration books, proposal sheets—sales 
aids of all types—prepared to assist the 
agent in telling his story. Assembled in 
a large kit displaying the “MONY Does 
It” emblem, the items are earmarked 
for pre- approach mailing, to be used in 
conjunction with the interview or as 
post-interview convincers. 

In all, over 25 pieces directed to the 
public and designed for local agency 
distribution, have been developed rang- 
ing from simple one-fold copy, small 
size, to 48-page books which act as on- 
the-spot proposals during the interview. 
This innovation will be a valuable time- 
saver for the agent in developing his 
prospect’s needs. 

Three 48-page books of this type have 
been prepared based on specific policies. 
Pockets in these books hold sales bro- 
chures, pre-approach folders and sales 
tracks pertaining to the particular policy. 
In effect, therefore, kits within kits for 
sales promotion purposes are being dis- 
tributed to the field force. 

A program of follow-up sales aids. will 





PRESIDENT LOUIS W. DAWSON 


New York 


papers in 94 key cities throughout the 
country. 

MONY’s sales promotion section de- 
veloped, and distributed at the meeting, 
a total of 27 booklets, pamphlets and 
related literature about the new line of 
products and other improvements. 

Publicity and sales promotion jointly 
developed a special newspaper, called 
“The MONY Register,” to give the 
underwriters their “first run” story about 
the new program. News items for the 
hometown papers of underwriters, arti- 
cles for the daily papers, insurance jour- 
nals and other periodicals were prepared 
by MONY’s public relations division 
Newspaper and magazine editors, from 
key areas throughout the country, con- 
ducted a press conference with MONY 
officials. 


Week-Long Meeting 


The conference opened on Monday, 
(Continued on Page 7) 








Louis W. Dawson, president; Roger Hull, 
executive vice president, and Stanton G. 
Hale, vice president for sales, after the 
conference, reflect the enthusiasm of 
MONY’s Top Producers at the sweeping 
modernization program. 


help to sustain interest aroused by 
the initial over-all announcement that 
“MONY Does It.” Direct mail, sales 
talks, special rate cards, etc., will be 
designed for such purposes. 

Benton & Bowles, Inc, is MONY’s 
advertising agency. 
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The Consumer Calls The Signals, 
Vice President Hale Tells Field 


Imperative to Keep Abreast of Changing Needs in Insurance; 
75% of Mutual’s 1956 Business in New 
Coverage Forms 


Stanton G. Hale, vice president for 
sales for Mutual of New York, told that 
company’s leading field underwriters and 
agency managers at. 45 imperative, in 
this discriminating and competitive world 
of the modern consumer, that we con- 
tinue to develop products which meet 
the consumer’s needs. 

“Few people buy yesterday’s prod- 
ucts,” he said. “That is true of automo- 
biles, television sets, and women’s 
clothes ... and it is affecting insurance 
more and more all the time.” As an ex- 
ample, he pointed to MONY’s 1956 busi- 
ness, 75% of which was in new forms of 
personal insurance the company began 
to market within the past few years. 

Mr. Hale’s address brought to a close 
a series of business conferences between 
MONY’s home officials and its top-rank- 
ing field people from all parts of the 
United States and Canada. It was the 
company’s first combined meeting of 
this kind in six years. 

Mr. Hale’s remarks about product 
improvement followed announcements 
earlier of the sweeping remodeling of 
MONY’s life insurance program. He 
said that “while there may be no exact 
way to determine how important new 
products are to a company’s growth, 
it is clear that failure to keep abreast 
of the times has been fatal, or nearly 
so, for many organizations. 

“Witness the soap manufacturers who 
thought detergents were a passing fad, 
and the canners watching their sales 
level off while frozen food volume goes 
skyrocketing upward. Retail appliance 
outlets have seen their market pulled 
out from under them by price-slashing 
discount houses, attracting consumers en 
masse who are willing to sacrifice the 
niceties of service for the practical real- 
ities of price. 

“Downtown 
fought a delaying, 
against the rise of gigantic suburban 
shopping centers, and ‘Mom and Pop’ 
stores have almost vanished un- 


stores have 
losing, battle 


department 
and 


grocery 


der the impact of modern supermarkets. 

“All these illustrate graphically the 
results of failure to sense quickly and 
accurately changes in consumer psychol- 
ogy and habits. 

“No one likes change for change’s 
sake. But in the discriminating and 
competitive world of the modern con- 
sumer, it is imperative that we develop 
products which meet his needs.” 

The Mutual of New York sales execu- 
tive reminded the field force in attend- 
ance here that the competition they con- 
front in the field comes “not only from 
other insurance companies, but from the 
manufacturers of automobiles, appliances 
and clothes, and from the’ purveyors 
of bigger - and - better-vacation-packages 
on the installment plan, four-bedroom 
three-bath houses, and the hundreds of 
comforts to which the American con- 
sumer has become accustomed.” 

MONY’s new products, he said, have 
prepared the company and its sales force 
to meet competition for the consumer 
dollar. The recent creation of a Market 
Development Division in the company, 
he added, is intended to keep products 
abreast or ahead of the times, and to 
bring insurance closer to the consumer 
through new techniques of marketing 
and purchasing. 

“Lengthening of our sights and deter- 





The Western Region Agency Leadership Plaque was awarded to the Portland, Ore., 
agency. Representatives of the agency are shown above. In the center with 
plaque are Manager Wilbur K. Hood (left) and Field Underwriter Roy Wheeler. 


range objectives,’ Mr. Hale 
said, “become more imperative with 
every passing year, as the pace of the 
world constantly quickens under the im- 
pact of technological changes, booming 
population growth, and ever-changing 
patterns of living as our economy moves 
steadily ahead.” 


mining long- 





Mutual’s Quantity 


Mutual of New York explained to the 
field force at the business conference the 
background of its “quantity 
program for larger purchases. 

A discount is offered on the new series 
of policies with face amounts from $5,000 
to $10,000, and a larger discount when 
the policy is for $10,000 or port. Here’s 


the effect in dollars and cen 
The man who buys a $5,000 MONY 


discounts” 





A two-hour musical review, produced by Wilding Pictures with a cast of professional 

actors and actresses, was the form for announcing MONY’s new line of products. 

This is one scene as the cast went through a fast-stepping program of skits, songs 
and dances. 





Discount Program 


policy pays $1.25 less on the annual 
premium per thousand than if his pur- 
chase were under $5, The total dis- 
count for his $5,000 policy is $6.25 a year. 

If he buys a $10,000 policy, the dis- 
count is $2.00 per thousand, or a total 
discount of $20 on his purchase. 

ONY announced also that it was 
reducing premium rates on whole-life 
plans at adult ages for policies with a 
face value of less than $5,000. 

Among the new policie§ also is a 
retirement plan for women, tied to the 
recent change in the Social Security 
law. Women who are eligible to begin 
their Federal benefits at age 62, can buy 
a MONY policy which provides for the 
private insurance payments to start at 
the same age. 

Other major remodeling by MONY, 
which took effect April 8, is described 
elsewhere on these pages. 

Coupled with the new program was a 
stronger emphasis on the company’s 
“convenient monthly payment” method 
—the MONY- Matic plan—for paying in- 
surance premiums. 

Under the plan, the policyholder au- 
thorizes MONY to draw a check each 
month on his regular checking account 
at ‘his local bank. MONY sends the 
policyholder a reminder notice for his 
checkbook, showing the amount to be 
drawn by MONY and the starting date 
of the policy or policies included in the 
plan. Then the company begins to draw 
a check about the middle of each month. 

It is cheaper for the company to han- 
dle MONY-Matic payments at one regu- 
lar time each month than to handle 
individual monthly payments at varying 
times. The company passes on the sav- 
ing to policyholders, through a 21%4% 
reduction in the monthly premium. 

he plan is available to new and exist- 
ing MONY policyholders for one or 
more life, accident and sickness, or re- 
tirement income policies, if the regular 
premium for at least one of the policies 








president, 
addressing the big Waldorf gathering. 


Roger Hull, executive vice 





MONY Honors Long-Term 
Honor Group Members 


Mutual of New York field representa- 
tives, who are celebrating this year quin- 
quennial anniversaries of membership in 
company honor groups, were honored at 
the business conference. 

Herman Lasker, St. Paul, was honored 
for his thirtieth year of qualification for 
MONY honor organizations. Four men 
received certificates from the MONY 
board of trustees in recognition of hav- 
ing earned membership in company 
honor groups for twenty-five years. They 


are John H. Connor, St. Paul; Howard 
R. Dailey, Rochester; E. E. Helmer, 
Montgomery; and Lee White, CLU, 


Oklahoma City. 

Membership in Mutual of New York’s 
honor g ld Club, Top 
Club, and Top ‘Club lies Table—is 
based on high standards of production 
and service in life and accident and 
sickness insurance. 








is not less than $10. All members of 
the family insured by the company can 
consolidate the premium payments under 
the plan. 








3 
4 
3 
3 


are 





4 
3 
z | 
4 
at 







































sR Ato ice raced NSN OU a 


Waa eae aa: 


Reta 


Ree er tries 


LORE PELE, 






















April 12, 1957 














MUTUAL OF 








Main Features Of New Policy Forms 


Here are summaries of the features 
of the new life insurance policies an- 
nounced by Mutual Of New York during 
its business conference at the Waldorf- 
Astoria. 

“Executive Equity” $25,000 Minimum 

This is a level premium life insurance 
policy, paid up at age 95, and issued 
for amounts of $25,000 or more. It pro- 
vides cash values equal to the full reserve 
as early as the end of the third policy 
year. 

The high early cash values under this 
plan will improve the business man’s 
credit standing, build collateral to help 
financing needs, create greater non-for- 
feiture benefits and accumulate essential 
funds for emergencies or opportunities, 
according to MONY. 

Business firms can use the policy to 
insure key men. Close corporations can 
the stockholders. Partners can 
insure each other. The sole proprietor 
can use it to leave his beneficiary ‘a 
business instead of a burden. The policy 
is easily adaptable to the “split dollar” 
financing plan. 

Flexible Whole Life Policies 


MONY is offering two Flexible Whole 
Life policies. One is on the level premi- 
um basis; the other on the three-year 


insure 


modified basis. 
Both policies 
to a specified 


contain options to change 
limited payment life or 
endowment plan, subject to an increase 
in future premiums but not to payment 
of a lump-sum cost. 

The change may be made at the end 
of the fifth year, or at age 50 if origi- 
nally issued below age 45. 

The policies will be issued down to 
a minimum $2,000 face amount. 

Quantity discounts are available for 
face amounts of $5,000 to $10,000, and 
there is an even larger discount for 


policies of $10,000 or more. Optional 
benefits available include the liberalized 
accidental death benefit provisions as 
well as term insurance and waiver of 
premium riders. 


Ten-Year Temporary Modified Term 


In addition to its five-year Temporary 
Modified Term, MONY is offering a 
ten-year Temporary Modified Term pol- 
icy. Premiums are substantially less dur- 
ing the first two years than thereafter. 
The policies are convertible any time 
during the term period to specified per- 
manent plans of life insurance for the 
same amount. If the policy contains 
waiver of premium or accidental death 
benefits, they may be continued in the 
new policy under certain conditions. 

The policies are issued down to a mini- 
mum $2,000 face amount. Quantity dis- 
counts are applied as explained earlier 
in this summary. 


Retirement Plans for Women 


To tie in with the recent amendment 
of the Social Security Law, under which 
the woman who qualifies can receive 
benefits earlier, MONY will now issue 
retirement endowment plans maturing 
at age 62. 

The woman may still exercise the op- 
tion of postponing the maturity date 
until as late as age 72. Policies are also 
available maturing at ages 55 or 65, with 


similar ten-year “change of mind” pro- 
visions. 
Minimum amount available is $2,009. 


Quantity discounts are applied to pre- 
miums as explained earlier in this sum- 
mary. 

Retirement annuity plans will also be 
issued to women to mature at age 62. 


New Junior Expander Policy 
MONY’S new 


premium policy provides 
structure and slightly larger 


Junior Expander level- 
a simplified unit 
amounts of 


insurance before age 21, as compared 
to its present series. 
In the new policy, when the age at 


issue is one or older, each unit provides 
$1,050 insurance during the first year, 
increasing $50 a year to the policy anni- 
versary nearest age 21, when the insur- 
ance amount expands to $2,500. For 





New inductees in MONY’s Hall of Fame included (left to right) Gordon Coryell of 
San Francisco, Irving Backman of Boston (Meehan), William L. Porte of Denver, 
James Feder of New York (Durning) and Edward L. Sittler of Pittsburgh. The 
Hall of Fame comprises underwriters who have qualified three consecutive years for 


membership in MONY’s Top Club Round Table. 





William H. Rowlands (left), manager of the Pasadena agency, shown receiving an 
agency leadership award from Leland T. Waggoner, CLU, regional vice president. 


issues at age zero, the scale of insurance 
per unit is the same except during the 
first six months of life when the amount 
is $300. A minimum of two units must 
be purchased. In policies issued for 
delivery in New York or Canada, modifi- 
cations in benefits must be made _ to 
comply with statutory limits at the ear- 
lier ages. 

At age 21 the policy may be exchanged 
for an endowment plan at a higher pre- 
mium. Other wise the premium remains 
level and stops at age 65, or sooner if 
dividends are left with the company 
and applied under the “paid-up” pro- 
vision. 

Waiver of premium and_ accidental 
death benefit provisions may be available 
at additional cost. 

Any accidental death benefit provision 
issued as part of the new Junior Ex- 
pander policy will be based on the full 
face amount in force at the time of 
death. 

Quantity discounts are applied to the 
premiums when at least five units are 
purchased, and there is an even larger 
discount when ten or more units are 
purchased. 

The premium protection provision may 
also be available, at additional cost. 


“Modu! “50-50” Plan 


MONY has developed the “5-50” p‘an 
7s the practical solution to the needs of 
the smaller employer for a broad _ plan 
of insurance benefits on a “mass cover- 
age” basis. 

It is available in most states to’ eligible 
groups of as few as five lives and to 
larger groups up to 50 lives. 

A wide choice of benefits includes the 
following: 

1. Basic Life Insurance Module—In- 
cludes accidental death benefit coverage; 
allows a choice of twelve graded sched- 
ules in addition to a variety of flat 
amount plans with amounts of life in- 
surance up to $10,000. The employer 
may define employe classifications (maxi- 
mum of three classes) either by earnings 
or job titles. Benefit amount reduces to 
only one-half at age 65 and remains 
level thereafter. 

Disability Income Module—Allows a 
choice of eight graded schedules in addi- 
tion to three flat amount plans. Employer 
may define classifications as under the 
life insurance module. 

3. Hospital-Surgical-Polio } 
lows a choice of plans on a véiiiuctiehs 
ment basis in addition to the fixed bene- 





plans. 

Physician Expense-Diagnostic-Sup- 
Hecht Accident Module—This is a 
new module, available in conjunction 


with Hospital- Surgical-Polio, to provide 
a well-rounded plan of coverage. 








Among MONY’s leading women under- 
writers taking part in the Waldorf busi- 


ness conference were Mrs. Bettie M. 

Boyd (left) of the Montgomery agency 

and Eunice Bush of the New Orleans 
agency. 


° ” 
“Underwriter of Year” Cup 
The silver loving cup, on which is 

engrz ived each year the name of Mutual 


of New York's “Field Underwriter oi 
the Year,” is donated by a group ol 
men who know what it takes to be a 


top-flight underwriter. The inspiration 1al 
cup comes from past presidents of the 
National Field Club, company lhonor 
group. 

The award stands twenty inches high 
and is of typical loving cup design, with 
two handles. The trophy remains in the 
winner’s agency office until the next 
year’s winner is picked. A small replica 
of the cup is given the winner to keep 
in his or her personal possession. 

The names of the past presidents aré 
inscribed on the cup. They are Jacob 
W. Shoul, Boston; M« sain Largem: an 
(deceased), New York; Sam S. Herwitz, 
Cincinnati; J. Dudley Miller, Chicago; 
Louis J. Santamarie, Philadelphia; Rob- 
ert M. Hirsch, formerly with MONY in 
Chicago; Cornelius J. McCole, Scranton; 
Emanuel A. Hyman, Baltimore; Louis 
Meister, Hartford; Herman Lasker, St. 
Paul; William L. Porte, Denver; Marvin 
R. Robbins, Charlotte; Gordon Coryell, 
San Francisco; Jack W. Trigg, Birming 
ham and Jacques Barr, Chicago. 
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Bettie Boyd Gets “Man of Year” Award 


Has Represented Mutual Life in Troy, Ala., for Forty Years; 


How She Took Over Family Responsibilities After 
Death of Husband 


Mrs. Bettie Boyd of Troy, Ala., was 
presented with the sterling silver cup 
awarded annually to Mutual Life’s “Field 
Underwriter of the Year,” the first time 
a woman has been so designated. The 
award is based on sales volume, service 


community, 
p< urticips ition 
Association 


to gree nage and the 
value to the ency, and 
in activities of ‘the National 
of Life Underwriters. 

There’s a touch of Cinderella in Mrs. 
Boyd’s story although her start in 
life was quite the opposite. She was 
born of wealth and educated one of 
the finest schools in the south. Beauti- 
ful, talented and popular, she fell in love 
with and married a successful young 
dentist. They had three beautiful chil- 
dren, and the future of the family looked 
as grand and wonderful as it could be. 

But Dr. Boyd became seriously ill. In 
the five years he lingered in illness be- 
fore he passed away, Bettie Boyd ex- 
hausted her personal inheritance and 
their own finances in her efforts to heal 
him and keep him alive. By the time of 
his death, there remained for her only 
a few dollars in the bank and a life 
insurance policy that would give her $50 
a month. The income from insurance 
was not Picton to keep her family to- 
gether What could she di »? 


Wanted To Tell Life Insurance Story 





The insurance gave her an idea. Her 
husband’s policy had been with Mutual 
of New York, so she visited the nearest 
company office, 100 miles from her home, 
to ask if she could become an agent 
for the cine Her own destitute 

i | convinced her that she 
te her life to telling the story 
rance to others. 





“MONY’ agency manager was appalled 
\ woman ‘selling life insurance? It was 
unheard of in his territory at that time. 


Take in boarders, he ti dl her 


but she said she hadn’t been taught how 
to cook. 

Take in sewing, he suggested next... 
but she hadn’t learned to sew. 

3ecome a teacher... a nurse, he pro- 
posed impatiently. Sorry, she announced. 
She knew nothing about either profes- 
sion, 

MONY’s agency manager gave in. Re- 
luctantly he brought out a_ contract, 
showed her where to sign it, handed her 
a rate book and sent her on her way . 
confident that he’d never hear from her 


again. 
Bettie Boyd went home, and found 
neither sympathy nor _ understanding 


among her family and friends. They too 
were appalled at the thought of her be- 
coming a life insurance agent. 

Cold Canvassed on Foot 


Discounting them as prospects, Mrs. 
Boyd trudged the rural areas ... walk- 
ing most of the time, because she could 
not afford transportation. And there in 
the fields of the farm country ... along 
the hot, dusty roads . or across the 
rail fence ... Bettie Boyd preached her 
gospel of life insurance . . . a story she 
knew so well because she herself had 
so little. 

And the They lis- 

and in- 
had ever 


farmers listened. 

tened to a story of security 
security that few salesmen 
bothered to tell them before. They lis- 
tened to Bettie Boyd and they 
bought from her. And after them, their 
children and their grandchildren bought 
too. 

Steadily she climbed 
MONY’s sales ladder. 
fied for the National 
first woman in all of 
territory to do so. 


upward on 
By 1916 she quali- 
Field Club, the 
MONY’s southern 
For many, many 
her sales of new life insurarice 
averaged more than $500,000 an- 
The National Quality Award has 


years 
have 

1 
nually 





The Myrick Cup, donated by Julian S. Myrick (“Mr. Life Insurance”), to an out- 
standing southern region agency, went this year to the Jacksonville, Fla. agency, 
members of which are shown above. Holding the silver cup are Mr. Myrick (left 


center) and retiring Jacksonville Manager James McNeil. 


To the right of Mr. 


McNeil is his successor as Jacksonville manager, Don Osgood. At the far left is 
Charlie Briggs, southern region vice president. 





Mrs. Bettie M. Boyd of Troy, Ala. (second from the left), designated as Mutual Of 


New York’s 


“Field Underwriter of the Year,” 


accepts the silver loving cup symbolic 


of the award. Making the presentation is Jacob W. Shoul (right), president of the 

National Field Club, MONY’s honor organization. Looking on are Fred Hardy, 

manager of the company’s Montgomery agency, which Mrs. Boyd represents in 
Troy, and Mrs. William Bromberg of Birmingham, a daughter of Mrs. Boyd. 


been granted to her by the National 
Association of Life Underwriters every 
year since the awards began. Her 1956 
production qualified her for membership 
in the Top Club Round Table, Mutual 
of New York’s highest honor group. All 
her business is in individual policies of 
relatively small amounts, without busi- 
ness insurance or group cases to swell 
up her sales volume. 

Her fervor for 
beyond her own company. She was a 
charter member of the Montgomery 
Association of Life Underwriters, travel- 
ing 50 miles regularly to participate in 
mectings and contribute the lessons of 
her experience to others in her business. 
And as her own home town grew, she 
helped organize a local Life Underwrit- 
ers Association there. Today she is a 
member of the board of directors. 

In community work, she’s active with 
the Women’s Missionary Society of the 
First Baptist Church. The United Ap- 
pe il and other local fund raising drives 
a’ways look to her for support and help- 
ful suggestions. She is also a_past- 
president of her local Business and Pro- 
fessional Women’s Club. 


her profession goes 





John P. Meehan, CLU (right), manager 


of the Boston (Meehan) agency for 

Mutual Of New York, is shown receiving 

an agency leadership award from James 

B. McAfee, eee vice president for 
sales. 








W. Merle Smith, CLU, manager of the 

Buffalo agency for Mutual Of New York 

and dean of the company’s managerial 

force, is shown addressing the company’s 
business conference. 


Leadership Plaque Winners 


Winners of the 1956 Mutual Of New 
York Agency Leadership Plaques were 
announced at the business conference. 

The New York (Myer) agency was 
international winner, topping 113 MONY 
agencies throughout the Uniced States 
and Canada in number of field represen- 
tatives who qualified last year for com- 
pany honor groups. The Myer age 
managed by Richard E. Myer, had 
underwriters who earned membership in 
MONY honor organizations. Three un- 
derwriters qualified for the Top Club 
Round Table, six qualified for Top Club 
honors, and 22 earned membership in the 
National Field Club. The agency sold 
nearly $21,000,000 of life insurance last 
year, plus a substantial volume of Group 
and accident and sickness coverage. In 
five years, the agency’s production has 
more than tripled. 

Regional Leadership Plaques were 
awarded also to the leading agency in 


each of MONY’s four regions. Pitts- 
burgh, under Harry S. Hull, Jr., was 
the first in the eastern region. New 


(Continued on Page 7) 
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MUTUAL OF 





NEW YORK’S FIELD BUSINESS CONFERENCE 





Home Office Staff Put On Funny Skit 





MONY Employes Association, a group of the company’s home office employes, 
produced a special musical revue for agency managers and members of the Top Club 
and Top Club Round Table. This is a scene from that production. 


One of the highlights of the Mutual 
Of New York business conference which 
brought company officials, agency man- 
agers and field underwriters together in 
New York last week, was a light-hearted 
musical show produced by a cast of 
home office employes. The home office 
people entertained field force MONYites 
by good-naturedly spoofing themselves 
and the operation of the headquarters 
in New York City. 

The revue, appropriately entitled, 
“MONY Mad,” took the audience on 
an imaginary tour of the company head- 
quarters (a legitimate tour was made 
later in the week). In song, skit and 


dialogue the home office operation was 
delineated — enthusiastically and _ enter- 
tainingly, if not altogether accurately. 
Practically every department and many 
high-placed officials came under the 
songsters’ satirical (but always friendly) 
reproof. 

Striking close to home early in the 
proceedings, the “typical CLU” on the 
sales department staff was depicted as 
something that might reasonably be ex- 


Curt Thiele of Glendale told how he 
qualified for the Top Club Round Table 
on the last day of the year by fast work. 





pected to show up in a horror movie— 
but nonetheless a topnotch life insurance 
salesman. The selection department, it 


was emphasized, never turns anyone 
down... all they say is: “You gotta 
have heart... not a coronary heart” 


(to the tune of a popular number on 
the same subject). 

And so it went, from floor to floor, 

department to department. Singing com- 
mercials lauded the company’s products. 
Other songs exhorted field underwriters 
to sell more. Still others lampooned the 
lunches in the company cafeteria and 
joshed encroaching automation which is 
slowly replacing female office help with 
machines. “There is nothing like a 
dame,” lamented the male chorus. 
_ A special and unexpected note was 
injected into the production with the 
surprise appearance of four agency man- 
agers and six.vice presidents who were 
pressed into service as “volunteer” choral 
groups. The musical managers were 
Harry S. Hull, Jr. of Pittsburgh, Don 
Clawson of Chicago, Clarke H. Williams 
of Richmond and Kendrick C. Hawkes 
of Seattle. They wailed a “Managers’ 
Lament” in calypso rhythm, vowing to 
go into hock and float loans to pay for 
their trip to the big city. 

The executive group comprised Ex- 
ecutive Vice President Roger Hull, and 
Vice Presidents Stanton G. Hale, Leigh 
Cruess, Vincent Lechner, Richard Lear- 
son and Haughton Bell. The vibrato 
veeps “sang” to the accompaniment of 
a record which provided the words while 
they went through the correct motions. 

After all was said and sung, a warm 
musical salute to the prowess of the 
field underwriters provided a fitting 
finale. The musical efforts of the home 
office staffers were evidently appreciated 
by the visitors, who roundly applauded 
the revue and its participants. 

“MONY Mad” was produced by Mada- 
lyn Gomber and Joseph V. Lane, Jr., of 
the Mutual Of New York home office 
staff, and was directed by Miss Gomber. 


Plaque Winners 


(Continued from Page 6) 


Orleans, managed by James H. Lake, 
won southern region honors. Central re- 
gion agencies were led by Milwaukee, 
under Manager George A. Knutsen, 
CLU. The winner in the western region 
was Portland, Ore., headed by Wilbur 
K. Hood, CLU. 


Sweeping Changes 


(Continued from Page 3) 

April 1. First of the field force to be on 
hand were agency managers who held 
a series of conferences early in the week 
with regional officers and home office 
executives. Top Club Round Table mem- 
bers and Top Club members were the 
next to arrive for special conferences 
with MONY’s officers and for discussions 
on new trends in business insurance and 
other markets. 

By Wednesday, with the arrival of 
“Waldorf Qualifiers” from among the 
members of MONY’s National Field 
Club, the conference was in full force. 
Thursday morning the new program wes 
announced. Thursday afternoon the field 
group toured MONY’s home office and 
lunched in the cafeteria there. Thursday 
evening, following a dinner for the field 
people and officers, the past-presidents 
of the company’s National Field Club 
named Mrs. Bettie M. Boyd, of the 
Montgomery, Ala. agency, to receive 
the coveted silver cup as MONY’s “Field 
Underwriter of the Year” for 1956. 

On Friday, underwriters saw another 
presentation by Wilding Pictures ...a 
demonstration through slides and dia- 
logue of ways for the field to use the 
multiple promotion, advertising, publicity 
and other sales aids that had been cre- 
ated for the new products. The confer- 
ence closed Friday at noon with an 
address by Stanton G. Hale, vice presi- 
dent for sales. 


Officers Participating 


The week-long meeting, the first time 
since Houston in 1951, that MONY had 
brought together all its top producers 
in one location, was under the direction 
of Vice President Hale. Other officers 
participating included Lewis W. Douglas 
and Louis W. Dawson, chairman and 
president, respectively; Roger Hull ex- 
ecutive vice president; James B. McAfee 
and E. C. Danford, second vice presi- 
dents; D. D. Briggs, Frank B. Jackson, 
Leland T. Waggoner and Edward E 
Waller, regional vice presidents; Robert 
U. Shallenberger, James S. Bingay and 
B. F. Granquist, superintendent of agen- 
cies. 

Also in New York during the week 
were MONY’s mortgage loan and farm 
loan supervisors, and representatives of 
the Policy Payment Division. They had 
separate sessions at the home Office with 
their respective department vice presi- 
dents and participated in some of the 
sessions at the Waldorf. 

Brokerage supervisors, Group insur- 
ance specialists, and accident and sick- 
ness insurance specialists were here also 
for special departmental meetings in 


those fields, and for some of the Waldorf 
sessions. 





Peter A. Peyser, manager of the White 

Plains agency for Mutual Of New York, 

is shown addressing the company’s busi- 
ness conference. 


Broderick and Redd Made 
Agency Managers by MONY 


Mutual of New York has appointed 
Robert F. Broderick agency manager in 
Boston, and Dwight E. Redd agency 
manager in Madison, Wis. The ap- 
pointees formerly were assistant agency 
managers. and for the past several 
months have been at MONY’s home of- 
fice undergoing special managerial train- 
ing. 

Mr. Redd succeeds Thomas M. Hub- 
bard in Madison. Mr. Hubbard is con- 
tinuing in the agency as assistant man- 
ager. Mr. Broderick, the new Boston 
manager, succeeds Foster S. Boothby, 
who has resigned from the company 

Mr. Broderick, 30 years old and a 
native of Boston, was born and educated 
in Boston and has spent his entire busi- 
ness career there. Before his gradu- 
ation from Boston University in 1950, he 
operated a general insurance brokerage 
firm. In 1951 he joined MONY as a 
field representative of the Boston agen- 
cy then and now managed by John P 
Meehan, CLU. Within three years he 
was promoted to assistant manager 
Then last October he joined the home 
office staff for managerial training. 

Mr. Redd, 34 years old, is a native 
of Ohio and a graduate of Ohio Uni- 
versity. He had been in sales promotion 
work before he entered the insurance 
field in 1948 with MONY in Cleveland. 
In 1953 he was promoted to assistant 
manager. Last October he was advanced 
to the home office training staff. 





. ; ‘ 


way 





Sem 





MONY Meets the Press—(left to right) Executive Vice President Hull; President 

Dawson; Vice President and Chief Actuary Leigh Cruess; Robert Mitchell, National 

Underwriter; Clarence Axman, Th2 Eastern Underwriter; Robert Van Beynum of 
Benton & Bowles, Inc., advertising agency. 
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Major Expansion Of Sales Outlets 


Leonard Stiller Manager New San Francisco Agency; Philip 
Oxnam at Stamford; Other Offices in 
California and Texas 


Mutual Of New York made known 
plans for a sharp expansion of its sales 
outlets. Announcement of the expansion 
followed news earlier last week of sweep- 
MONY’s life insurance 
program, featured by “quantity dis- 
counts” that result in lower premium 
rates for larger purchases of new policies. 

Effective about May 1, MONY will 
establish a new managing agency in San 
Francisco and a district office in Santa 
Rosa, Cal.; a managing agency in Stam- 
ford, Conn., and district offices in Ama- 
rillo, Austin and Beaumont, Texas. 

Stanton G. Hale, vice president for 
sales, announced the expansion program 
to the business conference. 

The managing agencies will give 
MONY a total of 115 such outlets 
throughout the United States and Can- 
ada, 14 of which have been established 
in the past 15 months. The new San 
Francisco unit—MONY’s second in that 
city—and the Santa Rosa district office 
will provide the company with a total 
of 14 sales outlets in California. 

The four new district offices will make 
a total of ten such units that MONY 
has established in recent months. In 
Texas the company will have a total of 
seven sales outlets, including existing 


ing changes in 


managing agencies and new districts. 

Leonard Stiller, 38 years old, has been 
appointed manager of the new San 
Francisco agency. He has been in the 
personal insurance field in that area for 
the past six years, and last November 

came to MONY’s home office for special 
managerial training. 

Philip H. Oxnam, 39 years old, will 
become manager in Stamford. Mr. Ox- 
nam, a former minister and Air Force 
chaplain, joined Mutual Of New York 
in 1952 as a field representative in 
Schenectady, N. Y. He advanced to be 
assistant manager of the Albany agency 
in 1954, and a little more than a year 
later came to MONY’s home office. In 
January, 1956, he was named director 
of market development, the post that he 
has held until his assignment now to 
establish a new agency in Stamford. 

MONY’s new district offices will be 
under the direction, respectively, of 
George A. Norwood, in Santa Rosa; 
Gilbert L. Muddell, Jr., in Amarillo; 
Albert M. Madsen, in Austin, and Miles 
T. Tucker, in Beaumont. The appointees 
are veterans of field work in the per- 
sonal insurance field and have been on 
MONY’s home office staff for the past 
several months undergoing special man- 
agerial training. 





ALC Names Frank D. Logan 
As Assistant Actuary 


appointment of Frank D. Logan 
actuary of American Life 
Convention was announced following the 
recent meeting of the ALC executive 
committee in Cincinnati. Mr. Logan will 
assume his duties at the Chicago office 
of the ALC about the first of May. 

\ native of Scotland, Mr. Logan was 
craduated from Glasgow University in 
1927, and following postgraduate work 
at that institution, was awarded an M.A. 
degree, with honors, in mathematics. He 
went to Canada immediately, where he 
became associated with Sun Life, Mon- 
treal. He has served that company in 
the actuarial, Group, pensions and other 
departments, gaining broad experience 
in many phases of the life insurance in- 
dustry. 

For five years, Mr. Logan served on 
the staff of the company president. More 
recently, as assistant comptroller, he has 
engaged in expense analysis and control 
work. Mr. Logan became an associate 
of the Society of Actuaries in 1935. He 
has also been active in the work of the 


LOMA and LIAMA. 


The 


as assistant 


Estate Planner’s Day of 
N. Y. Chapter, April 24 


The regular April meeting of the New 
York CLU Chapter will feature the ninth 
annual Estate Planner’s Day. It is sched- 


uled for April 24 at the Hotel New 
Yorker. Theme this year is “Estate 
Planning Today,” and speakers will dis- 
cuss important court decisions and 
Treasury Department regulations and 
proposed regulations. 

Speakers include Paul Brower, direc- 


tor, advanced underwriting, Mutual Life 
of New York and a member of the New 


York Bar; Warren T. Ejierman, assist- 
ant vice president, Hanover Bank in 
New York; Joel Irving Friedman, and 


Albert Mannheimer, partners in the law 
firms of Nathan, Mannheimer, Asche and 
Winer in New York. Harry K. Gutmann, 
Mutual Life of New York, will be mod- 
erator of ‘the day. 
An added feature 
the appearance 
ner, emeritus 


this year will be 


of Dr. Solomon S. Hueb- 
insurance, 


professor of 


Life Insurance Counsel 
Spring Meeting Program 

The Spring meeting of the Association 
of Life Insurance Counsel will be held 
at the Greenbrier in White Sulphur 
Springs, W. Va., May 6 and 7. Speakers 
and their topics include David J. Bannon, 
Jr., assistant counsel, Mutual Life of 
New York, “Company Ownership of 
Real Property Under Existing Invest- 
ment Laws”; Allen A. Davis, Jr., vice 
president and counsel, Monumental Life, 
“The Life Insurance Law of Maryland”; 
E. Hugh McVitty, attorney, Manufac- 
turers Life, “Some Problems of Doing 
Business Aboad”; Wellington S. Crouse, 
counsel, The Prudential, “Recent De- 
velopments in Double Indemnity”; John 
M. Hill, associate counsel, John Han- 
cock, “The Regulation of Creditor Group 
Insurance”; Richard F. Mooney, assis- 
tant counsel, Northwestern Mutual Life, 
“Tax- Supported Revenue Bonds.” 

A panel discussion on “Current Inter- 
pretations of the Life Insurance Com- 
pany Federal Income Tax Law” will be 
moderated by Irving T. Ring, senior vice 


president and general counsel, State 
Mutual Life. Speakers will be Daniel 
P. Cavanaugh, assistant general coun- 


sel, Aetna Life; and Hugh M. MacKay, 
associate counsel, State Mutual Life. 

3uist M. Anderson, vice president and 
counsel, Connecticut General, will be 
moderator of a panel on “Deficiency Re- 
serves,” speakers being Henry B. Arm- 
strong, attorney, Travelers; and Oliver 
M. Townsend, assistant general counsel, 
Continental Assurance. 

W. Lee Shield, associate general coun- 
sel, American Life Convention, will pre- 
sent a report on the Washington scene 
and an informal gathering at breakfast 
on May 


N amed by Ohio National 


Ohio National Life, Cincinnati, an- 
nounces the appointment of Frank E. 
Muscal, Chester, Pa.; Harold C. Sonday, 
CLU, Cleveland. and Edwin E. Brandt, 
Leavenworth, Kans., as general agents.’ 





University of Pennsylvania and president 
emeritus of the American College of Life 
Underwriters, who will be the luncheon 
speaker 





Mutual Veterans 

Head Field Club 
JACOB SHOUL AGAIN PRESIDENT 
Mrs. Eunice Bush of New Orleans Heads 


Women’s Division; Five Regional 
Vice Presidents 








The executive family of Mutual Of 
New York’s 1956 Field Club is an im- 
posing group. Among them are five mil- 
lion dollar producers—and the Women’s 
Division is headed by a MDRT life 
member. All six are members of the 
Top Club Round Table. 

The 1956 president, Jacob W. Shoul, 
is serving his fourth term in the top 
post. A 38-time qualifier for MONY 
honor clubs, the Boston-Meehan stalwart 
is the 4lst president in a series that 
started in 1915. In addition to 1956, Mr. 
Shoul served as president in 1927, 1943 
and 1950 

The five vice presidents of the 793- 
member Field Club are all perennial 
qualifiers for company honor organiza- 
tions. Among them, they number 91 
qualifications over the years. Each has 
held his respective post in previous years. 

Ray Maurey, the Eastern standard- 
bearer, was vice president in 1946 and 
1952. Since joining Mutual Of New York 
in 1938, the Erie underwriter has been 
a member of the NFC 15 times, the 
Top res eight times, and the Top Club 


Round Table on three occasions. : 
William J. Brown, a 22-time qualifier 
for the National Field Club was a 


Southern Region vice president in 1938. 
The Miami field underwriter, who cele- 
brates his 30th anniversary with the 
company on April 15, experienced his 
greatest year with MONY in 1956, at- 
taining membership in TCRT and finish- 


ing third in company-wide production 
results. 
The Western leader, Gordon Coryell 


of San Francisco, is a former president 
(1952) and held the Western Region vice 
presidency in 1950. He was an honorary 
vice president in 1954 and 1955. A four- 
time qualifier for the Top Club Round 


Table, he is a member of MONY’s Hall 
of Fame. 
Harry Schultz, Chicago-Moats, was 


vice president of the Central Region in 
1938, 1947 and 1953. Another Hall of 
Famer, Harry is a five-time qualifier for 
TCRT and numbers 19 NFC qualifica- 
tions in his career. He has been with 
the company since 1929, 

The Women’s Division vice president, 
Mrs. Eunice Bush of New Orleans, has 
always been a leader among lady quali- 


HOLUA Meeting This Week 


The annual meeting of the Home 
Office Life Underwriters Association is 
being held this week at the Greenbrier 
in White Sulphur Springs, W. Va. Doane 
Arnold, second vice president, New Eng- 
land Life, and president of HOLUA, is 
presiding. 

Speakers include O. Kelley 





Anderson, 


president of New England Life; Pearce 
Shepherd, vice president and ‘actuary, 
Prudential; and John G. Kelly, assistant 
general counsel, Mutual Life of New 
York, 

3ruce D. Shepherd, underwriting sec- 
retary of Berkshire Life, Pittsfield, 
Mass., is chairman of the program com- 
mittee. Underwriters from 123. compa- 
nies in the United States and Canada 


are attending. 

JEFFERSON S STANDARD GAINS 

Jefferson Standard Life closed the first 
quarter of its 50th anniversary year with 
sales totalling $63,074,401, a new record 
and an 18.4% increase over the same 
period last year, announces Karl Ljung, 
vice president in charge of agency op- 
erations. 

Insurance in force scored a net gain 
of $39,381,973, also a new quarterly 
record, Total insurance in force as of 


March 31 is $1,623,740,426. 





| Field Club Ramblings | 





Robert L. Allen, Jr.; Jacksonville, had 
the shortest Field Club’ qualification pe- 
riod of any MONY Underwriter—he 
didn’t join the company until October 
29, of last year. f the 19 Central 
Region Top Club Round Table quali- 
fiers, four are from Chicago-Moats. 
Field Underwriter Fred W. Hamilton of 
the Nashville agency is the oldest con- 
tinuous service NFC qualifier. He joined 
MONY on September 6, 1901... . Four 
agencies each had six men who made 
the 1956 Top Club—Jackson, New Or- 
leans, New York-Myer and Portland, 
Oregon. . . . Youngest continuous serv- 
ice member of the Top Club is Samuel 
Sorin, Miami, now in his second year 
with MONY . In 1916, Mrs. Bettie 
M. Boyd became. the first woman to 
qualify for the National Field Club in 
the Southern Region. This is the same 
Mrs. Boyd who is a 1956 TCRT quali- 
fier. . 106 of the 385 Waldorf-Astoria 
Field Club qualifiers are from the West- 


ern Region. Youngest Top Club 
Round Table member by continuous 
service date is sophomore Matt Beasley, 
Jr., Richmond. Seven members 
of the fairer sex in MONY’s Field 
Force qualified for WQMDRT in 1956. 

The longest continuous service 


Top Club qualifier is K. M. Beckman, 
Columbia. July 1, 1906 is the date of his 
first contract. . . . 1956 Club qualified, 
Samuel Heifetz, Chicago-Bash and G. A. 
Sattem, Los Angeles-Peterson, were 
members of the first National Field Club 
back in 1915... . 47 of the 150 Top Club 
qualifiers are from the Southern Region. 

During the year 1956, 48 MONY 
Field Underwriters qualified for the Mil- 
lion Dollar Round Table. . . . Of the 
26 men qualifying for the Field Club in 
their first year, nine are from the Cen- 
tral Region, seven from the Southern, 
five from the Eastern, and five from the 
Western Region. .. . Of the 793 mem 
bers qualifying for the 1956 Field Club, 
383 or almost half of the total Club 
membership, have been with the com- 
pany five years or less. Who said the 
first five years were the hardest ? 


Sumner Led in A. & S. Sales 


Len Sumner, manager of the Toronto 
agency, topped all others in the company 
in sales of accident and sickness insur- 
ance last year. 





fiers. She held the Women’s vice presi- 
dency in 1942, 1943 and 1950. She was 
an honorary vice president on five occa- 
sions. In 1935, she was vice president of 
the old West-South-Central Division. 
Mrs. Bush is a 21-time qualifier for the 
National Field Club. She ‘has been a 
member of the Top Club in every year 
since its founding in 1946-1947 and num- 
bers two TCRT qualifications arong her 
accomplishments. 


Research Suggestions in 


Economics of Pensions 
National Bureau of Econgfitic Research 
has made public a survey bearing the 
title ‘ ‘Suggestions For Research in the 
Economics of Pensions.” Director and 
author of the study was Daniel Holland 
who has been with the National Bureau 
since 1949. A graduate of Columbia Col- 
lege and Columbia Graduate School Mr. 
Holland has taught economics at Colum- 
bia College and also at School of Com- 
merce, New York University. Once ‘a 
week he delivers a lecture at Schoo] of 
Industrial Management, Massachusetts 
Institute of Technology. Mr. Holland 
was assisted in this research study by 
Martin K. Bloom and Gladys F. Web- 
bink, staff representatives, and a com- 
other experts headed by E. 
Keith, University of Pennsyl- 


mittee o1 
Gordon 
vania. 
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John Hancock’s 3-Year 
Modified Life Policy 

TO BE WRITTEN ON BOTH SEXES 

Provides Level Death Benefit for Whole 


of Life; $5,000 Minimum; 
Its Details 








The introduction of a new Select Or- 
dinary 3-Year Modified Life policy, pro- 
viding a level death benefit for the 
whole of life, has been announced by 
John Hancock Mutual. It will be offered 
for a minimum sum insured of $5,000, 
and may be written for issue ages 15 
to 70, inclusive, on both males and 
females. 

The guaranteed standard premiums for 
regular insurance benefits, payable dur- 
ing first three years, will be 85% of 
corresponding guaranteed standard pre- 


miums payable thereafter. Underwriting 
requirements generally are same as those 
established for other regular Select Or- 
dinary insurance plans. The policy may 
be written on a substandard basis within 
normal company limits. In such a case, 


however, any substandard portion of 
premium will be level for all policy 
years. 


Provision is made under the policy for 
payment of first annual dividend at end 
of third policy year rather than at end 
of second policy year. It is anticipated 
that such first annual dividend will be 
sufficient to make the net annual pay- 
ment for fourth policy year somewhat 
less than guaranteed annual premium 
applicable during first three policy years. 

The disability waiver of premiums and 
disability income benefits as well as 
death by accidental means benefit may 
be offered in connection with the policy, 
subject to the payment of extra level 
premiums during the entire premium- 
payment period for the supplementary 
benefits. The supplementary provisions 
for family income and level amount of 
term insurance will also be available on 
regular level premium for use with this 
new policy. 

When a new policy is applied for 
under an exchange provision of a policy 
of Term insurance or of a supplementary 
provision for family income or level 
amount of term insurance, and the new 
policy is to bear a date on or after April 
1, 1957, the company will consider the 
3 Year Modified Life policy as a per- 
missive plan of insurance for issue of 
the new policy without evidence of in- 
surability. This constitutes a liberaliza- 
tion of such exchange provisions which 
contractually limit such a new policy to 
“an annual premium | limited payment life 
rr endowment plan. 


Equitable of Iowa Names 
Burkett, Walsh and Stamm 


Three new agency appointments have 
been announced by Ray E. Fuller, agen- 
cy vice president of Equitable Life of 
Iowa. 

James C. Burkett was named general 
agent in Washington, A native 
of Baltimore, Mr. Burkett commenced 
his life insurance career jn 1952 as Dis- 
trict of Columbia manager for Canada 
Life, in 1954 becoming gg ah weg gen- 
eral agent for American Bankers Life. 

Eugene C. Walsh was appointed agen- 
cy organizer in- the company’s New 
Haven agency. He joined the Penn Mu- 
tual in New York City in 1950, transfer- 
ring to that company’s New Haven 
agency in 1951 as district manager, and 
in November, 1955, transferring to Mil- 
waukee as general agent. 

James C. Stamm was appointed agency 
organizer in a new agency to be estab- 
lished by.the company in Miami, effec- 
tive April 15. Formerly general agent 
for Pacific Mutual in Hartford for the 
past two..years, Mr. Stamm was previ- 
ously associated with Connecticut Gen- 
eral in Hartford for eight years as agent 
and supervisor. 


Sees Competition As 
Stiff in Next Decade 

BYRON K. ELLIOTT ON OUTLOOK 

John H k President Calls For New 


Aggressive Spirit Before District 
Agency Leaders 





Boca Raton, Florida—Noting that the 
past decade has been one of spectacular 
growth for the life insurance industry, 
with insurance in force increasing nearly 
175%, Byron K. Elliott, president of John 
Hancock Mutual Life, in addressing the 
company’s annual President’s Club meet- 
ing here, said that the next decade may 
well be one of great competition—com- 
petition among companies, from new 
companies entering the field, and from 
consumer goods. 

“The time has come for a new aggres- 
sive spirit in our planning,” he said, add- 
ing that companies must find new ways 
of increasing efficiency in order to give 
their policy owners contracts which will 
provide insurance protection at the low- 
est possible cost, consistent with good 
service. 

Although change is no new experience 
to the life insurance industry, Mr. Elliott 
predicted that the dynamic quality of 
the next few years will exceed anything 
of the past. ‘ ‘But just as this aggressive 
spirit must characterize our ‘home office 
functions, it must also endow our meth- 
ods of selling with renewed energy and 
vigor,” he said. 


Factors in Survival 


Addressing the agency group for the 
first time since his election as president 
of the company in February, Mr. Elliott 
said it is “know-how” and _ skill, the 
resourcefulness and energy oi the people 
who comprise an organization, which are 
the important factors in its survival and 
progress. 

“So long as the individuals who con- 
stitute a company realize the extent of 
their participation in the service and 
success of the company, and feel deeply 
that the things they have done by work- 
ing together are the real measure of 
their influence on the life of our country, 
experience has shown that that company 
continues to prosper and progress.” 

Mr. Elliott said that “Life insurance is 
a unique kind of business because it 
deals with human values and with people. 
Our product appeals to the highest mo- 
tives in man—the desire to assure finan- 
cial security for himself and for his 
family. And because people are so im- 
portant in our business, our own people 
are very important. 

“Since life insurance involves a con- 
tact, as well as a contract, the people 
who make the contact, you, are crucial,” 
he told the agents. 


YOUR 

FOREIGN PROBLEM 
ARE OUR 
“DOMESTIC” CASES 


For over 30 years we have specialized in life insurance of 
all kinds on foreign risks — ordinary as well as group em- 
ployee benefit plans. American Life branch offices and 
agencies encompass much of the world — our mail service 
and affiliated companies cover the rest. Don’t pass up your 
foreign prospects! Just write or call: 


CAMBRICAN LIFE 
VUE 
fe shee 


825-827 Washington Street, Wilmington, Delaware 











Franklin Names C. L. Scott 
Associate Arkansas Mgr. 


Clyde L. Scott, former All-American 
athlete, has been appointed associate 


O’Donnell-Lefort Agency 
For Pan-American in N. C. 


Establishment of the O’Donnell-Lefort 


pi Ln kiaearn North Carolina of state manager in Arkansas by Franklin 
Pan-American Life of New Orleans has | ife, Springfield, Ill. With State Man- 
been announced by Kenneth D. Hamer, ager Jack L. Cottrell, Mr. Scott will 


direct organizational activities for the 


vice president and agency director. Hu- 
Franklin ee the state. 


bert H. O’Donnell and Charles R. Lefort Dusine: 1908 his inet ‘year at the Uni- 
have been named general agents with versity of Arkansas, Mr. Scott won two 
headquarters in Raleigh. of America’s top sporting honors—a 
Mr. O’Donnell, a native of Raleigh, berth on the United States Olympic 
was educated in private schools and at Squad and position on the All-American 
: football team. He won second in the 
Hugh Morson High School. Later he Olympic 110 meter high hurdles race, and 
attended the University of North Caro- was co-captain of the Razorback squad 
lina. He entered the insurance business for 1948, the same year he was named 
with Northwestern Mutual Fire Asso- 


All-American. 
ciation and pioneered the company’s 


For the past three years Mr. Scott has 
See : been regional manager and a leading 
activities in a number of southern states, 


personal producer for National Equity 


locating in the Alabama-Mississippi area Life. He is a graduate of the Institute 
following World War II. In 1956 he of Insurance Marketing at t SMU, and is 
returned to North Carolina where he currently state chairman of the National 
opened his own agency representing Foundation for Infantile Paralysis. 


Quincy Mutual Fire. He still represents 
this company throughout North Caro- 
lina. branch for the Special Service Division. 
Mr. Lefort was born in Greensboro Following the war he returned to N. C. 
and completed his college work at North State College for one year. He then 
Carolina State College. Following gradu- entered the life insurance field in 1947 
ation he remained at State College as with Atlantic Life of Richmond and 
assistant dean of students until World served in many capacities as an agent, 
War II. While in the service he was’ supervisor and manager. He is a colonel 
director of personnel and administration in the Army Reserve. 

















REINSURANCE 
EXCLUSIVELY 





America’s Specialist in Life Reinsurance 
NORTH AMERICAN RE 


Serving the progressive companies in NorthAmerica 


LIFE (ordinary and group) 
ACCIDENT & HEALTH 


NORTH AMERICAN REASSURANCE COMPANY 
CHRYSLER BUILDING EAST 


16! Bast 42nd Street, NewYork (7, New York 
TEL MUray Hill 7-170 
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Need More Savings, 
Says Paul F. Clark 


LIFE INSURANCE SALES HELP 


John Hancock Chairman Addresses 
Company’s District Agency Lead- 
ers in Florida 








Boca Raton, Florida—The life insur- 
ance industry faces a significant respon- 
sibility in preventing the further spread 
of inflation in the American economy, 
Paul F. Clark, chairman of the board 
of John Hancock Mutual Life, told some 
500 district agency leaders of that com- 
pany meeting at Boca Raton recently. 

“Inflation robs the person who saves, 
by reducing the real value—the purchas- 
ing power—of his savings,” said Mr. 
Clark. “It will, in the long run, eat away 
at the moral fibre of the nation by mak- 
ing thrift and the desire to provide for 
one’s own future pointless. The ulti- 
mate effects of this, with the burden of 
ever increasing taxes for workers, is 
perfectly clear. The American public, as 
taxpayers, will end up having to support, 
through government welfare, those who 
have not looked out for their own fu- 
tures.” 

Mr. Clark told the agents that, as 
insurance men and citizens, they could 
make an important contribution to the 
solution of the problem of inflation by 
encouraging savings through the sale of 
life insurance. 


How Life Insurance Sales Help 


“Someone has defined inflation as ‘too 
much money chasing too few goods,’” 
he said. “In simple terms, the way to 
stop inflation is to cut down on the 
amount of money chasing the goods, and 
increase the amount of goods the money 
is chasing, until these forces come into 
balance. And the sale of life insurance 
helps greatly to achieve both these pur- 
poses. 

“Whenever a man saves a dollar,” Mr. 
Clark continued, “be it in a bank, in the 
coffee can on the kitchen shelf, or in a 
life insurance contract, he is taking that 
dollar out of circulation. It becomes one 
less dollar, ‘chasing goods.’ When that 
dollar is put into life insurance we at- 
tack the ‘too few goods’ problems. The 
life insurance industry puts that dollar 
to work, financing housing, industrial ex- 
pansion, more jobs and research. Life 
insurance dollars enable industry to pro- 
duce more goods for less money, thus 
increasing the nation’s entire productive 
capacity. 

“The next decade will be a most im- 
portant one,” said Mr. Clark, “and a 
challenge to all of us. The stakes are 
very high, for while increased savings 
will mean a move towards economic 
stabilization, failure to increase savings 
may do an incalculable amount of dam- 
age to the nation.” 


Hemispheric Insurance 


Day May 14 at Waldorf 


Hemispheric Insurance Dav luncheon. 
sponsored by United States Chamber of 
Commerce, will be held in Sert Room, 
Waldorf-Astoria, May 14. Purpose of 
the program is hemispheric cooperation 
and building of international friend- 
ships. Henry C. Thorn, resident vice 
president, Insurance Company of North 
America in this city, is luncheon chair- 
man. Henry F. Legg, secretary of in- 
surance section, New York Board of 
Trade, is assisting him. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











John Hancock District Leaders Meet 


Boca Raton, Florida—More than 500 
district agents and managers of John 
Hancock Mutual Life who had out- 
standing production records in 1956 met 
at the Boca Raton Hotel and Club re- 
cently for the company’s annual Presi- 
dent’s Club meeting. 

Highlighting the week-long convention, 
was the presentation of record writings 
of over $400 million to Chairman Paul 


F. Clark, and President Byron K. Elliott, 
as a tribute to their leadership. Ac- 
complished by the district agency force 
during the first 12 weeks of 1957, the 
writings were presented by Vice Presi- 
dent Frank B. Maher, on behalf of the 
district organization. 

Congratulating the field men on their 
record achievement, Mr. Maher said that 
in 1956, the most outstanding year in the 
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NO REDUCTION IN COMMISSION 


BECAUSE OF REDUCED RATE! 


Cure your rate headaches 
with a Select Risk Ordinary 
Life designed for your select 
clients. 

Complete the coupon below 
and get your all-in-one pre- 
sentation...includes rates, 
values and sales track. 
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history of the company, the district 
agencies produced nearly $1,101,000,000 
of new Ordinary insurance. Over 300 
members of the district agency organi- 
zation produced a half a million dollars 
worth of business in 1956. 

Paul L. Oliver, Jr.. Dayton, Ohio, who 
produced over $1 million in total pro- 
duction credits during 1956, was named 
the company’s leading district agent. 
Seven other district agents were honored 
as millionaire producers. They were 
David J. Ward, San Diego; Alfred Mar- 
tin, New York; William J. Martin, De- 
troit; Harold M. Eldridge, Springfield; 
Aurielo Malvagno, New York; Harry 
Poppey, Albany; and Alfred Rossant, 
New York. 

Raymond C. Bunt of Pittsfield, whose 
average per man sales credits for 1956 
totaled $448,966, more than twice the 
average for all Hancock assistant district 
managers across the country, was named 
the company’s leader from this stand- 
point. 

The South Norwalk District Office, 
under Raymond S. Kelley, district man- 
ager, won the Hancock’s highly coveted 
President’s Trophy for leading all other 
district agencies in the country during 
1956. The Rockford district office, under 
the leadership of Herbert C. Liedberg, 
won the Vice President’s Trophy for 
leading in Group sales. 

The Miami district office, under Alfred 
Keefe received the Pioneer Trophy for 
outstanding development of new terri- 
tory, and the Southern New England 
Region under John Kugler was the lead- 
ing regional tcrritory of the company 
during the year. 

Featured speakers during the five-day 
sessions were Chairman Paul F. Clark, 
President Byron K. Elliott, and Vice 
President Frank B. Maher. 

During a session on competitive as- 
pects of the John Hancock sales pro- 
gram, Abram T. Collier, vice president 
and counsel, and Philip H. Peters, vice 
president, Group sales and service, were 
featured speakers. In addition, Murray 
Heilweil. merchandising. manager, Na- 
tional Broadcasting Co., spoke on “What 
National Advertising Means to You,” ty- 
ing in John Hancock’s sponsoring of 
NBC's spectacular “Producers’ Show- 
case,” with the agents’ approach. Later 
Robert W. Osler, vice president, Rough 
Notes Co., discussed personal health in- 
surance, a field which the John Hancock 
will enter later this year. 

Other speakers were Second Vice 
President George B. Thompson, Jr., who 
presided at the opening session of the 
convention, and extended congratulations 
to the field force for their outstanding 
performance during the past year; and 
Vice President Edmund L. Zalinski, who 
addressed a CLU-LUTC breakfast ses- 
sion, which marked the close of the con- 
vention on Thursday morning. 

Current and projected sales material 
was attractively featured in displays by 
the company’s public relations, policy, 
and controller’s departments, in a spe- 
cial series of exhibits titled “Showcase 
of Progress.” 


Dr. Wm. M. Genthner Dead 
Dr. William M. Genthner, 58, medical 
director, Continental American of Wil- 
mington, Del., died on April 4 of a heart 
attack in Delaware Hospital. In the 
Navy during World War I, he was a 
graduate of Long Island Hospital College 
of Medicine, practiced medicine until 
1947 and then joined Continental Ameri- 
can. Surviving are his widow, a son and 
two sisters. 
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§ Angeles Agency 





Repeat Winner 


of 
PRESIDENT’S 
TROPHY 









LOS ANGELES 
John W. Yates Robert L. Woods, C.L.U. 









Our Los Angeles Agency has repeated its 
achievement of a year ago by again winning the 
Massachusetts Mutual PRESIDENT’S TROPHY. 
This high honor is in recognition of the most 
outstanding performance by any of our 96 
agencies during the past year. The agencies are 
rated according to their accomplishments in all 
areas of successful agency operation. 





ROCHESTER 
Clarence A. Grimmett, Jr, 





Leading the field in production, Los Angeles 
sold $39,145,000 of Ordinary. Of this amount, 
12.6%, or $4,927,000, was sold by 16 men in their 
first contract year and 14%, or $5,490,000, by 8 men 
in their second contract year. Twelve of the Los 
Angeles representatives placed $1,000,000 or more 





: ‘ P PEORIA 
Ordinary in our Company during the year. Clarence W. Reuling, C.LU. 


Kenney E. Williamson, C.L.U. 


In the year-long competition for the trophy, 
Honorable Mention was received by the Rochester, 
Peoria, St. Louis and Savannah agencies. 


Our hearty congratulations and sincere 
thanks to these five pace-setting agencies and to 
all members of our great field force for making 
1956 the best year in our long history. 





2 OP wi 
ST. LOUIS 
Leonard R. Woods 
C. Ed Tussey, C.L.U. 









SAVANNAH 
Calmon P. Mendel 


Massachusetts / Mutual 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS THE POLICYHOLDER’S COMPANY 
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In recognition of its cooperation tow ard company armed forces reservists and 
their reserve activities, John Hancock Mutual Life was presented the Department 
of Defense Award last week in the name of Defense Secretary Charles E. Wilson. 


Left to right, Comdr. Eric S. Purdon, USN; 


Col. Frank M. Foley, USA, who pre- 


sented the award and represented the Massachusetts Military District, Boston Army 


Base; 


pany; Vice President of Personnel and Client Relations John L. 


President Byron K. Elliott, who accepted the award on behalf of the com- 


McCrea (Vice 


Admiral, USN, ret.) and Lt. Col. Edmund V. Maloney, USAF. 





General American Life’s 
Direct Mail Program 


American Life sent its full- 
time fieldmen a new program of direct 
advertising. It features “Activator” 
a motivational, “soft sell” 


General 


mail 
letters with 
approach that is unusual in life insur- 
ance company direct mail. 

General American Life’s fieldmen can 
use any of five Activator letters. Each 
a short human interest story which 
is illustrated at the top of the page. 
One describes the thoughts running 
through the mind of a young lawyer as 
he speculates about his own future and 
his family’s need for financial security. 
Another describes the feelings of a man 
who has had to continue working past 
his retirement age, thus sacrificing So- 
cial Security, because he had no per- 
sonal retirement income and could not 
live on income from Social Security and 
a company pension. 

Activator letters, which will be sent 
out in color-keyed envelopes with reply 
cards, are designed with emphasis on re- 
turns from high quality prospects and 
thus a high ratio of sales to replies. 

The new direct mail kit also contains 
revised copies of General American 
Life’s “Radar” letters which offer a gift 
to prospects who reply. When the Radar 
letter plan was first introduced by Gen- 
eral American Life, it won the Direct 
Mail Advertisers Association’s “best-in- 
life-insurance-industry” Award. The kit 
also contains copies of a “Fitness Re- 
port” form for follow-up records on a 
fieldman’s direct mail,activities. 


tells 


Premium Moratorium Granted 


To Dallas Tornado Victims 


Because of the recent tornado, Equi- 
table Life Assurance Society has given 
its policyholders in the Dallas area addi- 


tional time to pay their insurance pre- 
miums. The company granted an extra 
31 days, beyond the normal grace period 
to its policyowners who, because of the 
tornado, are unable to pay their pre 
miums on time. The extension applies 
to those whose normal grace period ex- 
pires from April 2 through May 3 
The company also announced that 
claim payments to beneficiaries and 


loans to policyholders are being speeded 
in the stricken area. Details of other 
emergency services are being provided 
by Equitable agents and cashiers. 


MARKS 50TH ANNIVERSARY 

The Mansfield, O. agency of Ohio 
State Life is observing its 50th anniver- 
sary, being as old as the company is. 
Robert F. Horn is the general agent. 
The agency ranks third among all agen- 
cies of the company in the volume of 
insurance produced so far this year and 
is fifth in the amount of premiums paid. 





HOME OFFICE 
LIFE UNDERWRITER 


Rapidly growing New York 
company has opportunity open- 
ing for Home Office Life Under- 
writer with experience and savvy. 
Write stating full particulars to 
Box 2509, The Eastern Under- 
writer, 93 Nassau Street, New 
York 38, N. Y. 











Kvernland and Reed 
Prudential 2nd V. P.s 


Jack T. Kvernland and Alan L. Reed 
have been elected second vice presidents 
of The Prudential. Mr. Kvernland will 
be assigned to the North Central home 
office and Mr. Reed will continue to be 
associated with the Ordinary agencies 
department. 


Increase Interest Rate 
On Advance Premiums 


An increased interest rate for dis- 
counting premiums paid in advance and 
a higher limit on single premiums have 
been announced by Lincoln National 
Life. 

The interest rate, formerly 214%, 
been increased to 3%. Any number of 
premiums may be paid in advance pro- 
vided the discounted value of all such 
premiums does not exceed $200,000 on 
any one life or from any one purse. 

The maximum single premium accept- 
able by the company, formerly $100,000, 
is now increased to $200,000. 


has 





THE Man to Call... 


He’s on the ball. He’s backed by 
broad, liberal underwriting. 
He’s fast with on-the-spot 
handling of your tougher cases. 
His phone number is your must. 


He’s Your 


BANKERS SECURITY LIFE General Agent 


QUANTITY DISCOUNTS 


‘right across the board’. 


A reduction of premiums of $2 | per $1,000 on that 
portion of the face amount of the policy 
which is in excess of $5,000. 
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BANKERS SECURITY LIFE 


INSURANCE SOCIETY 
g of New York 


GEORGE HARRISON, CLU, Vice President 
103 PARK AVENUE 


MU 5-4000 








ACTUARIAL STUDENT $8,000 


Sound, Progressive Eastern Company, 
established over 25 years. Position is 
direct Assistant to Chief Actuary. 
Opening highly recommended for man 
presently stymied by large department 
or assistant ready to assume managerial 
duties. 

Employer's specifications: minimum 
2 years of Life or A & H Actuarial 
experience. Passing of 2-4 Society ex- 
eminations mandatory. Employer pays 
fee and moving expense. All inquiries 
handled confidentially. Write for ob- 
jective information about our operae- 
tion, 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 

















Franklin Appoints Stewart 
R. I. District Manager 


EARLE W. STEWART 


Earle W. Stewart has been appointed 
district manager in the Tiverton, Rhode 
Island area by Franklin Life, Spring- 
field, Ill. 

Mr. Stewart was for five and one-half 
years associated with Metropolitan Life, 
and then formed his own agency, the 
Tiverton Insurance Agency. 


Six Promotions Made 


By Continental Assurance 

Six Continental Assurance Co. agency 
and administration men have been named 
to new positions, Howard C. Reeder, 
president, announces. 

In parallel actions, Albert B. Morrison 
of New York and John T. Grant of Los 
Angeles were made resident vice presi- 
dents, respectively in charge of Eastern 
department and Pacific Coast department 
agency development. Both have the es- 
teem of general agents and producers in 
their respective territories. 

Glynn was made an assistant vice 
president with enlarged responsibilities 
in systems and planning, especially as 
this relates to coordinating the adoption 
of the IBM 705 installation scheduled for 
full-scale operation in July. 

Howard Westphal, in charge of life 
insurance claims, and Richard F. Aranow, 
of the legal staff, have been made assis- 
tant secretaries. 

Continental’s expanded program for 
merchandising life insurance through 
established fire and casualty agencies, 
as an added essential service to clients, 
has been placed in the full-time charge 
of Marshall B. Simms, who now occupies 
the newly created post of director of 
multiple line development. 
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LIVING INSURANCE IN ACTION 


The Man from Equitable with an “interest” in 19 businesses 


After lunch recently, a friend asked the Man from Equitable if he had 
an interest in any business besides insurance. The Man from Equitable 
thought a minute, smiled and said: “Yes, 19 of them!” He was joking, of 
course. What he meant was that he had provided life insurance plans to 
protect 19 businesses against the financial loss of a valued partner, key 
man, or an important executive so that the business could be continued. 

Later on, the Man from Equitable thought some more and realized 
that the most gratifying part of his work was helping other people. Help- 
ing them with their businesses; helping them to buy new homes; helping 
them to put their children through college. 

And just as gratifying was his role in the community. Organizing the 


bazaar; leading the Cub pack; soliciting for the Cancer Fund. These 
were things he did that made him welcome as the Man from Equitable 
wherever he went. 


Living Insurance 
Equitable 


The Equitable Life Assurance Society of the U.S., 393 Seventh Ave., New York 1, N.Y. 
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Equitable Society Expands 
Group Medical Activities 





DR. WILLIAM J. McNAMARA 


The Equitable Society is expanding its 
medical department with the creation of 
a Bureau of Industrial Health, under the 
direction of Dr. William J. McNamara. 

The new Bureau provides medical sup- 
port to the Society’s Group insurance 
activities. It also furnishes advice to 
Group policyholders, through their med- 
ical departments, on special industrial 
health problems. 

An important function of the Bureau 
is to help develop better understanding 
of Group insurance claims and to pro- 
mote cooperation in a variety of Group 
insurance practices with medical soci- 
eties and hospital staffs in communities 
where Group policyholders are located. 
These Bureau services are part of inten- 
sive efforts by the Equitable’s medical 
department to maintain and extend re- 
lationships with the medical profession 
and allied health experts. 

Dr. McNamara, a graduate of Uni- 
versity of Vermont Medical School, came 
to the Equitable in 1945 as an assistant 
medical director after 13 years of private 
practice in Vermont. He became an 
associate medical director in 1953, and 
for the past year, has been developing 
the Society’s new industrial health ac- 
tivities in the office of Equitable’s Chief 
Medical Director, Dr. Norvin C. Kiefer. 
The new Bureau of Industrial Health 
will continue to expand these servfces. 

Dr. McNamara is a member of the 
Nassau County Medical Society, the 
Medical Society of New York State, 
the American Medical Association, the 
Industrial Medical Association and the 
\ssociation of Life Insurance Medical 
Directors of America. 


Security-Conn. Appoints 
Knoblauch in Cleveland 
George M. 


f Knoblauch has been ap 
pointed life manager in Cleveland for 
Security-Connecticut Life of New Haven 
it was announced by Robert E. Aker, 
vice president. Mr. Knoblauch’s duties 
include the organization and manage- 
ment of life operations for the company 
in the Cleveland area. 

Previous to his affiliation with Secur- 
ity, Mr. Knoblauch was vice president 
of Knoblauch-Sherman, Inc., a multiple 
line insurance agency in Cleveland. He 
has been especially active in the life in- 
surance field since 1948, extending his 
agency’s services to include life and 
Group. During World War II, he was 
an ensign in the Navy and served a tour 
of duty in the Pacific Theatre 

Mr. Knoblauch is a graduate of Cathe 
dral Latin High School in Cleveland and 
received his B.S. degree at John Carroll 
University. He has also taken the Life 
Underwriter Training Council course. 


Provident Mutual Makes 
Group Department Changes 


Provident Mutual, Philadelphia, has 
announced new responsibilities for three 
members of the company’s Group de- 
partment. A. Frederick McLaughlin has 
been appointed superintendent, Group 
sales; Alfred F. Wilmouth will be super- 
intendent of home office sales; and Rich- 
ard E. Jackson will be supervisor, Group 
insurance underwriting. Announcement 
was made by Group Department Man- 
ager Charles E. Probst. 

Mr. McLaughlin, who joined Provident 
Mutual in 1956, will have 
charge of the development of the Group 
sales organization and supervision of all 
Group sales activities, He is a graduate 
of Sacred Heart Seminary and has done 
graduate work at Mount St. Mary’s of 
the West. 

Mr. Wilmouth will Mc- 


Laughlin as the Group sales organization 


September, 


assist Mr. 


man in charge of all Group sales made 
out ot the home office. He is a graduate 
of Holy Cross College. 

Mr. Jackson will be in charge of the 
Group insurance underwriting activities 
both for Group life insurance and Group 
accident and health insurance. He is a 
graduate of Clark University. 








INVESTIGATE This Unusual G A Opportunity 


Top, vested commissions with lifetime service fees. Quick sales aids with 
prompt, effective home office cooperation. Complete kit of attractive non-par 
contracts sub-standard to 500%. Highly rated company (founded in 1890). 
Assets over 89 million—over $465 million insurance in force. 

Openings in Pennsylvania, Delaware, Maryland, Ohio, New Jersey, Virginia, 
Indiana, Illinois and District. of Columbia. 


Write in confidence to: B. A. FRANK, Mgr. of General Agencies 


SUN LIFE INSURANCE COMPANY 
of AMERICA 


109 East Redwood St., Baltimore 2, Md. 
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Great-West Life’s New, Texas Trustee Candidate 


Higher Dividend Scale 
Winnipeg—The Great-West Life has 
announced a new and higher dividend 
scale for participating policyholders in 
the United States, effective June 1, this 
year. The rate of interest allowed on 
accumulated dividends left on deposit 
with the company will continue at 34%. 
The new scale of dividends—the third 
upward adjustment of its kind made for 
U. S. policyholders during the past three 
years—reflects higher interest earnings 
on invested assets and improved mor- 
tality experience among policyholders in 
higher age groups. 





READING-- 


this message can mean 


AS WRITING--- 


more “small business°* 
pension contracts 


< 





of Manufacturers Life’s Group Pension. The plan starts at 
only two lives yet gives big group advantages to small 
businesses. The figures show high cash values but low 
premiums that are sure to make satisfied clients out of 


skeptical prospects. 


Call a Manufacturers Life office for more details on 


this big money-maker. 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 


BALTIMORE * BOISE * CHICAGO «* CINCINNATI ¢ CLEVELAND »* COLUMBUS 
e LANSING « LOS ANGELES * MIAMI 


DETROIT ¢ HARTFORD * HONOLULU 
MINNEAPOLIS #© NEWARK « 


Also licensed in Arizona, Delaware, Kentucky, Virginia and West Virginia 


THE 


MANUFACTURERS 
LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO, CANADA 


INSURANCE 


ARITHMETIC? --- 


it’s the key to the sales appeal 


PHILADELPHIA 
SAGINAW ¢ SAN FRANCISCO ¢ SEATTLE * SPOKANE * WASHINGTON, D.C. 





R. L. McMILLON 


The Texas Assn. of Life Underwriters 
has endorsed R. L. McMillon of Abilene 
for trustee of the National Assn. He is 
nominated by the West Central Texas 
Assn. of which he is a past president. 
Mr. McMillon is currently president of 
the Texas State Assn., has been presi- 
dent of the Abilene Assn. where he is 
district manager of West Texas for Busi- 
ness Men’s Assurance. He is also a past 
president of Texas Assn. of Accident and 
Heaith Underwriters. He has been active 
in Life Underwriter Training Council 
work and has served on prominent com- 
mittees of all the foregoing organiza- 
tions. He attended Tarleton State Col- 
lege, Stephenville, Texas, and served 
three and a half years in the Air Corps 
in World War II. 


General American Names 


Roemelmeyer in Miami 
General American Life has appointed 
William R. Roemelmeyer general agent 
in the newly formed Miami multiple 
agencies. Mr. Roemelmeyer, who lived 
in Miami for nine years, heads up the 
Miami agencies in partnership with Sid- 
ney Salomon, civic and business leader, 
both in St. Louis and Miami, and recent 
owner of the Miami Marlins baseball 
team. 

The multiple agency operation slated 
for the Florida city will be comparable 
to General American Life’s sales organi- 
zation setup in other metropolitan areas, 
where opportunities in both sales and 
management are offered through the 
company’s Lifetime Security Franchise 
for General Agents and District Man- 
agers. 

Prior to joining General American 
Life, Mr. Roemelmeyer was agency su: 
pervisor for Penn Mutual in the Miami 
area. He is a CLU student and is an 
instructor in LUTC classes. A_ past 
Commander of the American Legion in 
Miami, he is president of Miami Beach 
Lions Club, state secretary for the Lions 
43-57 Club, member Knights of Columbus and 
’ the Elks Club. 


PITTSBURGH «¢ PORTLAND 





STAR 
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a Charting a safer course against CANCER... 








































ne 
is 
as 
ss ; Just as the pilots of ships are helped to chart safer courses 
: . 
i by heeding signals, so, too, have many people been made Aas ie . 
ra safe by recognizing warning signals of possible cancer and Cancer’s Seven Warning Signals 
si- taking proper action. 1. Any sore that does not heal. 
st i 2. A lump or thickening in the breast or elsewhere. 
ad In fact, thousands of people are alive and well today : P . B | ; : 
ad because they knew cancer’s warning signs and were treated : : pa ered oe 
cil in time. For your own protection, you should know the fee ii ciany ok Aa a nell ‘ 
n= d - i ihe listed h 5. Persistent indigestion or difficulty in swallowing, 
a- ee ee Ce ee ee re 6. Persistent hoarseness or cough. 
yI- Remember, however, that these signals do not always 7. Any change in normal bowel habits. 
ed indicate cancer. Rather, they may just be signs that some- 
ps thing is wrong—and that you should see your doctor 
promptly. If cancer is found, precious time will be gained 
by starting treatment immediately. saved could be increased 50% with weapons now at hand. 
i Even if no symptoms occur, it is important to have Medical science is now pushing a total attack against 
ni : periodic health examinations, particularly if you are 35 cancer . . . and progress is being made in both cancer 
ad f years of age or older. Studies show that about 95 percent diagnosis and treatment. Meantime, you have a responsi- 
nt ; of all cancers are found in people over 35. bility to yourself and others to: 
: ; If people would act promptly when a danger signal is 1. Have periodic health examinations 
Ae ] noticed . . . if apparently well people would have their 2. Know cancer’s early danger signals 
d- e doctors examine them regularly . . . the American Cancer 3. Get prompt medical care at once if any danger 
i, Society believes that the annual number of cancer cases signal appears 
nt 
all 
ed : 
dle 4 SS ee eee ree are en tee aU RANCE COMPANY, om This advertisement is one of a continuing series 
ni- : ah : sponsored by Metropolitan in the interest of our 
aS, : tme national health and welfare. It is appearing in 
nd i H H two colors in magazines with a total circulation 
he 4 Metropolitan Life Insurance Company & in excess of 32,000,000 including Time, News- 
ise H (A MUTUAL COMPANY) id week, Saturday Evening Post, Ladies’ Home 
n- E z Journal, Good Housekeeping, Redbook, Reader’s 
; 1 MADISON AvENUE, New York 10, N. Y. Digest, National Geographic, U. S. News. 
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Group Representative 





H. STANLEY DUNHAM 


H. Stanley Dunham has been named 
representative in the Detroit 
office, Bankers Life of Des 
Moines. Mr. Dunham will be associated 
with W. Frank Casey, regional Group 
manager, and Richard B. Burke, Group 
representative. 

A graduate of Kalamazoo College, he 
also attended Wayne University and the 
University of Michigan. Mr. Dunham 
has had direct selling “experience and has 
recently been employed by Retail Credit 
in Detroit. 


Group 
Group 


Doyle to Advise Brokers 
Dealing With John St. Agency 


Four wen age consultants have been 
named by Connecticut General to serve 
independent insurance brokers and their 
clients. They will be technical consult- 
ants for brokers in all phases of indi- 
vidual and Group life, A. & H., medical 
expense and retirement planning. They 


are William J. Doyle in New York, Ray 
W. Brown in New Orleans, Thomas N. 
Brown in Atlanta and Donald C. Foukal 


in Cleveland brokerage agency. 

Mr. Doyle, who will be with the John 
Street, New York City branch, is a 
graduate of Notre Dame and has been 
with the Cleveland brokerage agency. 
Ray W. Brown, a graduate of University 
of Virginia, has been a staff member in 


the Memphis brokerage agency. Tom 
3rown attended William and Mary Col- 
lege and is a graduate of Emory Uni- 


Georgia. Don Foukal is a 


Dartmouth. 


versity in 
graduate of 


New Honor for Dr. Warner 
Dr. Frank A. Warner, vice president 
and medical director, John Hancock, has 


been appointed consulting assistant in 
medicine at Massachusetts Eye and Ear 
Infirmary. He is also an assistant in 
medicine at the Massachusetts General 


Hospital. 

A graduate of the University of Idaho 
and Harvard Medical School, Dr. 
Warner is a member of executive council 
and on committee on professional and 
public relations, Association of Life In- 
surance Medical Directors. He is also 
a member of medical section, American 
Life Convention. He joined the John 
Hancock in 1948. 


Convention Qualifiers 

General American Life has announced 
the names of 104 qualifiers for its 1956 
President’s Club convention which will 
be at Mackinac Island, Mich., in July. 
President’s Club members will enjoy the 
four-day vacation-convention at the 
Grand Hotel at Mackinac, as guests of 
General American. 

Of the 104, there are 76 single and 
28 double qualifiers. Double qualifiers 
are field representatives whose produc- 
tion during the year-long qualification 
period earned for their wives as well 
as themselves the trip as guests of the 
company. 


Connecticut General Agency Awards 


Four field offices of Connecticut Gen- 


eral Life have won Outstanding Agency 
Awards for 1956, Vice President Stuart 


F. Smith announced. The winning agen- 
cies are the branch offices in Hartford, 
Chicago, and Evanston, III, and the Bos- 
ton brokerage agency. More than 60 
Connecticut General field offices through- 
out the country competed for the awards, 
highest the company field 
organization for superior all-around per- 
formance. : 

The Hartford branch office, under the 
direction of Frank O. H. Williams, 
won the award for the eleventh time and 
the fourth consecutive year. In 1956 the 
agency placed in force more than $30 
million of Ordinary life insurance. This 
was a 31% increase over 1955 and brings 
to $i82,210,000 the total life insurance in 
force placed by this agency. 

Accident and health insurance in- 
creased 58% and Group insurance 12% 

The Chicago and Evanston awards are 
significant, Mr. Smith said, since 1956 
was the first year the two agencies under 


gives to its 


has 


their present managers were eligible to 
Comets: 

The Chicago branch office placed in 
force last year more than $13 million of 
Ordinary life insurance, an increase of 
36% over 1955. The agency’s total life 
insurance in force is now $81,679,000. 
Accident and health insurance increased 
by 28% and Group insurance 82%. Burn- 
ham L. Batson is manager of the Chi- 
cago agency. 

The Evanston branch office was opened 
in 1954 and is under the direction of 
Joseph C. Ladd. In 1956 the agency 
wrote more than $6 million of Ordinary 
life insurance. This was a 32% increase 
over 1955, bringing the agency’s total 
life insurance in force to $17,908,000. 
Gains were also made in accident and 


health insurance, which increased 87%, 
and Group insurance, which increased 
323%. 

The Boston brokerage agency was 


opened in 1953. Under Manager James 
R. Greaney, this agency increased by 
39% the amount of ‘Ordinary life insur- 
ance placed in force, bringing the agen- 
cy’s total to $21,078,000. Accident and 
health insurance increased 180% and 
Group insurance 234%. This is the sec- 
ond consecutive year the Boston broker- 
age agency has won the award. 


Ou GOt Hynivesay Yau 
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7 when the horse and buggy was a 


common sight, Equitable Life Insurance Company of 
Iowa opened its first Home Office. At that time, sales 
aids for its agents were also in the “horse-and-buggy” 
stage, and usually consisted merely of a rate book. 


TOD A* 


Pal? Ts 





Equitable Life of Iowa provides a 


wealth of streamlined sales helps, including a kit 
on retirement income. This kit, complete with a 








phonograph training record, contains all the 
materials needed to make a convincing 
retirement income presentation. 


gullible 


LIFE INSURANCE COMPANY OF IOWA 








FOUNDED IN 1867 IN DES MOINES 





N.Y. TE EXAMS 
NEW YORK «- JAMAICA 


132 Nassau St. 148-15 Archer Ave. 


INSURANCE COURSE 


Starts Monday, May 13, for 
Broker's & Agent's Exam. on Sept. 19. 1957 


NOTARY Pus.ic COURSE 


Starts Wednesday, May 15 
‘or Examination on June 18, 1957 


AMERICA'S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 


Write, phone or call for Booklet 


INSTITUTE OF 
PQ HS aon 
132 Nassau Street 
= bey 3 ah = ¥. 
Cortlandt oh 7318 
J 


\ HERBERT J. POHS, Founder-Director 
























Smyth Brothers Get Honors 





Mutual congratulations are exchanged 
by the Smyth brothers on the top hon- 
ors they won at the annual meeting of 


the General Agents Association of Na- 


tional Life of Vermont held recently 
in Hollywood Beach, Fla. General Agent 
Norman Smyth (left) of Denver was 


elected president of the Association, and 
General Agent Harold Smyth of Hart- 
ford, received the President’s Trophy 
for having the best all-around agency 
in the company in 1956. 


V. E. Goodwin Heads New 
Guardian Agency in Spokane 


Guardian Life has announced the 
opening of a new agency in Spokane, 
Washington, and the appointment of V. 
Eugene Goodwin as manager of the 
agency. 

A native of Idaho, Mr. Goodwin was 
educated in the Springdale, Washington 
schools. He entered the insurance field 
as an agent in Spokane with Federal 
Old Line Life in 1947. From 1952 until 
his recent appointment, has was a bro- 
kerage manager for Occidentai Life. 

Mr. Goodwin is a graduate of the Life 
Underwriter Training Council Courses, 
and a member of the Spokane Life Un: 
derwriters Association. 


Pacific Mutual Appoints 


Hodgin in Kansas City 

Harry Hodgin has been named man- 
ager of the Kansas City agency of 
Pacific Mutual Life. The appointment 
was announced at the company’s Los 
Angeles home office recently by Ralph 
J. Walker, vice president in charge of 
agencies. 

Mr. Hodgin, a native of Colorado, has 
been with Pacific Mutual since 1952, first 
as a field representative and more re- 
cently as supervisor in the Los Angeles 
agency of Arthur E. Kraus, CLU, one of 
the company’s foremost field units. 

In addition to the agency managed by 
Mr. Hodgin, Pacific Mutual maintains in 
Kansas City a Group insurance office in 
charge of A. Edward Werner, and a 
claims office in charge of J. Marshall 
Lockwood. 
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12 Liberal Features Make 
SELLING EASIER, MORE PROFITABLE 


See 


3 JOINT and SURVIVOR ANNUITY OPTIONS ADDED 


- Now, by policy provision, the insured can apply 
cash values to provide a guaranteed life income to 
self and wife or any other designee. 


PRESENT PRACTICES HAVE BEEN MADE 
GUARANTEED POLICY PROVISIONS 


od 

. State Mutual options now among most comprehen- 

es sive, liberal and useful in the industry. 

] , 

nt 

“" RIGHT TO CHANGE FROM ONE OPTION TO ANOTHER 

_ Owner may give beneficiary right to change from 

y interest option to any other option in contract other 
than Joint and Survivor Annuity. Right may be 
exercised any time after insured’s death. One of the 
most liberal policy provisions in the industry. 

e 

- BENEFICIARY GIVEN UP TO ONE YEAR 

A TO DETERMINE MANNER OF SETTLEMENT 

on ORIGINAL PCLICYHOLDER MAY USE LIFE INCOME OPTIONS 

ld 

al | Particularly valuable to policyholders who have 

a insured the lives of relatives or business associates. 

fe 

™ SURRENDER VALUES MAY BE PLACED 

UNDER OPTIONS AFTER FIVE YEARS 

This is now a guaranteed contract provision. 

ty A PART OF PROCEEDS MAY BE PLACED 

of UNDER A SETTLEMENT OPTION 

= Now a guaranteed provision, 

ph 

ot 

y For full information on this and other important phases of 

rst ; State Mutual’s dynamic new 1957 Product Development 

ia ; 

es d Program, contact your nearest State Mutual agency office. 


fl 





Those who direct State Mutual agencies operate under’ PAD’ (PlannedAgencyDevel- 
opment) —a new and unique compensation system and agency building program. 














PROCEEDS MAY BE PAID UNDER A COMBINATION OF OPTIONS 
Particularly important when policyholder or claim- 
ant desires a more complex settlement such as life 
income fund and emergency fund. 


BENEFICIARY MAY REPAY INDEBTEDNESS 


...and apply entire proceeds to carry out a desired 
program or original program selected by policy- 
holder. If beneficiary desires life annuity, this pro- 
vision may eliminate necessity of purchasing annuity 
at gross rates. 


OPTION A (INCOME FOR SPECIFIED YEARS) RANGE EXPANDED 


The income under Option A may be from one to 
thirty years rather than five to twenty-five. 


15 YEARS CERTAIN and 
CONTINUOUS LIFE INCOME OPTION ADDED 


This is in addition to the ten and twenty years 
certain periods under prior policy contract. 


OTHER PROVISIONS ADDED such as frequency of install- 
ments, payment of dividends, issuance of supplemen- 
tary contracts, minimum amounts ($2,000) that may 
be placed under a settlement option, and minimum 
periodic payment to one payee ($20.00). 


STATE MUTUAL LIFE 
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NALU Trustee Candidate 


WILLIAM KING 


William King, general agent in St. 
Louis for Fidelity Mutual Life, a past 
president of both the St. Louis Life Un- 
derwriters Association and the Missouri 
Association of Life Underwriters, is be- 
ing sponsored by the life insurance men 
and women of Missouri as their candi- 
date for a place on the board of trustees 
of the National Association of Life 
Underwriters. It is the first time since 
1940 that this state has submitted a 
candidate for trustee of the national 
organization. 

Mr. King has been in the life insur- 
ance business for 35 years, the past 16 as 
a Fidelity Mutual general agent. Each 
vear during that time he has qualified 
for membership in the company’s Lead- 
er’s Club. 

Mr. King has been a speaker at NALU 
conventions and has served on various 
committees. He has also appeared be- 
fore all of the affiliated local associa- 
tions of the state organization. In addi- 
tion he has spoken before various asso- 
ciations in other states. 


Midland National Life 
Elects Three New Officers 


Three former department supervisors 
of Midland National Life’s home office 
in Watertown, S. D., were elected offi- 
cers of the company at a recent meeting 
of the board of directors. According to 
an announcement by Midland President 
H. S. Hagan, the three were William R. 
Stofft, assistant vice president; Paul R. 
Wold, assistant secretary; and Kenneth 
C. Rasmussen, assistant secretary. 

Mr. Stofft will serve Midland National 
as its chief underwriter. He has been 
a member of the home office staff since 
April 28, 1953, when he was appointed 
assistant manager of the underwriting 
department. In February, 1954, he was 
named manager of the Life underwriting 
department. 

Assistant Secretary Wold will co- 
ordinate work between home office de- 


partments. He first became associated 
with Midland in 1952, as an accounting 
~ kj ic ; 

clerk in which capacity he set up the 


cary s agency accounting section. In 
April, 1954, he Was appointed manager 
of the accounting department and since 
June, 1955, has served as supervisor of 
home office services. 

Mr. Rasmussen, in his new capacity 
as assistant secretary, will have charge 
of Midland National’s accident and sick- 
ness department. He first joined the 
home office staff in October, 1953, to 
establish a health insurance department 
for the company and thas succeeded in 
developing policies equal to the best 
available anywhere. 








Stable Interest Rate 
For Balance of Year 


DR. J. J. OLEARY ON OUTLOOK 





Director of Investment Research of 
LIAA Sees Continued High 
Business Activity 





The outlook in the capital markets is 
for stable interest rates at around pres- 
ent levels for the balance of the year 
with continued high business activity and 
no important downturn in the general 
economic picture, in the opinion of Dr. 
James J. O’Leary, director of investment 
research for Life Insurance Assn., who 
discussed the capital markets outlook 
before the National Industrial Confer- 
ence Board at San Francisco, recently. 

“Whatever changes do occur in basic 
long-term interest rates will be gradual 
and of minor amplitude,” said Dr. 
O'Leary. “I think that rates will be 
characterized by stability at around pres- 
ent levels. Conditions do not seem ripe 
for another rise in rates of the order 
of last year, but at the same time I sce 
no prospect of any material easing in 
the capital markets. The backlog of in- 
vestment commitments and the dammed- 
up capital demands, plus continued high 
level business activity, make it difficult 
for me to see how any material easing 
can occur this year. 

Bond Yield Swings 

“T would like to make this qualifica- 
tion, however. We may witness fairly 
substantial swings in the yields on Gov- 
ernment securities, Aaa corporate bonds, 
and similar securities. These swings 
could conceivably take place alongside 


comparative stability in the basic inter- 
est rates on new issues of corporate 
bonds and conventional mortgages—both 
residential and commercial. It is the new 
corporate issues, particularly direct 
placements, and the conventional mort- 
gages where the heart of the capital 
market lies today. These are the bell- 
wethers of the capital market, and it 
is here that I expect interest rates to 
display stability at around present levels. 
Because of the thinness of the Govern- 
ment securities market, it is much more 
prone to sudden changes in market 
psychology. The mere announcement by 
the Treasury of the possibility of a mod- 
est issue of a long-term security, for 
example, is enough to set off quite a 
movement in the yields on long-term 
Governments. As for the yields on out- 
standing corporate bonds, they likewise 
are not a good thermometer of basic 
conditions in the capital markets be- 
cause of the limited market for them. 


“Finally, no guess about the outlook 
for the capital markets would be com- 
plete without discussing the outlook for 
Federal Reserve policy. As a matter of 
fact, I have been implicitly assuming 
that the general economic picture during 
the balance of this year will be such that 
the Federal Reserve authorities will be 
cautious about moving in the direction 
of credit ease. They will undoubtedly 
want clear-cut evidence of a business 
downturn before they make any move 
toward ease. Since I do not expect such 
clear-cut evidence to develop, I believe 
that the Federal Reserve policy will con- 
tinue to be in the direction of credit 
restraint. Just as has been true in re- 
cent months, a major objective of the 
Federal Reserve will be to conduct their 
operations in such a way as to permit 
the interplay of demand and_ supply 
forces in the capital markets. As I have 
indicated, I expect these forces to pro- 
duce comparative stability of interest 
rates during the remainder of this year 
at around present levels.” 
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well-balanced 


A well-balanced company is, we believe, a company 





areas 


It is a company 





. .- whose financial position is strong 
... Whose geographical market embraces a 
balance of metropolitan, town and rural 


. .. whose policy contracts include all funda- 
mental coverages... 


.-- whose contributions to its industry have 
been recognized as outstanding 

... whose growth has been steady and uniform 

... whose size is sufficiently large to assure 
confidence and prestige 

... whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 

... Whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 





bs 3 





€ 








Great-West Life Names 
Two New Supervisors 


Great-West Life has announced the 
appointment of J. H. Bannister as a 
supervisor of its Saskatoon branch and 
L. T. Phillips as a supervisor of the 
North Texas branch, located in Dallas. 

Mr. Bannister has been a representa- 
tive of the Saskatoon branch at Milden, 
Sask. Mr. Phillips was a successful pro- 
ducer in Dallas prior to joining Great- 
West Life in February of this year. 





your Mutual 
i Bene fit 


lifeinsurance 
planning 
needs more 
than a 
vending 
machine! 


Creating sound life insurance 
programs takes time, hard work 
and training—they can’t be 
mass-produced. Mutual Benefit Life 
agents like Allan J. Feldman of 
Bloomsburg, Pa., supply the long 
hours of careful planning; their 
company provides them with the 
specialized knowledge to make that 
planning effective. It’s a combination 
that produces successful agents 

and satisfied clients. 


#99 





The Mutual Benefit Life 
Insurance Company, Newark, N. J. 
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Appointed by Travelers 
As Ass’t Medical Director 





DR. WILLIAM A. CLARKE 


Dr. William A. Clarke has been ap- 
pointed assistant medical director for 
The Travelers Insurance Companies, it 
has been announced by Dr. Ralph M. 
Filson, chief medical director. 

Dr. Clarke has been The Travelers 
district medical consultant in the Chi- 
cago area with headquarters in the Chi- 
cago branch office for the past two 
years. He previously had been in gen- 
eral practice for three and a half years 
at Kalida, Ohio. 

He is an alumnus of the University 
of Notre Dame and was graduated from 
Georgetown University School of Medi- 
cine. His post-graduate internship and 
hospital residency in medicine were 
separated by a two-year period of serv- 
ice in the Medical Corps of the Army 
when he was stationed in the European 
Theater of Operations. 


Conn. Univ. Insurance School 


The 14th annual Life Underwriting 
School of University of Connecticut will 
be held at Storrs, Conn., July 29-August 
2. Theme will be “New Frontiers in 
Estate Planning.” The schoo] will be 
under the joint sponsorship of Connec- 
ticut State Association of Life Under- 
writers and School of Business Ad- 
ministration, University of Connecticut. 
Following are among the speakers: 

Charles B. McCaffrey of Seefurth, McGiveran 
and McCaffrey, Milwaukee. 

Jack D. Garfunkel, CLU, New York. 

Robert J. Lawthers, director of benefits and 
pension business, New England Life. 

Robert C. Barnum, Jr, Greenwich, Conn., 
lawyer. 

Stanley J. Lonsdale, CLU, Connecticut Na- 
tional Bank, Bridgeport. 

Lawrence C. Knecht, Cleveland lawyer. 

Wilbur W. Hartshorn, CLU, superintendent of 
agencies, Metropolitan Life. 


No. American Life Has 
Volume Increase of 47.9% 


North American Life of Chicago an- 
nounced that the company concluded its 
biggest first quarter in new life insur- 
ance sales with an increase in volume 
of 47.9% above the previous record set 
in 1956. 

North American Life is this year com- 
pleting a half century of service, the 
company being founded in 1907. The 
company’s field representatives are in 
the process of qualifying for a special 
golden anniversary jubilee which will be 
held September 4, 5 and 6 at the Edge- 
water Beach Hotel, ‘Chicago. 

President Charles G. Ashbrook ‘has 
stated the company just concluded a spe- 
cial sales drive in honor of Agency Vice 
President Ronald D. Rogers and that 
new individual sales records were broken 
during this contest. 


Great-West First Quarter 
Sales Over $141 Million 


Great-West has reported first-quarter 
life insurance and annuity sales of over 
$141,400,000. The first three months of 
1956 closed with a record $44,800,000 of 
new business reported in March, a gain 
of more than $13 million over the same 
month last year. 

California led all branches for the 
month with new sales totaling $2,480,000, 
while Minneapolis with $2,400,000 placed 
second. Montreal 1 branch’ was third 


with $2,000,000. Chicago, Winnipeg, Van- 
couver and Ottawa branches all reported 
sales of over $1 million in March. 

L. O. Doyle, Jr. of Minneapolis, re- 
ported $1,500,000 in new sales to top all 
agents. This is the largest volume of 
business ever placed by a Great-West 
representative for a single month. Other 
leading agents in March were R. P. 
Beckendorf, California; E. A. Royer, 
Philadelphia; W. Skillings, Victoria; J. 
J. Moore, St. Louis; L. C. Thompson, 
North Dakota; J. J. R. Woods, Ottawa; 
R. R. St. John, Indianapolis; L. Clouatre, 
Montreal Dominion Square. 


J. D. Mulligan Retires 


James D. Mulligan, has retired from 
the Travelers after serving more than 
28 years with the company. 
supérvisor in the sorters division of the 
tabulating department at the home office. 

Mr. Mulligan joined the Travelers in 
1929 in the tabulating department and 
had spent his entire insurance career in 
that department. In 1950, he was named 
supervisor. A native of Lynn, Mass., 
he was graduated from Lyan Massa- 
chusetts High School. 


He was a 








Los Angeles’ Melzar C. Jones has 
been in the insurance business for the 
past 29 years. He joined the Connec- 
ticut Mutual: as brokerage supervisor 
in Los Angeles in 1942, becoming 
assistant general agent in 1945 and a 
general agent in 1946. 





New York’s Halsey D. Josephson has 
been in the life insurance field since 
1930. He has been an agent, supervisor 


and general agent. He came to the 
Connecticut Mutual as general agent 
at New York in 1949. 
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Los Angeles’ Edward B. Bates had 
been in the insurance business for six 
years when he came with the Com- 
pany in 1946. Three years later he 
was appointed general agent at Kansas 
City, Mo., and in 1953 was transferred 
to head one of Connecticut Mutual’s 
two Los Angeles agencies. 


we salute... 


ABLE 
WINNERS! 


The President’s Organization Tro- 
phy is awarded each year to our 
five general agencies that have 
done the finest jobs of sound 
agency building and development. 


President Charles J. Zimmerman 
and the entire Connecticut Mutual 
agency and home office organiza- 
tion take pride this year in con- 
gratulating the 1956 winners: the 
Bates Agency, Los Angeles; the 
Jones Agency, Los Angeles; the 
Fluegelman Agency, New York; 
the Josephson Agency, New York 
and the Rosenfelt Agency, Toledo. 





New York’s David B. Fluegelman has 
been in the life insurance field since 
1931. He came with the Company 
four years ago with an outstanding 
record as an agent and was made 
general agent of one of CM’s oldest 
and largest agencies. 





Toledo’s Floyd A. Rosenfelt has been 
in the life insurance field since 1930. 
He has been an agent, a supervisor and 
a manager. He joined the Connecticut 
Mutual Life in 1944 as general agent 
at Toledo. 


the (Connecticut Mztnal 
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Group Insurance Director 


For Mutual Benefit Life 





ROBERT C. McQUEEN 


Robert C. McQueen was elected to 
the position of director of Group insur- 
a meeting of the board of di- 
rectors of Mutual Benefit Life, it was 
announced by President H. Bruce Palm- 
er. Last October the company announced 
its intention of entering the Group in- 
surance field, At that time, Mr. Palmer 
explained that the decision to enter the 
Group field was made after long and 
which took into 
toward merchandising 
a Group 


ance at 


careful consideration 
account the trend 
all types of life insurance on 
basis 

Prior to his appointment by Mutual 
Bencfit Life, Mr. McQueen was asso- 
ciated with the Union Central Life 
where he had served as assistant actuary 
and from 1955 to 1957 as Group actuary. 
From 1945 to 1949 he was with the Equi- 
table Life Assurance Society, serving as 
assistant mathematician and later as 
mathematician. 

Active in life insurance circles, Mr. 
McQueen is a fellow of the Society of 
Actuaries and a member of the Society’s 
education and examination committee 
from 1950 to 1953. He was a member of 
the Midwest Pension Conference from 
1954 to 1957 and earlier this year was 
invited to join the International Con- 
gress of Actuaries. 

In civic affairs he is a past president 
of the Cincinnati Toastmaster’s Club, 
served on the membership committee of 
the Cincinnati YMCA and was active in 
the local United Appeal campaign. Mr. 
McQueen also has played an active part 
in the Cub Scout program, serving as 
a Cub Pack committee member and as 
a Cubmaster. 

A graduate of Dartmouth College, Mr. 
McQueen was valedictorian of the Class 
of 1943. In 1945 he took graduate study 
at George Washington University. He 
is a former president of the Dartmouth 
Club of Cincinnati and served on _ the 
screening committee for Dartmouth 
schola rehip aj pplic: ants. 

During Norld War II he was with the 
Office of ip seonthoate Services and was 
stationed in England, France and the 
United States. 


GEORGE COOK DIES 

George Cook, associate regional Group 
manager in Toronto for Occidental Life 
of California, died recently of a heart 
attack. Joining Occidental in 1950 as 
regional] Group supervisor, Mr. Cook was 
instrumental in the development of the 
territory’s Group business. He worked 
on the first Occidental Group business 
sold in Ontario. 

He was active in community 
and served as councilor of the 
borough Township. 


affairs 
Scar- 


Guardian Field Force 
Submits Record Volume 


In the annual President’s Month cam- 
paign in March the field force of 
Guardian Life submitted a record volume 
of more than $30,000,000 in life insurance, 
and close to $125,000 in A. & H. pre- 
miums. 

The agencies competed in the cam- 
paign according to percentage of quota 
achieved. In life insurance the William 
R. Huntington Agency, Bloomfield, N. J., 
had more than 600% of quota to lead 
all other agencies. The J. Kenneth 
Poweil Agency, Charlotte, N. C., placed 
second, and the John C. M'lls Agency, 
Tampa, Fla. was th'rd. 

The three leading agencies in percent- 
age of A. & H. quota achieved were: 
the J. I. Kislak Life Agency, Inc, Jersey 
City, N. J.; George A. Hollywood Agen- 
y, Red Bank, N. J.; and the Huntington 
Agency : £7) 

Individual leadcrs for listing on the 
campaign honor roll were: William R. 
Huntington, III, CLU, Bloomfield, in life 
volume; William Apfelbaum, the New 
York Samons-Press Agency, in lives; 
4 aury Kusinitz, CLU, Providence, in 
A. & H. premium volume; and Kenneth 
Aldri ch, CLU, Oklahoma City, in A. & H. 
apps. " : J : 

The five leading agencies in actual 
submitted life volume were: New York 
Spaulder, Warshall and Schnur; New 
York Samons-Press; W. R. Huntington 


Agency, Bloomfield; Holcombe T. Green 
Agency, Atlanta; ‘and John C. Mills 
Agency, Tampa. 

The five leaders in A. & H. submis- 


New York Spaulder, War- 
shail and Schnur; Charles P. Houseman 
Agency, Los Angeles; John E. Fay 
Agency, Hartford; Alan D. Rosenthal 
Agency, Chicago; and Robert Kruh 
Agency, Newark. 


sions were: 


Economic Information Head 


Fabian Bachrach 


KRAMER 


JULES 


Jules Kramer, since 1943 a member of 
the Press Bureau staff of Institute of 
Life Insurance, has been named director 
of economic information of the Institute. 
He will continue to have primary respon- 
sibility for the Institute’ s bulletin of eco- 
nomic interpretation, “Money-Matters,” 
and will assume additional responsibili- 
ties in the field of economics as it relates 
to the public relations work of the 
Institute and its staff. 

Prior to his association with the In- 
stitute, Mr. Kramer worked on newspa- 
pers in New England, New Jersey and 
New York, and was with the J. Walter 
Thompson Co. 











An Juternational 
Life Company 


Serving the holders of 


two million policies 


from coast to coast 


in North America and in 


25 other countries. 


$7 BILLION INSURANCE IN FORCE 


SUN LIFE ASSURANCE COMPANY OF CANADA 


Head Office 





@ Montreal 








SHERWOOD L. ADAMS DIES 

Sherwood L. Adams, 44, actuary in 
the California Department of Insurance, 
died recently at his home in Downey, 
Cal., following a ‘heart attack. Previous 
to joining the California Department, he 
had been associated with New England 
Life and Massachusetts Mutual. He 


served in World War II as a major, 


winning decorations, and at the time of 
his death was a colonel in the Army 
Reserves. 
Mrs. Mildred Adams, and two sons, 
Martin and Douglas. 
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MODEL GROUP 
LIFE PLAN OFFERS UP 
TO £20,000 or °40,000 


of group life insurance 


Can you walk up to your “10- 
Lives”* group prospect and ask, 
“Are you insured for a realistic 
amount of group life insurance?” 
MODEL GROUP Says you can! New, 
modernized life schedules based 
on the National Association of 
Insurance Commissioners Model 
Group Life Insurance Definition, 
provide you with a truly practi- 
cal sales approach to small and 
medium size firms. Get the facts 
today. 


e Standard Group Rates 

e Waiver of Premium in event 
of Total Disability 

e Conversion Privilege 

e No Medical Examinations 

e Group Underwriting 

e 24 Hour AD & D Coverage 
for non-hazardous groups 
may be included up to 50% 
of the life amount—maximum 
$20,000. 


Get all the facts on MODEL 
GROUP today. Contact your 
United States Life General Agent 
or group office for details. 


*in states where permitted 


Another first from the company 
that made “Baby Group” famous! 





84 WILLIAM ST., NEW YORK 38, N. Y. 


He is survived by his widow, 
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PInbE Lily 


MUTUAL LIEBE AT HOT SPRINGS 





Fidelity Mutual’s Investment Picture 


President Roberts Says Average Yield in 1956, Before Federal 
Taxes, Was 4.28%; Stresses Need of 
Fighting Inflation 


With sales sessions marked by enthusiasm over the company’s passing 
the billion dollar mark of insurance in force and growing number of field 
men reaching or passing a production of a million a year, Fidelity Mutual 
Life’s General Agents Association met at The Homestead in Hot Springs, 
Va., last week. Chairman of the meetings were Calvin L. Pontius, senior 
vice president—insurance; Lawrence J. Doolin, vice president—agency; and 
Glenn A. Stearns, second vice president—manager of agencies. 


The convention started with greetings 
from President E. A. Roberts, who dis- 
cussed the nation’s economic outlook, 
the investment operations of the com- 
pany and the outlook for the next 18 
months. He said the investment officers 
were aggressively seeking loans and 
mortgages of better than average return 
“without compromising the high stand- 
ards of quality that our type of business 
demands. The benefits derived from this 
kind of activity do not evidence them- 
selves over night. It is a slow process, 
but I can assure you it is a rewarding 
one.” 

Roberts on Company’s Investments 


Mr. Roberts said the securities depart- 
ment of Fidelity Mutual invested $11.3 
million in 1956 and has made commit- 
ments of $6.1 million for 1957 delivery. 
The average yield on 1956 investments, 
after giving weight to the tax exempt 
feature of municipal bonds, was 4.28% 
before Federal income tax. Currently, 
the company has a backlog of $9 million 
of security investments for 1957 delivery 
at an average yield of just under 5%. 
It has also committed $1.5 million of its 
1958 funds at an average yield of 5%. 
Since 1947 the interest earnings on the 
company’s securities portfolio has risen 
60 basic points. Continuing, Mr. Rob- 
erts said: “This was accomplished al- 
though during this same period almost 
all of our asset growth was being used 
to purchase mortgages.” 

He said that in achieving this an en- 
tirely new approach to its way of doing 
business was used. Publicly offered 
issues were by-passed in favor of the 
better yielding direct placements. Gov- 
ernments were reduced to a point where 
they now constitute less than 7% of 
Fidelity’s assets and the Triple A utili- 
ties which made attractive reading in 
the annual report, but afforded less than 
enough yield, were sold as the oppor- 
tunities were presented. 


Not a Bond in Default 


Continuing, President Roberts said: 
“Over the next few years we may antici- 
pate that the composition of our securi- 
ties portfolio would continue to change, 
as we are now concentrating primarily 
in the industrial and municipal fields. It 
is pleasant to report to you that we have 
not one single bond in default. 

“In the ten years since December 31, 
1947, our mortgage account has had a 
dramatic rise. At the end of 1947 we 
had slightly over $27 million invested 
in mortgages. Ten years later the ac- 
count exceeded $115 million. To accom- 
plish this has required the development 
of an extensive group of correspondents 
located in most of the maior cities of 
our country. It is our intention this year 
to concentrate primarily in the securities 
field, for the higher yields, but when our 
allocations for mortgages again become 
sizeable, we will give every considera- 
tion to opening relations in more cities. 

“We went into 1957 with a backlog of 





E. A. ROBERTS 


mortgage commitments totaling about 
$6.3 million. Most of these were taken 
up during the first quarter. Our present 
backlog has now dwindled to about $2.5 
million and the probability is that this 
backlog will not increase unless yields 
of somewhere close to 5% can be ob- 
tained. Also we have several possible 
deals in the purchase lease back field of 
real estate, the yields of which exceed 
5%. 

“The present market in mortgages is 
far from orderly. The FHA mortgages 
which now carry a 5% rate are selling at 
discounts from 2 to 4 points depending 
on their locale. Our price has generally 
been 97. VA mortgages still carry an 
unrealistic rate of 444%, and as a con- 
sequence this market has_ practically 
dried up. These loans, such as they are, 
carry discounts of from 7 to 10 points. 
Recently, the House of Representatives 
voted down an increase in the interest 
rate of these VA loans to 5%. There is 
considerable feeling now that the only 
practical solution is to combine the VA 
program with the FHA. 

“One last point about our investment 
operations. A perfunctory examination 
of the composition of our investment 
portfolio for the past ten years might 
indicate that while yield has been in- 
creased, liquidity has been decreased. 
Such is not the case with mortgages and 
term Joans amortizable over their life. 
We have a constant roll over of princi- 
pal. Last year, for example, re-payments 
on mortgages amounted to 10% of the 
entire mortgage portfolio, This has its 
obvious advantages, but it sometimes re- 
quires us to run very fast just to stay 
even. We continue to operate with as 
little cash as possible and this, too, will 
have its long term advantages.” 


Comments on Inflation 


In commenting on the nation’s economy 
Mr. Roberts said that 1956 was the 
greatest year in the peace-time history 


Pontius Discusses Price Situation 


Discusses Fidelity Mutual Contracts; More Than 85% of 1956 
Apps Were on Ages Under 40 


In his talk before Fidelity Mutual gen- 
eral agents association Calvin L. Pontius, 
senior vice president-insurance, said that 
paid business of the company had 


grown from $27,081,000 in 1936 to $123,- 
418,000 in 1956. Insurance in force 20 
years ago was .$358,463,000 and was 
$1,005,000,000 last year. Assets went from 
$112,438,000 to $321,871,000. In 1956 pro- 
duction had an increase of 18.5% over 

955. 

Mr. Pontius called attention to the 
company’s low mortality rate in 1956. Its 
actual to expected mortality was 35.8%. 
“I doubt if any company can get much 
lower than that,” he said 

Commenting on the production angle 
he said: “We seek to improve constantly 
the materials with which we work: our 
policy contract and its provisions, our 
underwriting ranges and acceptances; 
our sales aids and sales promotion mate- 
rial; our educational facilities for agents 
and general agents. Sometimes these 
improvements come in clusters such as 
those we presented at beginning of 1956. 
This year we are continuing to move 
forward. 


Additional Reducing Term Policy 


“For one thing, we have a new policy 
which fits into our combination cover- 
age of basic and Term. This policy will 
provide one unit of basic with four units 
of decreasing Term starting at $1,000 per 
unit. This bears the same relationship 
to Family Income as that between addi- 
tional Term and Family Maintenance. 





of the country. Gross national product 
rose to an all time peak. Wages, em- 
ployment, personal consumption expendi- 
tures and private investments were all 
higher than in the previous year. And 
all this in spite of the severe steel 
strike, lower auto sales, reduced rate of 
residential construction and confusion 
“which approached panic” in the textile 
and appliance fields. Among factors re- 
sponsible for the great prosperity of the 
country are the tremendous diversity of 
its industry and the _ technological 
changes which are revolutionizing both 
products and methods of doing business. 

From the life insurance industry’s 
standpoint two factors in 1956 economy 
stand out above all others. They are 
“tight money” and inflation. Mr. Rob- 
erts ‘called inflation an enemy of the 
business of life insurance. He called 
attention to the current advertising cam- 
paign of Institute of Life Insurance as 
a splendid examp!e of realistic attack on 
inflation. 


People More Inter2sted in Saving Money 


As to the inflation bugaboo for the 
next nine months, Mr. Roberts said: 
“We may not knock it out; we may 
stagger it with a few sharp punches, 
but we had better not turn our backs. 

“The productive capacity of the coun- 
try has risen tremendously. If the pro- 
ductivity of the worker rises at a some- 
what faster rate than in 1956, and con- 
tinues to do so, even future wage in- 
creases which have been contracted for 
would not be inflationary. Another 
‘punch’ is that competition among big 
corporations and other business concerns 
is becoming keener, with the result that 
per unit costs should go down. Then, 
another angle is that some encouraging 
indications are apparent that people are 
interested in saving money. In 1956, 
more than 20% of the disposable income 
was put into savings—some of which 
were involuntary such as pension funds 
and insurance—and a lesser amount in 
voluntary savings, such as the stock 
market and savings accounts.” 


It gives the field force a better building 
block for programming purposes and 
provides for greater simplicity and ease 
of conversion. It also makes a good 
package sale. 





CALVIN L. PONTIUS 


“The price is low, and the name is 
‘Additional Reducing Term.’ 


The Price Situation 


“Speaking of price, we are hearing 
more and more about the graduation of 
premiums by amount of insurance. Fi- 
delity did not seek any great amount of 
publicity when we moved into that posi- 
tion in 1954, but it is a fact that we 
gave recognition at that time to the fol- 
lowing phenomenon: Policies under 
$5,000 had become subnormal in size, a 
sife of $5,000 or more had become the 
norma] unit, and some place above a 
company’s average there was a level 
which would justify a further savings 
to the policyholder. To this we gave 
effect in our three steps of under $5,000, 
$5,000 and over, and $15,000 and over. 
The higher level could hardly be lower 
than $15,000 since our company’s aver- 
age policy is nearing $10,000, nor did we 
feel it would be properly applicable to 
our prospects at a minimum of more 
than $15,000. We think we did just the 
right thing; it was not the course of 
expediency but rather we felt it had sci- 
entific basis for its being. 

“We have continued to be progressive 
in our pase “caer both medical and 
non-medical, and in our requirements in 
aviation and among military personnel. 
In 1956 mote than 85% of our applicants 
were under 40 years of age which makes 
for good quality.” 

Mr. Pontius also drew attention to 
what he called an interesting develop- 
ment this year in the publication of one 
of the most important life insurance 
text books yet written. This is “Life 
Insurance Settlement Options,” by Harry 
Redeker, the company’s general counsel, 
and Charles K. Reid, II, senior con- 
sultant of Life Insurance Agency Man- 
agement Association. 


Fidelity Mut. CLU Elect 
Al Neveux President 


Fidelity Mutual Life’s CLU chapter 
elected as its president, Albert Neveux, 
its general agent in Richmond. Va., at 
company’s field convention in Virginia’s 
Hot Springs last week. 

Vice president is Robert Beddingfield, 
general agent, Kansas City, Mo. Secre- 
tary and treasurer is Elsie Ullrich of 
the home office agency staff. 
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Redeker On Split Dollar Plan 


Hollenberg Discusses Keyman and Compensation; Wise on 
Buy and Sell Agreements 


The split dollar insurance plan was the 
subject of one of the panels at field 
convention of Fidelity Mutual Life at 
Virginia Hot Springs last week. Harry 
S. Redeker, general counsel of the com- 
pany, described the plan and two field 
representatives, Arthur L. Sullivan, gen- 
eral agent, New York City, and Gustave 
Jay of Newark, told how they sold sub- 
stantial amounts of life insurance on this 
plan. 

In telling how this plan works, Mr. 
Redeker said the employer is named as 
the owner. The employe’s rights are 
covered in a side agreement and not in 
the policy. The employer agrees each 
year to pay an amount of premium equal 
to increase in cash value. The employe 
agrees to pay the balance, if any. Either 
party can terminate at any time. The 
employe, within 30 days, may pay the 
employer his advances without interest 
and take over the policy. Dividends are 
used to reduce premiums. 

A mode of settlement designation is 
prepared to provide that the death bene- 
fits shall be: 1) An amount equal to the 
employer’s advance, without interest, to 
be paid to the employer; 2) The balance 
is to be paid to beneficiaries designated 
by employe. 


The advantages, Mr. Redeker said, are 
very low cost protection for the em- 
ploye’s family; also, it is terminable at 
will. Profit to employer can be taxed 


as capital gain if employe takes over 
the policy. Employe protects insurability 
and pays no more than if he had taken 
out his own policy. He may even pay 


less. It costs employer nothing but loss 


of interest on fully secured premium 
deposit. Employer may use cash _ value 
for business needs. And the plan is 
simple, 

Commenting on disadvantages, Mr. 


Redeker said few or no lifetime benefits 
are given employe; insurance protection 
constantly decreases : employer’s invest- 
ment brings no money returns. 


Hollenberg on Deferred Compensation 


Another panel had as its title, “Key 


Man Ins surance and Deferred Compen- 
sation.” The principles were summarized 
by Richard H. Hollenberg, associate 


general counsel. The actual use of these 
principles was demonstrated by Harold 
L. Steinkamp, Memphis, and Horace S. 
Smith, Tampa. 

Mr. Hollenberg said that the strongest 
sales argument for key man insurance 
is its flexibility. While the primary pur- 
pose is to reimburse the employer for 


the loss of a key man, it can be used 
for many purposes since it has not been 
earmarked in any way. It constitutes 


a general asset for the employer. During 
the key man’s lifetime the cash values 
ar@ legitimate additions to surplus. Upon 
the death of the key man the corpora- 
tion is entitled to the death benefit. It 
may retain such benefit for general pur- 


poses, or it may pay all or a part to 
the key man’s family. 

To the extent that payment is made 
to the family, the employer will be en- 


titled to a Federal income tax deduction 
as a business expense, whether such 
payment is in installments or in a lump 
sum. The first $5,000 paid to the key 
man’s family is tax free. 

The speaker described an ideal plan 
as one where the employer takes out 
a policy for more than $5,000 and pro- 
vides for payment of $5,000 of the death 
benefit to the family and retains the bal- 
ance as key man insurance for general 
corporate purposes. This arrangement is 
particularly attractive in that the em- 
ployer need make no commitment or de- 
cision until death actually occurs. Mean- 
while, the cash values are assets which 


strengthen the employer’s credit stand- 
ing. 

The deferred compensation plan is one 
whereby an employer agrees in writing 
to defer payment of compensation to an 
employe to a later date, such as follow- 
ing retirement. The employ er may be a 
corporation, a partnership or an indi- 
vidual, but it usually appeals most in 
corporation cases. 

Deferred compensation may be pro- 
vided under pension and profit sharing 
plans, stock options and through other 
means. Under one popular plan, an 
employer énters into an agreement to 
pay a key executive, for example, $5,000 
per year for ten years or for life, com- 
mencing at age 65, if he remains in the 
employ of the same employer until age 
65. The payment is usually conditioned 
on 1) the employe’s being available for 
consultation after retirement, and 2) his 
agreeing not to work for a competitor. 

In answering the question, “How can 
the employer be sure of ability to pay 
the retirement benefit?” Mr. Hollenberg 
said: “By the purchase of a life insur- 
ance policy owned by the employer that 
will mature as an endowment at age 65, 
or by the purchase of life insurance that 
will have substantial cash values at the 
retirement date.” 


Partnership and Corporation 
“Buy-and-Sell” Agreements 


On the panel 3uy-and-Sell Agree- 
ments for Partnerships and Corpora- 
tions,” Paul L. Wise, assistant counsel, 
highlighted the subject. Lawrence J. 


Tierney, Reading, Pa., and Lawrence L. 
Howard, Boston, told of sales opportuni- 
ties. 

Mr. Wise said buy-and-sell agree- 


ments provide an orderly method by 
which an estate sells and the surviving 
business associates buy a _ decedent’s 
business interest. The decedent’s family, 


Sell Doctors And Dentists 


Best Prospects of R. T. Metheny and Donald C. McCune, 
Pittsburgh Million Dollar Writers 


On the panel, “Markets and Methods,” 
Richard T. Metheny, Pittsburgh, who 
paid last year for $1,575,000, said his 
market is physicians. They are potentials 
for large amount of business; have in- 
telligence to take action when a proper 
solution is presented to a problem they 
recognize as their own; their need for 
services of agents is perhaps greater 
than any other group as they have no 
Social Security, Group life, paid vacations 
or pensions. They have high taxes which 
increase instead of decrease with their 
success; they have no time to devote to 
anything other than the heavy demands 
of their profession, But they must have 
confidence that the man seeking to sell 
them insurance is capable of represent- 
ing them in estate planning matters. 

“One of the most important things to 
remember when working with M.D.’s is 
that they may not buy for two, three 


or four years from the time the agent 
first interviews them. Therefore the 





through his estate, receives the dollar 
value of his business interest. 

Under the “cross-purchase” plan the 
business associates, as individuals, agree 
to buy the interest of the decedent, the 
life insurance to fund the purchase; the 
partners or shareholders other than the 
insured are the applicants, owners, pay- 
ers of premiums and beneficiaries. 

Under the entity plan, the partnership 
or corporation agrees to purchase a 
decedent’s business interest. The life 
insurance: the partnership or corpora- 
tion is the applicant, owner, payer of 
premiums and beneficiary, Premiums are 
not deductible for income tax purposes. 
The proceeds are received tax free. 





ANOTHER RECORD 


Provident’s individual leader for 1956 in Ordinary 
sales established a new company record of $5,052,566. 
This fine volume surpassed the previous individual 


record of $4,300,000 set in 1955 by another Provident 


fieldman. 


These figures form graphic examples of what can be 
accomplished with the effective combination of personal 


initiative and company sales material. 
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agent should never lose contact with 
them,” he said. 


Incomes of Medical Men 


Mr. Metheny generally makes appoint- 
ments with new prospects at night as 
he insists that the wife be present. In 
discussing incomes of medical men the 
speaker said: 

“A doctor is different than most any- 
one else. Most men exchange a day’s 
work for a handful of dollars. It is 
different with a physician, He must pay 
in advance for his entire life’s income. 
He pays with years of expensive school- 
ing; a long period of apprenticeship; 
much midnight oil burning. He gets his 
income in installments over his entire 
lifetime. In order to collect it he has to 
live.’ 

Mr. Metheny tells him: “Since you've 

paid in advance for a lifetime of income 
aad you don’t know whether you will 
live to collect it, why not guarantee that 
your family can receive the income to 
which you are entitled? This can be 
done by a plan which is self-completing, 
requires no supervision, automatically 
builds a reserve. I have such a plan.” 


Don McCune Sells Dentists 


Donald C. McCune, Pittsburgh agency, 
paid for more than’ $2,000,000 in 1956. 
He insures dentists, emphasizing the 
estate plan. By November, 1952, he had 
been selling professionals about a year 
and a half, had written 60 dentists for 
$1,300,000. Up to last week ‘he had in- 

(Continued on Page 24) 


Erwin Discusses Economics 

Ralph W. Erwin, Jr., one of the promi- 
nent speakers last week at Fidelity Mu- 
tual Life convention in Hot Springs, 
Va., and whose subject was the economic 
situation, is a graduate of Penn State 
University, served three years in the 
Army and then for three years was in 
the investment business in Philadelphia. 
Eight years ago he joined Fidelity Mu- 
tual, and was assistant financial secre- 
tary until his elevation to second vice 
president. 


Elect Pierce President 

William Pierce, CLU, general agent, 
Fidelity Mutual Life, in Philadel phia, 
was elected president of the company’s 
General Agents Association at its meeting 
in Hot Springs, Va. last week. Mr. 
Pierce is a well known figure in Phila- 
delphia life insurance circles, for years 
has been a large personal writer of in- 
surance and his late father was a general 
agent. 


MANY NEW GENERAL AGENTS 


Fidelity Mutual Appointments in Vari- 
ous Parts of the Country in 
Past 12 Months 
The Fidelity Mutual Life has made a 
number of appointments of new general 
agents during the past 12 months. All 
of them were at the company’s field 
convention in Hot Springs, Virginia last 
week. Several are million dollar writers. 
The new general agents and their cities 

follow: 

Robert Beddington, Kansas City, Mo.; 
William Crouse, Jr., East Orange, N. J.; 
William Horner, Portland, Maine; Law- 
rence Tierney, Reading, Pa.; Hans Gun- 
ther, 500 Fifth Ave., N. Y. C.; Lou Mor- 
rell, Cleveland; Lee Myers, Indianapolis; 
James McCune, Birmingham,  Ala.; 
James Metcalf, Roanoke, Va.; Jasper 
Wood, Nashville, and R. T. Trumborn, 
Dayton, Ohio. 
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Mount Vernon Life’s 
Miami Beach Meeting 


85 GUESTS, QUALIFIERS ATTEND 





New Policies Introduced; President Hut- 
ner Business Sessions Chairman; 
Speakers and Award Winners 





Mount Vernon Life of New York held 
its “Shangri-La” convention at Miami 
Beach, Fla, March 24-27. Eighty-five 
guests and qualifiers attended. 

Richard W. Ellsworth, superintendent 
of agencies, announced that 1956 was an 
outstanding year for the company and 
pointed out the highlights. Total life 
insurance in force reached $629,205,969, 
an increase of 31.3%. Ordinary life paid 
for increased 9.3%; total premiums re- 
ceived increased 28.4%; payment to pol- 
icyholders increased 33.3%; capital and 
surplus increased 48.3% and admitted 
assets increased 30.1%. 


New Polici Introduced 


Two new policies were introduced dur- 
ing the business meetings. The new plans 
are the endowment at age 90 and the 
“20-20” plan. The endowment at age 90 
is a preferred risk plan with first year 
cash values equal to the full reserve. In 
conjunction with this plan, an increasing 
20-year term rider may also be added. 
The “20-20” plan guarantees payment at 
the end of the 20-year period an amount 
equal to premiums paid by the insured 
on an annual basis. Several other options 
are also available. 

Herbert L. Hutner, president, was 
chairman of the business sessions. Speak- 
ers during the meetings were Edward 
Fitzsimmons, executive vice president, 
“Our Business”; Sherman J. Edelman, 
vice president, A. & H., “Plans for the 
Coming Year in the A. & H. Depart- 
ment”; A. Maxwell Kunis, consulting 
actuary, “Mount Vernon’s Super Spe- 
cial’; Patrick H. Bourgeois, general 
agent, “My Successful Method in Selling 
the Super Special”; Robert S. Greenfield, 
general manager, Aldor Agency, “Taxes 
and Their Relation to Insurance”; Dr. 
Elias R. Stoller, medical director, “Insur- 
ing the Cardiac Patient”; Leonard 
Greenberg, general agent, “More Sales 
Through Combination Selling’; Harold 
Goldberg, associate general agent, “Psy- 
chology in Selling?” Matthew Jaffe, 
general agent, “Sales Aids, Agency and 
Agents”; Allen M. Dorfman, general 
agent, “Group Insurance”; Lewis E. 
Weingarten, general agent, “Anti-Biotics 
of the Life Insurance Profession.” Guest 
speakers at the company’s banquet were 
Florida Deputy Insurance Commissioner 
Richard L. Starr and Alfred J. Mc- 
Cosker, former president of the Mutual 
Broadcasting Corp. 

President’s trophies were presented to 
agencies receiving the largest amount of 
commissions paid for Group, life and 
accident and health. For Group commis- 
sions, Union Insurance Agency of II- 
linois, Chicago; for life commissions, 
Matt Jaffe Associates, Ltd., New York 
City; for accident and health commis- 
sions, Inter County Suburban Agency, 
Valley Stream, Long Island. Trophies 
were presented to the following agencies 
for exceeding their 1956 life production 
quota: Matt Jaffe Associates, Ltd., the 
Weingarten Agency, William Krauss 
Associates, Ltd., and Inter County Sub- 
urban Agency. The Agency Builder 
Award was awarded to Daniel Jaffe of 
the Matt Jaffe Associates, Ltd., for hav- 
ing the largest production unit during 
1956. 





New LIAMA Members 


United Fidelity Life, Dallas, has joined 
the Life Insurance Agency Management 
Association, Two new associate members 
have also joined: Sumitomo Mutual Life 
of Osaka, Japan, and Yasuda Mutual in 
Tokyo, Japan. 

S. membership has reached 202; 
Canadian membership, 37; and 48 asso- 
ciate members in other countries, for a 


total of 287. 


Winner of Nassau Trip in 


All American’s Campaign 


W.B. Martin and Mrs. Martin at Nassau. 


William B. Martin, zone manager for 
All American Life & Casualty in the 
Springfield, Ill, area, won the “grand 
prize” trip to tropical Nassau and a 
week’s stay with Mrs. Martin at the 
Fort Montagu Beach Hotel there in the 
company’s recent sales booster campaign. 

As top winner in this campaign Mr. 
Martin was given his choice of an all- 
expense trip to Cuba, Nassau, Mexico or 
3ermuda. Other prize winners enjoyed 
a flight to New York City for a week- 
end stay at the Waldorf-Astoria Hotel. 


PUBLIC RELATIONS SEMINAR 


H. J. Johnson and W. P. Worthington 
Among Speakers of LAA Project at 
Princeton Inn, April 28-May 1 


Holgar J. Johnson, president, Institute 
of Life Insurance, will deliver the open- 


ing talk at the public relations seminar 
to be held at the Princeton Inn April 28- 
May 1, it was announced by Don Lynch 
of Mutual Benefit Life, director of the 
seminar. The three- day seminar is a 
project of the education committee of 
the Life Advertisers Association. 

Other outstanding speakers who will 
take part in the seminar are Howard 
Stephenson, dean, School of Public Re- 
lations and Communications, Boston Uni- 
versity, and a nationally known figure in 
the public relations field; William P. 
Worthington, president, Home Life. 


SIDNEY B. REYNOLDS DIES 

Sidney B. Reynolds, prominent figure 
on the Canadian life insurance scene for 
44 years, died recently at Toronto. He 
had ben a general agent for Occidental 
Life of California since 1947. 

Born in Norwich, England, Mr, Rey- 
nolds attended the Church of England 
School and Webster University, hold- 
ing Bachelor of Arts and Doctor of 
Philosophy degrees from the latter 
school. He was a Fellow of the Philo- 
sophical Society of England. 
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L. H. Alkire’s New Post 


Appointment of Leonard H. Alkire 
as manager of the Beverly-Wilshire dis- 
trict agency for The Prudential was 
announced by Carl White, executive di- 
rector of agencies in the western home 
office. Formerly a director of agencies, 
Mr. Alkire resigned his western home 
office position to return to field opera- 
tions in the Los Angeles district. 

He joined Prudential in 1923 as agent 
in the company’s Denver, Colo. office, 
transferred to Pasadena, Calif., three 


years later. In 1932 he was advanced 
to assistant superintendent at Pasadena, 
where he served until assuming full 
managership of the Oakland, Calif., dis- 
trict agency in 1937. He was appointed 
director of agencies in 1954. 

During a four-year span from 1929- 
1932, Mr. Alkire led all agents in the 
entire company in Industrial production. 
Oakland district agencies under his man- 
agership led the company in insurance 
production during 1942 and won a Pru- 
dential presidential citation for all-around 
accomplishment in 1949. 
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Equitable Society Makes 


Reduction in Premiums 


Equitable Life Assurance Society has 
announced a reduction in premium rates 
for new adjustable whole life policies 
written on female lives. 

Adjustable whole life policies, which 
comprise one of Equitable’s major in- 
surance plans, are issued in amounts of 
$10,000 and more. Premium reductions 
on the policies will apply to female 
standard risks and will range, for ex- 
ample, from about 3% at age 25 to about 
7% at age 55. The company also an- 
nounced a slight reduction in the pre- 
mium for the disability waiver of pre- 
mium benefit to reflect the lower pre- 
mium waived in the event of disability. 

Cash and other nonforfeiture values 
of the policy are not being lowered. The 
reduced rates are effective April 1 on 
new policies. 


Bankers National Names 
Gomberg in Maryland 


Abraham Gomberg has been appointed 
general agent for Bankers National Life 
of Montclair, N. J. Mr. Gomberg’s office 
will be located in Silver Spring, Md. 

Previous to his appointment he was 
associated with United Life and Acci- 
dent of Concord, N. H. In 1956 he was 
the third leading producer, nationwide, 
for the company and was elected secre- 
tary of the White Mountain Club. This 
club is composed of the top salesmen of 
the company. 

He has completed Parts I and II of the 
Life Underwriters Training Course and 
is a graduate of the Life Insurance Mar- 
keting Institute at Purdue University. 
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Asst. Medical Director 
Phoenix Mutual Life 





NORMAN R. RUUD, M.D. 


Norman R. Ruud, M.D., of New York 
City, has joined the home office medical 
department staff as assistant medical di- 
rector of Phoenix Mutual Life of Hart- 
ford, it was announced this week by 
Dr. Robert A. Goodell, medical director. 

\ native of Birkenhead, England, Dr. 
Ruud attended Columbia University and 
is a graduate of Yale University School 
of Medicine. Following interneships at 
Seton Hospital and St. Luke’s Hospital, 
he has been engaged in the private prac- 
tice of internal medicine in New York 
City for the past 16 years. 

Dr. Ruud is a diplomate of the Na- 
tional Board of Medical Examiners and 
of the American Board of Internal 
Medicine. He has been assistant attend- 
ing physician at St. Luke’s Hospital and 
St. Luke’s Cardiac Clinic, as well as 
chief medical examiner in New York 
City for the Provident Mutual 
Insurance Company since 1941. He has 
recently resigned as Medical Director of 
the Bankers Security Life Insurance So- 


’ 


ciety in New York City to assume his 
new post at Phoenix Mutual. 

Dr. Ruud is a member of the New 
York County Medical Society, Ameri- 


can Medical Association and New York 
Heart Association. He holds member- 
ship in the Columbia University Men’s 
Faculty Club and in the Quogue Field 
Club and Quogue Beach Club. 


Manhattan Life Appoints 
W. G. Mesenbrink in Dallas 


Appointment of W. Gregg Mesen- 
brink as general agent of Manhattan 
Life in Dallas has been announced. 
Widely experienced in the life insurance 
business, Mr. Mesenbrink entered the 
field in 1949, joining Phoenix Mutual 
Life. He remained with that company 
serving as a home office supervisor and 
field manager until his appointment as 
a Manhattan Life general agent. As a 
supervisor he held assignments in Minne 
apolis, Chicago, New York and Portland, 
Ore. 

Holder of a B.A. degree from Nebraska 
University, Mr. Mesenbrink later stud- 
ied law there. A veteran of four years 
service in the Navy during World War 
II, he served in the American and Asi- 
atic-Pacific theaters and holds three 
campaign stars 

Mr. Mesenbrink is an active member 
of the Kiwanis, Elks and Mason Clubs. 


Mut. Ben. Nat’! Associates 


Annual meeting of Mutual Benefit 
Life’s National Assaciates was held 
March 25 through 27 at the Arizon 


Biltmore Hotel in Phoenix, Ariz. The 
National Associates is the organization 
of Mutual Benefit Life’s top 25 repre- 
sentatives plus general agents who qual- 
ify on the basis of personal production 

The meeting was also attended by 
officers from the company’s home office 
in Newark, New Jersey 


INTER-AMERICAN CONFERENCE 


Sales Clinics To Be Featured at First 
Inter-American Meeting in San 
Juan, May 13-16 
Eight different sales clinics will be a 
the workshop of the first 
Conference of life un- 
May 13-16 in San Juan, 
Puerto Luis Batlle, well known 
life insurance supervisor in Puerto Rico, 
is in charge of this particular activity. 
Life insurance from North and 
South America as well as the Caribbean, 
have indicated their plans to attend this 
pioneer event. Lister Mair, president of 
the Life Underwriters of Jamaica, is 
heading a delegation from his country 
to the conference. From Cuba, Joaquin 
Volladas Bird, Life Managers Associ- 
ation president, and Enrique Argomaniz, 
Life Agents Guild president, will attend 

with delegations from Cuba. 


feature of 
Inter-American 
derwriters, 
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men 


Safety Achievement Award 
To Occidental Life of Cal. 


For the third straight year, Occi- 
dental Life of California has _ received 
a safety achievement award. Occidental’s 
home office safety record earned a first 
place award among insurance companies 
with more than 200 employes in the 
safety contest sponsored by the Greater 
Los Angeles Chapter of the National 
Safety Council. Occidental also received 
a first place award in 1955 and a second 
place award the previous year. 

Walter F. Bischof, assistant personnel 
manager, accepted the first place plaque 
at the eighth annual Business and Indus- 
try Safety Award dinner held in Los 
Angeles recently. 


Sell Doctors and Dentists 


(Continued from Page 22) 


sured 173 dentists for $5,500,000 in all. 
His total production last year with Fi- 
delity Mutual was $2,001,000. Of this 
amount dentists alone accounted for $1,- 
645,000 on 66 lives. 

He is located near University of Pitts- 
burgh Dental School which graduates 95 
dentists a year. After obtaining the list 
of senior students he generally inter- 
views the class president first in order 
to demonstrate the type of work he does. 
His present schedule calls for interview- 
ing about 25 new dentists each year. 

The initial sales interview is always 
with the dentist and ‘his wife. “In many 
cases the professional man’s wife is the 
guiding factor in financial decisions and 
since she is the prime beneficiary to 
all this estate planning,” he said, “I 
believe she should know first-hand from 
me how to plan to arrange their estate.” 


H. G. Endler on Cost of Death 


Herman G. Endler, Los Angeles, 
makes a weekly average of 44 calls, 15 
interviews, eight presentations and about 
13 referrals. He started in 1950, paying 
for more than 100 lives his first calendar 
year. In 1956 he insured 127 lives and 
paid for $1,310,000. 

Mr. Endler has not hesitated to tell 
prospects how much it costs to die. He 
went to a mortuary to find out. It was 
a grim proceeding, but ‘he got the actual 
cost of all the items—the price of cask- 
ets, of the hearse, the motor cars used 
in a funeral, the flowers, the telegrams 
and not neglecting the minister’s fee— 
the inheritance tax and numerous other 
figures. 

“IT got more conviction out of this 
death fund in half an ‘hour’s visit with a 
mortician than if I had spent two more 
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Large Writers, Says Doolin 


Are Consistent Producers 
Lawrence J. Doolin, vice president- 
agency, Fidelity Mutual Life, in a talk 
before Fidelity Mutual convention jn 
Hot Springs, Va., last week predicted 
that the future of the life insurance 
business will “out-distance our most fan- 
tastic estimates.” Most insurance men 
will underrate in their prophecies of 
future production. Consistent producers 
are large producers, he said. Continu- 
ing, he said that the convention program 
featured the company leaders. 

In the company’s Monthly Lives Club 
the average of these agents in 1956 was 
86 lives with more than $700,000 of paid 
business. In the group called Fidelity 
Regulars each member who had quali- 
fied for this group more than a decade 
averaged $759,000 in 1956. Those who 
have been Regulars five to ten years 
averaged $670,000. The CLU winners 
and the Million Dollar Round Table 
members were spotlighted at one morn- 
ing’s session. 





years in the field,” ‘he said. Mr. Endler 
thinks it is an agent’s duty to disturb 
a prospect, to penetrate his wall of com- 
placency. 


W. D. Jordan Resells Clients 


W. Donald Jordan, Jr., Pierce agency, 
Philadelphia, has had success in resell- 
ing clients. In 1956 he resold 36 clients 
for 40% of the business he did that year. 
Recently completing three years in the 
business his 1956 production was $l,- 
110,000. 

Some facts which he checks and re- 
views in fact-finding portion of inter- 
views are these: 

Are there wills for both husband and 
wife? 

Are beneficiaries and mode of settle- 
ment properly set up in accordance with 
his wishes? 

Is there a trustee under the mode of 
settlement for minor children ? 

How is property owned ? 

Are birth certificates registered with 
the life insurance estate involved ? 


Citizens Life of New York 
Now in Full Operation 


_Citizens Life of New York, licensed on 

February 27, 1957, is now in full opera- 
tion, prepared to write all forms of life 
insurance including annuities and acci- 
dent and health, on both a participating 
and non-participating basis. The com- 
pany is now considering applications for 
general agencies. 

Citizens Life was chartered upon the 
conversion of Arex Indemnity Co., which 
was organized in 1935, and is 98% owned 
by Citizens Casualty of New York, whose 
officials, according to Jack Hyman, presi- 
dent, will also serve in the life com- 
pany’s management. 

Home offices of Citizens Life are at 
33 Maiden Lane, New York, the five- 
story building remodeled and redecorated 
for sole occupancy by Citizens interests 
at the beginning of 1956. At that time 
it was stated that the company’s move 
to the new building would not only bring 
its severally located offices under one 
roof, but would additionally provide 
generous modernized space for expansion. 

Development of Citizens Life, says Mr. 
Hyman, is another forward step in serv- 
ing the insurance community. 


Dan Forman Anniversary 

Daniel Forman, who has completed 
20 years with Manhattan Life as Albany, 
N. Y. general agent, was guest of honor 
at an agency dinner held at the Wel- 
ferts Roost Country Club which was 
attended by President Thomas E. Love- 
joy of Manhattan, members of the 
agency and others. At the dinner it 
was announced that Albert W. Forman, 
son of the general agent, has been pro- 
moted to assistant general agent. 
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Asst. Superintendent 
For Ohio State Life 


FRANK H. KOBE 


Frank H. Kobe has been appointed 
assistant superintendent of agencies for 
Ohio State Life. He entered the insur- 
ance business in 1945 as a debit agent 
for Prudential in Chicago. In 1947 he 
moved to Newark, Ohio, where for the 
past nine years he has served as man- 
ager of the Life, Accident, Health and 
Group departments for the Rankin- 
Rankin agency, Inc. of Newark, Ohio. 
For the last five years he has qualified 
for honor club awards in the Travelers 
Insurance Company, and in 1955 received 
the Ohio Leaders Club award for having 
written the largest number of lives. 

He is a past president of the Licking 
County Life Underwriters Assn. and is 
now serving as program chairman. A 
business administration — graduate of 
Woodrow Wilson Junior College in Chi- 
cago, Mr. Kobe served with the 4th 
Infantry Regiment in World War II for 
four years—almost two years of which 
was spent in the Alaska Defense Com- 
mand. He is secretary of the board of 
finance for the First Baptist Church, a 
member of the Newark Lions Club, 
Newark Elks, and is active in the New- 


ark YMCA. 


Best’s Life Underwriter’s 
Guide for 1957 Published 


The Alfred M. Best Company, Inc., 
announces that the 1957 edition of Best’s 
Life Underwriter’s Guide, covering 200 
companies writing 98% of all life insur- 
ance in force, is ready for immediate 
delivery. The new edition contains 41 
pages. There have been extensive lib- 
eralizations in the past year of military 
aviation coverages. Many companies are 
now accepting such risks as standard 
rather than rated. 

The function of the Life Underwriter’s 
Guide is to show unusual coverages 
which answer out-of-the-ordinary prob- 
lems. Overall, the Guide offers, in com- 
parable tabular form, data on current 
policy provisions and practices together 
with types of insurance and policies. 

Compact and easy to follow, it is care- 
fully indexed, and includes a_supple- 
mentary table listing the states in which 
each company is licensed to operate. All 
this information is compressed for maxi- 
mum ease of reference and instant com- 
parisoui. 

Best’s Life Underwriter’s Guide may 
be ordered from the home office of the 
Alfred M. Best Company, 75 Fulton 
Street, New York 38, N. Y., or from 
branch offices in Atlanta, Boston, Chat- 
tanooga, Chicago, Cincinnati, Dallas, Los 
Angeles and Richmond. Single copies 
are priced at $2.00, with reductions on 
quantity orders. 





United States Life Names 
Adelman-Schwait in Reading 


United States Life has announced the 
appointment of the Adelman-Schwait 
Agency, Reading, Pa., as a general agen- 
cy. Heading the operation are Jack E. 
Schwait and Robert Adelman, co-general 
agents. 

Before his affiliation with United 
States Life, Robert Adelman spent seven 
years with Fidelity Interstate Life as an 
agent, then supervisor and finally as 
regional supervisor for the state of 
Pennsylvania. At one time he was also 
state manager for Indiana. 

A native of Philadelphia, Mr. Adelman 
attended schools in the area, including 
special courses at Penn State. Serving 
as a tank driver, armored division, dur- 
ing World War II, he received a Presi- 
dential Citation and citations for in- 
fantry combat and European service. 

An agent with Fidelity Interstate Life 
for 3% years, Mr. Schwz ait received 
several awards for outstanding produc- 
tion during his association with_ that 
company. A life long resident of Phila- 
delphia, Mr. Schwait attended the Insur- 
ance Marketing Institute at Penn State. 
At the present time he is a member of 
the Overbrook Park Men’s Club and the 
membership committee of the Manor 
Golf Club. : 


Continental’s Quantity 
Discount on All Policies 


Continental Assurance Company has 
announced that its “Quantity Discount” 
plan now applies to all Ordinary life 
insurance contracts, both participating 
and non-participating, issued by the 
company, effective March 25, 1957 in all 
states except Massachusetts, where some 
plans only have been approved. 

Continental’s method of computing 
“Quantity Discount” is this: one pre- 
mium is set for the first $4,000 of insur- 
ance and a reduced rate for every thou- 
sand thereafter. The total premium is 
derived from two sources: a basic rate 
plus an adjustment factor of $2.50 per 
thousand up to a maximum of $10.00 per 
policy. The unit (per thousand) cost, 
then, for $10,000 coverage is substantially 
lower than that for $1,000. And the unit 
cost decreases as the coverage over 
$4,000 increases. 

Here’s an example of how Continental 
Assurance’s “Quantity Discount” works. 
The basic rate (Ordinary life, non-par- 
ticipating) for a man, age 35, is $18.76 
per thousand plus the additional charge 
of $2.50. A $1,000 policy would cost him 
$21.26 annually; a $10,000 contract 
amounts to $197. 60 per year or $19.76 per 
thousand; and a $100,000 plan would run 
$1,886 in total annual premium or $18.86 
per thousand. 





New Jersey 
State House 
The golden dome of New 
Jersey’s State House at 
Trenton dominates the city’s 
skyline, adding a note 
of architectural beauty. 








Making History 


Grenton, New Jersey, is well known as the scene of important 
events in history. The most famous was Washington’s Crossing of 


the Delaware in 1776. 


The Baltimore Life is also proud of its history. Since 1882, we 
have created and serviced family security programs for an ever- 


increasing list of policy-owners. 


Baltimore Life serves Trenton and vicinity through its district 


office at 1610 Princeton Avenue. 







15 YEARS PERSONALIZED servict 


The Baltimore Life 
Insurance Company 














MUTUAL BENEFIT 
ANNOUNCES GUARANTEED 
ISSUE ON 10 OR MORE LIVES 


Sualified Pension, Profit Sharing, and 

ualified Thrift. Plans and other employer- 
ploy Pp plans. 

Unusual Advantages 

|. Standard not special issue. 

2. Guaranteed Underwriting limits better 
than most companies. 

3. Net cost on basis of dividend projec- 

3 





tions proves lower. 
. Policy contract most liberal. 








SHEM 


TB cs a 





Mutual Benefit Life Insurance Co. 





Joint Group to Set Up 
Graduate Plan for CLU’s 





Greystone Studios 


PAUL A. NORTON 


Development of a concrete plan for a 
national program of graduate education 
tor Chartered Life Underwriters will be 
the task of a new committee that will 
meet April 30 in Philadelphia under the 
chairmanship of Paul A. Norton, CLU, 
vice president of New York Life. 

Membership of the new group, the 
Joint Committee for Continuing Edu- 
cation, has just been appointed by Julian 
S. Myrick, chairman of the board of 
American College of Life Underwriters, 
and Fitzhugh Traylor, CLU, president 
of American Society of Chartered Life 
Underwriters and agency manager in 
Indianapolis for reer ne Society 
Other members besides Mr. Norton are: 

George B. Byrnes, CLU, past chairman 
of Million Dollar Round Table and 
general agent in New York for New 
England Life; Edmund L. Zalinski, CLU, 
executive vice president of Life Insur- 
ance Co. of North America and a trus- 
tee of American College; Hilbert Rust, 
CLU, president of the Insurance R&R 
Service; and James Elton Bragg, CLU, 
manager in New York for Guardian a 
and a trustee of the American Colleg 

Working with the committee as con 
sultants will be: Dr. Davis W. Gregg, 
CLU, president of American College; 
Herbert C. Graebner, CLU, dean; and 
Leroy G. Steinbeck, CLU, managing di- 
rector of the American Society. 

The subject of continuing education 
for CLU’s at a professional level has 
been under discussion for several years, 
and is based partly on the phenomenal 
success of the summer Institutes con- 
ducted by the American Society. Al- 
though three CLU Institutes are to be 
held this summer, all of them were over- 
subscribed before January 1. 
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Life Insurance —Accident and Sickness —Hospitalization— 
Retirement Plans... FOR INDIVIDUALS AND EMPLOYEE GROUPS 


MONY offices are located throughout the United States and in Canada. 


MONY TODAY MEANS MONEY TOMORROW! 
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OES IT! 


whole series of new policies, Mutual Of New York 
offers you three great ideas in life insurance: 





1. A reduction in various premium rates! 


Starting right now, MONY reduces its premium 
rates on “‘whole life’ plans, at adult ages, for pol- 
icies with a face value of less than $5,000. This 


means more insurance protection for your gross 
premium dollar. Dividends paid on such policies 
make the net cost less than the premium paid. 


Z. Even lower rates on larger amounts of insurance! 


Starting right now, on nearly all types of life in- 
surance for individuals, MONY offers you dis- 
counts on bigger policies with face amounts of 
$5,000 to $10,000, and an even larger discount 
when the policy is for $10,000 or more. You save, 
just as you save when you buy the larger-size 
packages at your grocery store. For examples of 
premium discounts, see table on right. 


3 A new easy way to pay! 


Starting right now, if you have a Regular Check- 
ing Account, you can arrange with many banks 
to have your monthly premium of $10 or more de- 
ducted. With this plan called ““MONY-MATIC” 
you don’t even have to write the check... 











Policy How much less you pay... 
Discount in 10 years’ in 20 years’ 

Face Amount premiums premiums 
$ 5,000 $1.25 per $1,000 | $ 62.50 $125.00 
7,000 1.25 per 1,000 87.50 175.00 
10,000 2.00 per 1,000 200.00 400.00 
15,000 2.00 per 1,000 300.00 600.00 
20,000 2.00 per 1,000 400.00 800.00 




















MONY-MATIC does it for you automatically! 
Just as you budget other payments, now you can 
conveniently budget your insurance payments, 
and it will cost you less than the usual method of 
paying monthly premiums. 


The new plans, or certain features of them, may not yet be available in all states, 


FOR FURTHER 
INFORMATION 
CALL YOUR NEAREST 
MONY OFFICE! 
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EMPLOYED IN LIFE 
INSURANCE 


\ record 412,100 men and women were 


NUMBER 


employed full-time in the life insurance 
year, the 
This 


number 


business at the start of this 


Institute of Life Insurance reports. 
is nearly 60% than the 
World War II. 


more life insur- 


more 
end of 
173% 


serviced today 


employed at the 
\t the same time, 


ance in force is than 12 
years ago 
140 civilian, non- 


America is in the 


At least one in every 
gricultural workers in / 


life insurance business today, the Insti- 
tute’s report finds. The amount of 
life insurance serviced per employe in 
both the field and head offices is now 
nearly twice what it was in 1945. 
This greater servicing of life insurance 
per employe has been accomplished 


through greater use of office machinery, 
life insurance being in the forefront of 
this development, and through an inten- 
sified search for improved methods and 
procedures by the life insurance compa- 
nies. The companies have an association 
which devotes its entire time to research 
in this field. 

Of the life personnel em- 
ployed at the start of this year, 133,200 
offices, 42,100 in the 
offices and 236,800 in 
forces in the field. 
The home office employes, up 65% since 
$3,120,000 of insurance 
in force per compared with 
$1,890,000 twelve years ago. 

While the agency forces have in- 
reased 57% since 1945, the annual sales 
of new life insurance have risen 275%. 

Women comprise about one-third of 

e life insurance employes today, about 


insurance 


the home 


and branch 


were in 
gency 
1e sales and service 
now service 
worker, 


he same proportion as twelve years ago, 
but they account for a smaller propor- 
agency forces, as 
aged in that work 
men in the armed 
forces at the close of the war. At the 
start of this year, 131,800 women were 
employed in the business, 86,600 of them 
in company home offices, 38,900 in agency 
iffices 6,300 in and service 
ranks of the agencies. 


tion of the 
many women were eng 


present 


as replacements for 


and sales 


CAN’T HOUSE SOME 
CONVENTIONS 

Large as are some of the resort hotels 
and those in large cities, they 
big enough to accommodate some of the 
conventions of the larger companies, es- 
pecially the life companies. This has 
resulted in the splitting of the field men 
into regional meetings with locations in 
parts of the country. In the 
convention such as that of 
Equitable Life Assurance Society’s af- 
fair which marked its 95th anniversary 
four different hotels were used in New 
York—Waldorf Astoria, Savoy-Plaza, St. 
Moritz and Roosevelt. The main head- 
quarters last week of Mutual Life of 
New York field convention were in Wal- 
Astoria as were its banquet and 
some other gatherings, but rooms in 
other hotels were booked for some of 
the agents and their wives who could not 
be accommodated at the Waldorf. The 
banquet in the Waldorf’s grand ballroom 
was attended by 1,400, all the main floor 
and balconies being filled with tables. 

In the case of the smaller conventions 
the resort hotels are large enough. In 
when one of the companies held 
a general agents’ convention a month 
ago in Boca Raton Hotel and Club (one 
of the largest of the resort hotels), that 
hostelry also had five other conventions 
meeting simultaneously when the insur- 
ance company did, and none of them got 
in each other’s way. 


are not 


different 


case of a 


dorf 


fact, 


William L. Day, chairman, First Penn- 
sylvania Banking and Trust Company, 
has been elected to the board of direc- 
tors of Insurance Company of North 
America and its two affiliates, Philadel- 
phia Fire and Marine and Indemnity 
Insurance Company of North America. 
Mr. Day was also appointed a member 
of the executive committee of the three 
companies. Mr. Day has been a director 
of The First Pennsylvania Company 
since 1949. He is also on the board of 


directors of Philadelphia Saving Fund 
Society, Fidelity Mutual Life, Philadel- 
phia Suburban Water Co., Mutual Assur- 
and Co. and John Wanamaker. He is 
active in community affairs in Phila- 
delphia. 








Edward W. McPherson, left, second vice president of New York Life, 
presenting a plaque of appreciation to Audrey Schwenk, second from right, who 
instead of attending classes, reported to New York Life where she spent a day 
receiving practical training in secretarial work under the tutelage of Carole Neenan, 


second from left, a secretary of the company. 


is shown 


Looking on is Jack Grossman, chair- 


man of the secretarial studies department of the Dodge Vocational High School, 
the Bronx. Fourteen other larger business firms in the city also acted as hosts to 


girls of the school on 


“Secretarial Business-Experience Day.” 





E. S. Purcell, assistant manager of the 
liartford Fire’s Western department at 
Chicago, has retired after nearly 38 
years’ service with the company. A 
native of Brooklyn, Mr. Purcell has lived 
most of his life in Chicago. He joined 
the Hartford at Chicago and_ subse- 
quently became a special agent at Cleve- 
land, and staff adjuster at Columbus, O. 
Later transferred to Chicago as a staff 
adjuster, he handled losses for the entire 
Western department. Appointed general 
adjuster in 1942, he was promoted to 
assistant manager in 1947. Mr. Purcell, 
a recognized authority on loss adjusting, 
is active in many insurance organizations. 

a ae 

Charles E. Bent recently celebrated his 
fiftieth anniversary as a representative 
of The Travelers all of it with the Los 
Angeles branch office. Native Californian 
graduate of Pomona College, he joined 
The Travelers early in 1907, is the senior 
member of the Los Angeles Life Under- 
writers Assn. which he has served as 
secretary, vice president and president. 
He is the author of “The Life Under- 
writer’s Creed” adopted nationally. He is 
the only surviving charter member of 
the Los Angeles Rotary Club. 

ko & 


William H. Rolfs, Jr., formerly state 
agent in Maine for the Aetna Insurance 
Group, has been promoted to manager 
in that state. He was associated with 
another insurance company for five years 
as state agent in Maine and was in the 
local agency business in Westminster, 
Vt., for four years before returning to 
Maine as state agent for the Aetna in 
1956. He is a graduate of the University 
of Kansas and served four and a half 
years in the U. S. Navy during World 
War II. Mr. Rolfs makes his headquar- 
ters in the Portland office. 

es be 


Charles G. Bennett has been appointed 
state agent in Pittsburgh for the Secur- 
ity-Connecticut Insurance Companies. A 
native of Pittsburgh and a graduate of 
its local schools, Mr. Bennett began his 
insurance career with a local insurance 
company as a marine underwriter in the 
Pittsburgh office in 1947. He has also 
served as a special agent and in_ 1953 
joined Security as state agent in Cleve- 


land, Ohio. 


William S. Liming of Metropolitan 
Life was chosen a director of American 
Association of Industrial Editors at that 
group’s national convention in Cincin- 
nati. Supervisor of sales promotion and 
publicity for the Group Insurance Divi- 
sion of Metropolitan Life, Mr. Liming 
has just concluded a year’s service to 
AAIE as its national president. The 776 
company editors affiliated with AAIE 
work for concerns which distribute a 
variety of publications to employes, cus- 
tomers, prospects, stockholders, and 
others. Circulation of these specialized 
magazines and newspapers totals in the 
millions of issues a month. 

* * * 

Joseph Murphy has been appointed 
senior special representative for Inter- 
national Business Machines Corpora- 
tion’s eastern sales region. He _ will 
coordinate sales activities and planning 
of applications of IBM equipment to 


meet the needs of customers in the life, 
fire, and casualty insurance fields and 
will also conduct classes for customer 


personnel and IBM sales representatives 
Mr. Murphy, who attended the Univer- 
sity of Chicago, started with IBM in 
1937 in Buffalo, and in 1949 was trans- 
ferred to the Newark office. He joined 
the New York midtown office in 1953. 
Recently, he has been a special repre- 
sentative in the life insurance depart- 
ment in New York. 
+ * 

Henry F. Rood, vice president and 
actuary of Lincoln National Life, left 
March 31 on a five-week trip to survey 
the company’s operations in the Philip- 
pine Islands. Lincoln National is repre- 
sented in the Philippines by Theodore 
H. Davies & Co., Ltd., Manila. 


G. M. Marshall, Jr., marine manager 
of the Midwest division of the Atlantic 
Companies—Atlantic Mutual Insurance 
Company and Centennial Insurance 
Company—will address a group at the 
University of Toledo, April 17, on the 
subject of marine insurance. 

ee ee 


F. Britton McConnell, California In 
surance Commissioner, thas been ap- 
pointed a member of the Nuclear Energy 
Insurance Committee of the Section of 
Law, American Bar Association. He is 
also a member of the NAIC committee 
studying the same subject. 
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Foreign Aid by USA 


A fundamental reassessment of U. 


would lead to 
long-term 
growth in 


aid policy that 
an enlarged, improved 
program to assist economic 
underdeveloped countries was called for 
in a policy statement issued by the Com- 
Economic Development. 
the research policy 
CED is Wilde, 
president of Connecticut Life. 
Other insurance men on this committee 
are Paul F. Clark, chairman, John Han- 
cock, and Edmund Fitzgerald, president 
Northwestern Mutual. 

Between mid-1945 mid-1956 the 
United States spent $57 billion for for- 


foreign 
and 


mittee for 
Chairman of and 
committee of Frazar B. 


General 


and 


eign assistance grants and loans. Of 
this amount $39 billion went for eco- 
nomic assistance of all kinds and $18 
billion for military aid. Nearly two- 


thirds was allocated to Europe, mostly 
through Marshall Plan, and $2.4 billion 
went to industrialized Japan. Less than 
one-fifth went to underdeveloped coun- 
this $3.5 billion 


in war-devastated 


tries and of amount 


were for relief, mainly 


countries. 


The CED statement does not advocate 
a reduction in aid of the main defense 
supported countries, stating that their 


economic health “is important to us, and 
their military burdens are being carried 
in defense of the free world. Increased 
development assistance to the 
mitted as well as the committed 
tries of the underdeveloped areas can 
be of vital importance to the security of 
the U. S. Both in our cwn interest and 
that of our allies it is the 
assistance we provide to countries in the 
underdeveloped world outside our major 
alliances that is most in need of expan- 
sion. They have been getting less than 
$500 million a year.” 

The CED recommendation on develop- 
ment assistance was based principally 
on the committee’s finding that the na- 
tional interests of the United States 
would be served by growing stability and 
independence of the now underdeveloped 
countries. In addition, the committee 
said, economic growth in an area com- 
prising half the globe and inhabited by 
more than a billion people cannot fail 
to enrich world trade and investment 
opportunities, including our own. The 
American people also have a “tradi- 
tional humanitarian concern with the 
well-being of people everywhere.” All 
these considerations led the committee 
to recommend the use of Economic De- 
velopment Assistance as “an instrument 
of national policy.’ 

The statement sets forth the following 
eight “guiding principles” for carrying 
out such a program: 


uncom- 
coun- 


amount of 


group 








1. Economic development is a long- 
term process that can be advanced 
effectively only with a long-term pro- 


gram of assistance. 

2. Wide variations of conditions in 
the countries involved require country- 
by-country programming, all directed 
toward a general goal of achieving eco- 
nomic growth and encouraging stability 
and independence. 

3. Particular cases will call for use 
of multilateral assistance agencies but, 
generally, the United States should de- 
cide which countries and what projects 
should get the assistance it provides. 

4. In most cases assistance should go 
to specific projects. Projects should be 
consistent with the country’s over-all 
development prospects 

5. Loans best fit 
development assistance, 
will be required. 

6. Development assistance should take 
especial account of the need of under- 
developed countries for enterprises and 
management that can use capital and 
labor effectively. 

7. Assistance agreements 
be encumbered with mutual 
friendship guarantees. 

8. The United States can, and should, 
use its agricultural surpluses in promot- 
growth in the underde- 


the objectives of 
but some grant 


should not 
defense or 


ing economic 

veloped world. 
* * * 

How Hartford Insurance Got 

Its Start 

Hartford entered the insurance 

Frank Wagner, director 

Connecticut State 


How 
field is told by 
of licenses and claims, 
Insurance Department, in an article in 
Connecticut Circle whose March, 1957, 
number is largely devoted to insurance 
and insurance personalities. 

The start of insurance in the city was 
in a humble way. Some few years after 
the Revolution the colonists began pro- 
ducing surpluses in agriculture and some 
coarse manufactured goods. These found 
ready markets in the W “ae Indies and a 
great deal of shipping came out of 
Hartford which is ented: on the Con- 
necticut River. It was then a city of 
6,000 population. Many fortunes were 
made in tobacco and Jamaican rum. Some 
fortunes were lost, particularly in the 
War of 1812. Continuing Mr. Wagner 
wrote: 

“While many vessels engaging in that 
trade were individually owned, it was a 
common practice for a small group to 
buy shares in the construction of a ves- 
sel. These consisted principally of 
schooners and sloops ranging from 60 to 


100 feet and costing at that time, be- 
tween fifteen and twenty-five hundred 
dollars each. Two round trips a year 
to the islands was not unusual, and if 


all went well, the vessel owners not in- 
frequently received back their entire 
investment from the first year’s profit. 
If, however, a ship was lost, the own- 
ers too often were ruined financially. 
Thus the need and demand for insur- 
ance. It .was first supplied by a small 
of men meeting in a tavern or 


coffee house, who for a premium ranging 
from 10 to 20% would underwrite the 
risk for a round trip; an arrangement 
very similar to the operations of Lloyd’s 
of London. Each underwriter would 
sign his name and indicate the percent- 
age of the risk he assumed. The indi- 
vidual risks in money ranged from $50 
to $600; a lot of money in those days. 
On the basis of present day insurance 
rates, the premiums charged were ex- 
tremely high but so were the hazards in- 
volved. Other groups followed in the 
underwriting business, but many soon 
withdraw ‘as stormy New England 
nights were not conducive to sound sleep 
for underwriters.’ 

Although none of the great insurance 
companies domiciled in Hartford today 
started as ocean marine insurers, it was 
the activities and the experience of the 
early underwriters that gave birth to the 
ideas of underwriting fire risks on land. 


Some apparently recognized that pre- 
miums received were not always fully 
earned, and that at least a portion of 


such funds should be held in reserve for 
future losses. Any such arrangement. 
however, was impossible with individual 
underwriters, some claiming they had 
the right to do as they wished with 
premiums they received and as a result 
occasionally defaulting on their per- 
sonal commitment. 

“Tt was thus that the existence of a 
corporate body was considered, and a 
group of underwriters petitioned our 
general assembly for a fire charter which 
was granted in 1810 and designated as 
the Hartford Fire Insurance Co.. which 
after almost 150 years has survived as 
one of Hartford’s leading insurance com- 
panies. The original charter restricted 
oe company tc insuring land property 

gainst fire losses. 


“The venture proved profitable from 
the beginning, at least for the first 25 
years, and attracted the capital neces- 
sary for expansion. Then in 1835 our 
country had its first great conflagration 
in New York City where the Hartford 
Fire was heavily committed. The com- 
pany’s capital was badly impaired; there 
wasn’t sufficient money to pay the losses 
incurred. Fortunately the officers and 
directors had established a good credit 


relationship with the local banks. At a 
meeting of the directors and officers of 
the company, the president declared he 
would pledge his personal property and 
wealth to meet the obligations of the 
company. The president and another of- 
ficer of the company hired a sleigh and 
in sub-zero weather drove to New York 
City. On arrival they found most of the 
insurance companies bankrupt and a 
state of despondency bordering on panic. 
Several hundred buildings in the busi- 
ness and financial section of the city 
were in ruins. Water pumped from the 
river froze in the hoses. Property own- 
ers outside of the burned area, holding 
policies in bankrupt companies, knew 
they were no longer protected, and own- 
ers of destroyed buildings looked for 
little or nothing from their bankrupt 
companies. 

“Tt was in a setting such as this that 
the officers of the Hartford Fire opened 
an office near the devastated area, an- 
nouncing the Hartford Fire Insurance 
Co. is paying in full and taking on new 
insurance. It was the first sign of cheer 
and that promise was fulfilled to the let- 


ter. Word spread and new, profitable 
business poured in. That trip to New 
York City made history for commerce 


and insurance in the United States, and 
the name Hartford became associated 
with the word ‘confidence’ wherever in- 
surance was discussed. 

“The gap in the company’s assets was 


soon refilled. There followed, however, 
during the next few decades a series of 
conflagrations, Albany, Portland, Chi- 
cago, Boston, Mobile, Alabama, and 
others. These losses cost millions of 
dollars and bankrupted 23 out of 26 
local insurance companies in_ those 
areas. Those losses also involved other 
more recently chartered Hartford fire 


companies, now including the 
Aetna Fire, the Connecticut Fire Insur- 
ance Co., the Phoenix Fire, and the Na- 
tional Fire. These all followed the same 
pattern: officials pledging their personal 


insurance 


property and wealth wherever necessary 
to pay losses, speeding to the devastated 
city and announcing that their Hartford 
company would pay in full and accept 
new risks. Word spread throughout the 
country and business again poured in. 


“This determination to pay losses is 
illustrated by a number of incidents. 
In 1827 a destructive fire in Mobile, 


Alabama, fell heavily upon one of Hart- 
ford’s fire insurance companies. A 
young official was sent there to settle 
all claims. He was instructed to pay 
the company’s losses by sight draft. 
Instead he postdated them 30 days. 
Upon his return to Hartford, he was 
asked why he had done so. His answer 
was that with the pistols and guns in 
evidence, he wanted to be sure to get 
out of town in the event that the home 
office couldn’t raise the money needed 
to meet his drafts, particule arly in the 
event of another conflagration. 
“Following the St. Louis fire in 1849, 
the city was infected with cholera. 
Property owners were in despair and 
leaving, but representatives of Hartford 
companies traveled there and again paid 
promptly and in full. In 1871 following 
the Chicago fire, a Hartford company 
was again the first to pay losses in full. 
After each conflagration word spread 
throughout the country that Hartford 
comps anies were paying in full, and pre- 
miums from al] parts again poured in. 


“It was the integrity of those old 
timers, their determination to deal fairly 
with their policyholders and to meet 
their contractual obligations when they 


became due even though it required 
them to endanger their personal fortunes 
to do so, that in my opinion laid firm and 
deep the foundation upon which was 
built the insurance city of the world.” 
oe 
Air Crew’s Flying Time 

In Great Britain stricter rules gov- 
erning the flying and duty hours of crews 
of public transport aircraft went into 
force last May. The regulations carry 
out recommendations of a committee un- 
der the chairmanship of Sir Frederick 
Bowhill. The new rules reassert the 
principle laid down in the Air Naviga- 
tion Order, 1954, that it is the respon- 
sibility of operating companies to en- 
sure that the duties of their crews do 
not result in undue fatigue, and thereby 


endanger passengers’ lives. Operators 
are required to limit the daily and 
monthly flying times and duty periods, 


and to establish minimum rest periods 

for their crews. Special limits are ap- 

plied to the flying duty periods of pilots 

and flight engineers, since fatigue on 

their part may have a direct and imme- 

diate effect on the safety of an aircraft. 
oe er 


Phila. Conference 


(Continued from Page 1) 


Erwin H. Luecke, vice president, 


School; 
Fore Insurance Group; and 


America 


Herbert W. Young, Liberty Mutual ot 
Boston. 

Other speakers include Adolph A. 
Berle, professor of corporation law, 


Columbia University; and Dr. Isidor 
Radin, chairman of American College of 
Surgeons, who will speak on insurance 
from the standpoint of the medical pro- 
fession. 

“Voice of America” Interested 

An interesting pre-Conference phase is 
the interest being taken about it by 
Washington. Voice of America called up 
Wharton School with this suggestion: 

“Would you tell foreign attenders to 
International Insurance Conference that 


if they are coming down to Washington 
from Philadelphia after May 22 the 
Voice would be happy to give them a 
guided tour of the U. S. Information 
Agency? We would also like to assign 
our language specialists to interview 
your guests, and then use the tape 


America broad- 


recordings on Voice of 
casts back to their home lands. 
The attendance will be 400. 
four hotels will be used by those from 
abroad. They are Sheraton, Bellevue- 
Stratford, Barclay and Warwick. 


Rooms in 
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New Home Office for 
Northern of New York 


13 STORIES AND PENT HOUSE 





Will Be Located at 81-87 Maiden Lane 
and 1-7 Gold Street; To Replace 
Four Present Buildings 


Another large new ultramodern office 
building is projected for immediate con- 
struction in the heart of the insurance 
district of lower Manhattan at 81-87 
Maiden Lane and 1-7 Gold Street, north- 
west corner. The building will be 13 
stories high, plus a penthouse and will 
have total rentable area of 125,000 square 
feet. The sponsor is Northern Insurance 
Company of New York which, with its 
affiliates, will occupy a substantial por- 
tion of the space as its head office. The 
site is now comprised of four separate 
structures of from four to ten stories in 
height covering a ground area in excess 
of 11,000 square feet with a frontage of 
106 feet on Maiden Lane and 132 feet 
on Gold Street. 

The original Northern headquarters 
were at 83 Maiden Lane in the building 
erected by it about 35 years ago. Over 
the past ten years this company has 
expanded steadily, which required pur- 
chase of the three other buildings ad- 
joining at 81, 85 and 87 Maiden Lane 
from three separate owners. 


Temporary Quarters at 2 Lafayette St. 


To house its operation during the 
period of construction, the Northern has 
rented five entire floors in the Court 
Square Building at 2 Lafayette Street, 
just north of City Hall Park, an aggre- 
gate rentable area of about 70,000 square 
feet. This lease was made with Civic 
Realty Company representing Borrok, 
Steingart and Borrok, owners. Demoli- 
tion of the Maiden Lane site will com- 
mence immediately and it is expected 
that the new building will be ready for 
occupancy by the end of 1958. The new 
structure will be completely air condi- 
tioned and have all ultramodern facilities 
and equipment and a complete limestone 
facade. It is designed by Voorhees, 
Walker, Smith am Smith, architects. 

Raymond E. Ryan was the broker in 
the negotiation of the Lafayette Street 


lease and was also the broker in the 
acquisition of the 81, 85 and 87 Maiden 
Lane properties for the Northern. James 


G. Affleck, member of the firm of Mil- 
bank, Tweed, Hope and Hadley, repre- 
sented the insurance company as counsel 
in all of the transactions. 


Inflation Protection 


- Cover on Pacific Coast 
A fire policy endorsement to insure 
property for higher replacement costs 
due to inflation is now being offered on 
the Pacific Coast by the Industrial In- 
demnity Co. of San Francisco. The en- 
dorsement, called the Inflation Protec- 
tion Endorsement, provides automatic 
monthly increases in the amount of in- 
surance on property covered. The in- 
creases for each month may be one- 
fourth of 1%, one-third of 1%, or 
one-half of 1%, at appropriate premium 
charges. The company said that if other 
monthly percentages of increase are de- 
sired it will compute specific charges. 
The endorsement may be attached to 
Industrial Indemnity’s combination per- 
sonal coverage policy and all other 
dwelling package policies; to fire policies 
covering building, equipment and other 
contents (except stock); and to inland 
marine policies except reporting form or 
bailee policies. The endorsement may be 
attached either at inception or to policies 
in force. 





Named Director of 
Western Electric Co. 


J. VICTOR HERD 


J. Victor Herd, chairman and presi- 
dent of the America Fore Insurance 
Group, has been named a director of 
Western Electric Co. Mr. Herd is also 
a director of Afco, Inc. and its affiliated 
companies, Insurance Society of New 
York, General Adjustment Bureau, Un- 
derwriters Salvage Co. of New York and 
United States P. & I. Agency. 


LORD BRAND RETIRES MAY 9 





Chairman of Court of Directors of 
North British & Mercantile; Klein- 
wort Named Successor 
The London head office of the North 
3ritish and Mercantile announces retire- 


ment of the Rt. Hon. Lord Brand, CMG, 


DCL, as chairman of the general court 
of directors and of the boards of the 
associated companies (Railway Passen- 


gers Assurance Co., Ocean Marine Insur- 
ance Co. Ltd. and Fine Art and General 
Insurance Co. Ltd.). He will relinquish 


Jackson President of 
Marine Underwriters 


BARKER FIRST VICE PRESIDENT 





Retiring President York Stresses Strug- 
gle Against Restrictive Laws 
of Other Countries 





Harold Jackson was elected president 
of the Association of Marine Underwrit- 
ers of the United States at its 39th 
annual meeting. Mr. Jackson, who suc- 
ceeds Miles F. York as president, is 
president of Wm. H. McGee & Co., Inc., 
New York. Mr. York, president of the 
Atlantic Companies, served as president 
of the association for two years. 

The Association of Marine Underwrit- 
ers of the United States is a trade asso- 
ciation whose membership consists of 70 
domestic ocean marine underwriting 
companies. 

Other officers elected are: Owen E. 
Barker, first vice president; Emil A. 
Kratovil, second vice president; Louis 
W. Niggeman, Pacific Coast vice presi- 
dent; Thomas M. Torrey, treasurer- 
secretary. Edward R. King continues as 
assistant secretary. 

In the president’s report, which em- 
phasized the association’s continuing 
struggle against restrictive national in- 
surance laws passed by other countries, 
Mr. York said, “There is no business 
more dependent on freedom of commerce 
than is marine insurance. The encourag- 
ing note in our stand is that we are 
aligned on the side of those enlightened 
men everywhere who recognize that re- 
strictive economic measures do little to 
further the cause of international friend- 
ship and understanding.” 

Mr. .York praised the work of John T. 
Byrne, president of Talbot Bird & Co, 
for his services in the fight against laws 
and regulations restricting the free plac- 
ing of ocean marine insurance. 





the chairmanship after the annual meet- 
ing to be held May 9. 

Cyril H. Kleinwort has been elected 
chairman of the general court of direct- 
ors and of the boards of the associated 
companies in succession to Lord Brand. 

Lord Brand first became a director of 
the North British in 1916 and has held 
office uninterruptedly since, apart from 
a short break during the last war when 
he was acting as representative of the 
British treasury in Washington. 
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WM. W. MacLEOD ADVANCED 





Executive Assistant in American Home 
Group; Lazenby Named Field Man- 
ager for Maryland-D. C. Area 
William W. MacLeod has been named 
an executive assistant in the American 
Home Insurance Group, which includes 
the American Home and the Insurance 

Co. of the State of Pennsylvania. 

Mr. MacLeod comes to New York 
from Baltimore, where he headed the 
group’s service office for the Maryland- 
District of Columbia territory. In the 
home office, he will be associated with 
Walter S. ‘Kaufman, vice president in 
charge of fire underwriting. 

Edward W. Lazenby has resigned as 
multiple-line special agent of Employers’ 
Liability Group to become American 
Home field manager in Mr. MacLeod’s 
place. He has been named state agent 
for both Maryland and the District of 
Columbia and will head the Baltimore 
office. Like Mr. MacLeod, he will be 
assisted by Robert Irwin, the group’s 
special agent in the area. 

Mr. MacLeod’s insurance career began 
in 1947, when he joined the Baltimore 
office of General Adjustment Bureau. He 
gave up his position as an adjuster in 
1950 to become fieldman of American 
Home in the Maryland-District of Co- 
lumbia territory. A graduate of Loyola 
College, he holds the degree Bachelor 
“e ae from the University of Mary- 
lan 

A native of Howard County, Maryland, 
Mr. Lazenby attended McDonogh Mili- 
tary School and was graduated from the 
University of Maryland in 1942, He en- 
tered insurance with the New Amster- 
dam Casualty. He received training in 
several departments of the New Amster- 
dam and was attached to that company’s 
Maryland branch before he joined Em- 
ployers’. 

Both men are members of the Dela- 
ware-Maryland-D. C. Insurance Field 
Club and of Chesapeake Pond of Blue 
Goose. 
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Hartford Fire Group Takes Eight 
Floors In 123 William St. Building 


Member companies of the Hartford 
Fire Group of Hartford, have taken 
eight floors representing approximately 
one-third of the space in the new 26- 


Architect’s drawing of 123 William St. 


story office tower under way at 123 
William Street, New York City. The 
transaction, said to be the largest indi- 
vidual lease ever closed for air-condi- 





tioned office area in a multi-tenant build- 
ing in the insurance district, will involve 
a minimum aggregate rental exceeding 
$10,000,000, it is revealed by Ivor B. 
Clark and Erwin S. Wolfson, owner- 
builders of the new structure. 

The long term agreement, including 
two five-year renewal options, was nego- 
tiated through Gene T. Gunn, Inc., 
broker. The lease encompasses the sixth 
through thirteenth floors, totaling 140,- 
000 square feet of space plus additional 
storage area in the basement of the 
building. 

The new space will provide the New 
York department offices for the parent 
Hartford Fire, Hartford Accident and 
Indemnity, Hartford Live Stock Insur- 
ance Co., Citizens of New Jersey, North- 
western Fire and Marine, Twin City Fire 
and the New York Underwriters Insur- 
ance Co. 

The 123 William Street quarters will 
consolidate the New York offices main- 
tained by the Hartford Fire Group at 
five separate downtown Manhattan loca- 
tions. According to Charles F. Noyes 
Company, Inc., renting agent for the new 
William Street structure, the companies 
will occupy the new offices this fall. 

The 400,000 square foot William Street 
tower, which extends through the block 
to Dutch Street, in the heart of the 
downtown insurance section, is now in 
the steel topping out stage. With the 
building still to be enclosed, approxi- 
mately 95% of the space has been rented 
Messrs. Clark and Wolfson report. The 
structure is being erected by the Diesel 
Construction Co. from plans by Emery 
Roth & Sons, architects. 





REXFORD C. HUNT ADVANCED 


Named Superintendent of Busi In- 
terruption Dept. of America Fore 
Group at New York Home Office 
Rexford C. Hunt has been appointed 
superintendent of the business interrup- 
tion department in the home office of 
the America Fore Insurance Group in 
New York City. He was formerly a spe- 
cial agent for the Continental and Fidel- 
ity-Phenix Fire in Essex and 
counties in New Jersey. : t 
Mr. Hunt joined the America Fore 
Group in 1935 in the Newark, N. J., 
branch office of the Niagara Fire, a 
member company of the Group. He 
transferred to the Fidelity-Phenix in the 
northern New Jersey territory and was 
later appointed a special agent for Con- 

tinental and Fidelity-Phenix. , 

From 1943 to 1946 he served in the 
Counter Intelligence Corps of the Army. 
He is a past president of the New Jer- 
sey Fieldmen’s Association and a mem- 
ber of the Honorable Order of the Blue 
Goose. 








Passaic 


Texas to Ask for 150 


Examiners to Probe Cos. 

John Osorio, chairman of the Texas 
Board of Insurance Commissioners, has 
announced that he and Commissioner 
Mark Wentz will request the conference 
committee on the appropriations bill for 
150 examiners to be employed by the 
Board to supervise the industry and to 
weed out weak and insolvent firms. 

In addressing the House state affairs 
committee, which is considering two 
Board reorganization measures, Mr. 
Osorio said the Board is following a 
new rule calling for the issuance of 
show-cause orders as soon as examiners 
report evidence of insolvency. 

Mr. Osorio also announced that the 
Board has revamped its relicensing pro- 
cedure, calling for recommendations of 
staff members and the cross-examination 
of actuaries and examiners by the Board 
in an effort to uncover weaknesses. 


GREAT AMERICAN CHANGES 





Wasmuth, Peterson and Custance Are 
Elected Assistant Secretaries of Fire 
Companies in Group 

Rodney A. Wasmuth, Frank A. Peter- 
son, Jr. and Walter W. Custance have 
been elected assistant secretaries of the 
fire companies of the Great American 
Group. Mr. Wasmuth is associated with 
the Detroit office, Mr. Peterson is lo- 
cated in the Chicago office and Mr. 
Custance is located in the home office 
in New York. 

Mr. Wasmuth entered insurance with 
the Michigan Inspection Bureau and 
joined the Great American Group as spe- 
cial agent in the Detroit area in April, 
1949. He was promoted to field super- 
visor for Wayne County in September, 
1953, and transferred to the Western 
department in Chicago as executive as- 
sistant in September, 1954. On February 
15 of this year, Mr. Wasmuth became 
assistant manager of the Michigan de- 
partment and returned to his home state 
and the Detroit office. 

Mr. Peterson is a graduate of Albion 
College, Albion, Mich. He was employed 
by the Michigan Inspection Bureau in 
an engineering capacity from 1946 until 
joining the Great American Group in 
January, 1950. He served as special 
agent in western Michigan as well as 
central and southern Indiana before be- 
ing transferred to the Western depart- 
ment in Chicago as executive assistant 
in September, 1954. 

Mr. Custance was born in New York 
City and educated in its public schools. 
He has spent his entire business career 
with the Great American. After a pe- 
riod of training he was appointed special 
agent in suburban New York in 1939. 
Following two years of service in the 
Navy during World War II he was as- 
signed to southern New Jersey in 1946, 
In 1951 he was promoted to agency su- 
perintendent in New York with supervi- 
sion over the N. Y.-N. J. suburban 
department. In his new position Mr. 
Custance will continue supervision of 
this department. 
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It’s the same the world over. Accidents, fires, 
explosions, and liability are constant threats to 
business security. 

Foreign insurance through AFIA is the best way 
to safeguard your clients’ business overseas. Then 
they have protection carefully patterned to their 
needs—that conforms to the requirements of the 
country where the risk is located—that is as strong 
and dependable as money can buy. 


CONSULT AFIA ON ALL FOREIGN INSURANCE PROBLEMS 





AMERICAN FOREIGN INSURANCE ASSOCIATION 
161 William Street ¢ New York 38, New York 


CHICAGO OFFICE . . Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 
DALLAS OFFICE... 2000 scs 400 Vaughn Building, 1712 Commerce Street, Dallas 1, Texas 
S055 ANGELES TITIES 6s ne oe Sees 3277 Wilshire Boulevard, Los Angeles 5, California 
SAN FRANCISCU OFFICE . . Russ Building, 235 Montgomery Street, San Francisco 4, California 
WASHINGTON OFFICE . . . Woodward Building, 733 15th Street N.W., Washington 5, D.C. 


An association of 22 American capital stock fire, marine, casualty and 


surety insurance companies providing insurance protection in foreign lands 











More Profit For The Local Agent 


Combining Carefully Planned Selling With Efficient Opera- 
tions Boosts Income; Modernized Accounting, Filing, Sales 
Records, Renewal Procedure, Correspondence Important 


By Oscar BELING 


Manager, Agency Systems Department, Royal-Globe 
Insurance Group 


Oscar Beling, recognized authority on 
efficient agency management, who as man- 
ager of the agency systems department 
of the Royal-Globe Insurance Group, has 
analysed agency operations in all parts of 
the country with a view to devising sound 
programs for boosting profits, last week 
addressed the combined meetings of mem- 
bers of the agents associations of Warren, 
Somerset and Hunterdon Counties of New 
Jersey. He spoke at Somerville, N. J. Mr. 
Beling’s address, in which he 
that “profit ts the result of combining care- 
fully planned selling with sound and effi- 
cient administration of an agency,” fol- 


stresses 


lows : 

The subject under discussion is one 
dear to the hearts of all of us; how to 
get the most profit out of our agencies. 
Profit is the end result of several fac- 
tors and we might examine them one by 
one. 

Our first consideration is that of get- 
ting the business. Volume alone does 
not mean profit. Small individual pre- 
miums by themselves are not profitable. 
In fact, they frequently take as much 
time to develop as do the larger pre- 
miums. To determine the point of profit, 
many agents eT their average cost 
per policy. 

This is easily derernitued by taking the 
total number of policies written in a 
given period—say a year—and dividing 
that into the total of all operating costs. 
The results frequently are quite start- 
ling. The average cost may and does go 
as high as $6 to $6.50 per policy. Com- 
paring your figure with the anticipated 
commission on an individual policy will 
tell you whether or not it is profitable. 


Effective Production 


Production, to be truly effective, 
should be carefully planned. As you 
know, package policies help in two ways, 
i.e, by reducing the number of policies 
handled and by increasing the average 
premium per policy. In addition they 
are an excellent medium of combating 
direct writer competition. We _ have 
heard frequently that our best prospects 
are our present customers. Putting this 
idea into practical use, every effort 
should be made to develop additional 
business from your present accounts 
either by way of increased limits or 
additional coverages. One of the best 
methods for accomplishing this result is 
the constant and expanded use of com- 
plete surveys of a client’s insurance 
needs both as to personal and commer- 
cial. Many companies have developed 
excellent forms for this purpose. 

Sales calls should be carefully planned 
—by their potential as well as by num- 
ber. Most agents now limit the time 
spent in the office to not more than two 
hours daily. The staff should be suffi- 
ciently trained to take most of the bur- 
densome mechanical details off an agent’s 
shoulders. In fact, the mark of a well 
run agency is one in which the boss 
does not have to be present at all 
times to watch every detail. 


Keep Routine Costs Down 


In most cases, production is not so 
much of a problem as is the actual han- 
dling of the business. F requently, much 
of the income, that comes in the front 
door of your office goes out the back 


window by way of antiquated methods of 
procedure, unnecessary duplication of 
mechanical efforts, and insufficient over- 
all planning. 

Do you know that up to 60% of agency 
costs apply to functional or mechanical 
operations such as filing, accounting, 
routine correspondence, policy writing, 
and the like where the work load is 
measured by the number of items proc- 
essed rather than by the premiums in- 
volved? In other words, it costs just as 
much to file or record a $10 item as it 
does a $100 policy but the commission 
is a lot different. 

Obviously, in our pursuit of profit, 
we must keep these costs to a minimum 
consistent with efficiency. How can this 
be done? Here are some ways by which 
many agents have been able to success- 
fully control their expenses. 


Modernize Accounting 


If yours is a small or medium size 
agency, the multiple invoice copy plan 
is for you. Under this plan, several vital 
office records can be prepared as by- 
products of each invoice through carbon 
paper. This eliminates tedious hand 
posting and also makes for greater ac- 
curacy since carbon copy is an exact 
replica of the original invoice. 

The purposes served by these copies 
might include an accounts receivable 
ledger, a posting medium to the company 
account current, an expiration control, 
etc. In fact, the use of a carbon copy 
as the accounts receivable ledger has 
been referred to as “bookless bookkeep- 
ing” since it resolves the recording of 
accounts receivable into a simple filing 
operation. 

If yours is an agency handling 50 or 
more entries a day on an average, you 
would do well to consider a bookkeep- 
ing machine. These machines will pro- 
duce in one synchronized operation a 
monthly statement for your customer, a 
copy of the statement for collection pur- 
poses, an accounts receivable ledger, a 
company account current, and a policy 
register. Each of these statements is 
individually and automatically balanced. 

The machine also provides for the 
simultaneous posting of premium re- 
ceipts to the monthly statement and the 
accounts receivable ledger—at the same 
time building up your cash book. At the 
end of each month, the sending of 
monthly statements to your customers 
becomes a simple matter of folding them 
into window envelopes and mailing them. 


Modernize Filing 


Filing should really be termed finding 
since the principal objective of any filing 
system is the finding, and finding 
promptly, of any wanted document. 
First, let us consider equipment. Three 
drawer files can “double in brass” since 
they will give you both a counter and a 
file as well as separating the reception 
space from the working area. If space 
is at premium and you do not need a 
counter, five drawer files will give you 
maximum capacity in a minimum floor 
area. In any case, standardize on your 
equipment. Your office will look better 
and work better. 

Use enough guide cards to speed up 
your filing and finding. The regular use 
of “out” cards will pinpoint the location 
of any document you may want in a 
hurry. Weed out the files at regular 
intervals. In fact, many of your filing 
problems can be solved right at your 
own desk if you applv the simple ques- 
tion “Will we ever have need of this 
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again?” If not, use “File 13”—the waste- 
basket. 

Even your daily report files can be cut 
down. Apart from items subject to audit 
and retrospective rating, there is really 
no need to retain daily reports more 
than one expiration back. If the cur- 
rent and previously expired daily reports 
are stapled together and no dead files 
are maintained, you will save plenty of 
time and space in your office. 

One thing more will help you with 
your filing and that is centralized re- 
sponsibility. That which is everyone’s 
business is no one’s business. If you do 
not have enough work for a full time 
file clerk, at least have one of your 
clerks take on the filing as her major 
responsibility to which all her other 
duties would be subordinate. 

Modernize Sales Records 


Your office system should not only be 
efficient but should also implement your 
selling efforts. For instance, line rec- 
ords—records of lines written for your 
customers—are the most important sales 
records in your office. One of the sim- 
plest and yet very effective methods of 
maintaining line records is through the 
Line Folder Plan originated by us sev- 
eral years ago. 

This consists simply of a folder for 
each insured in which are placed all 
daily reports for that account and all 
relative correspondence. The filing face 
provides for a brief record of lines writ- 
ten and the reverve side incorporates a 
solicitation record to stimulate your sell- 
ing efforts. An expiration control is also 
a part of the plan and will be explained 
later. 

All folders are filed alphabetically by 
insureds’ names, thereby giving you a 
case history for each customer with that 
customer’s name as the filing key. The 
folders are made available to our agents 
at a very nominal cost. They are very 
popular as is indicated by our having 
distributed over 13,000,000 thus far. 
shall be glad to furnish samples to any 
of you who may be interested and will 
write me. 


Modernize Renewal Procedure 


More and more agents are getting 
away from the old, handwritten expira- 
tion registers and other equally out- 
moded methods of handling renewals. 
With the multiple invoice copy plan, 
one of the invoice copies can serve as 
the primarv record on renewals. These 
copies are filed by month and year and 
usually alphabetically within each month. 

If the Line Folder Plan is part of 
the office procedure, a secondary check 
can be established through colored sig- 
nals attached to the respective monthly 
blocks at the top of each folder. A five 
year color sequence would be set up 
whereby the color of each signal would 
indicate the year of expiration and the 
position of the signal would show the 
month, 

It then becomes a relatively simple 
matter to draw folders containing ex- 
piring daily reports and match them 
with the corresponding invoice copies; 
after which they are placed in a Renewal 
Suspense File and are renewed on a 
day-to-day basis. One of the advantages 
of this plan is that each account can be 
reviewed as a whole whenever a renewal 
is processed. 


Modernize Correspondence 


Most of us are getting away from the 
archaic so-called “business English” 
nowadays and are using instead the in- 
formal, friendly type of correspondence. 
We realize the value of straightforward, 
non-technical phrasing and try to write 
each letter as if the reader were sitting 
across the desk from us. 

A dictating machine can be of great 
help in conserving time and expense 
in your office. It has been estimated 
that 1624% of a stenographer’s time is 
consumed in taking dictation. The dic- 


tating machine eliminates this and also 
saves time lost by telephone and other 
interruptions. There are many excellent 
makes of dictating machines available 
including one recently put out using 
a magnetic, re-usable tape and_ costing 
under $200 for the unit including the 
transcribing attachments. 

Window envelopes are another source 
of savings and, therefore, increase in 
profit. They not only eliminate the extra 
typing of name and address on an 
envelope but also prevent mistakes in 
mailing which can be embarrassing. 
Several companies will supply window 


envelopes to their agents on request. 
* Modernize Office Layout 

Habit is a strange thing. We become 
so accustomed to our physical surround- 
ings after many years of association that 
we may not be conscious of how our 
office may appear to others. Suppose 
you were to look at your office objec- 
tively—as if you were a client or per- 
haps a prospective customer seeing it for 
the first time. Does it impress you as 
being both attractive and efficient? 

Perhaps a few changes in the location 
of the equipment ,would improve its ap- 
pearance. The desks frequently get out 


of line and should be checked occasion- 
ally. Clearing the tops of files, desks, 
and radiators can work wonders. The 
lighting might be checked. Perhaps the 
window shades should be cleaned or re- 
placed. A rearrangement of the desks 
in line with the work flow would in- 
crease efficiency as well as appear more 
orderly. 

New and expensive equipment is not 
always necessary. Many agents, by a 
modest outlay for paint and varnish, 
have standardized all their office furni- 
ture in one attractive color. A clean, 

(Continued on Page 38) 
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‘Insurance To Value” Ad Campaign 
Successfully Reaching Vast Audience 


” anak ve advertising and promotional 
coverage of the entire nation marked 
the “Insurance To Value” campaign ot 


the National Board of Fire Underwriters, 


which entered its second month in oper- 





ation last week. Donald B. Sherwood, 
assistant general manager of NBFU, 
said this drive is the first time in his 


experience the National Board has gone 
into nationwide advertising on more than 
the usual institutional basis. 

The thirteen-week drive is accentuat- 
ing the need for increased insurance in 
the light of inflationary build- 
ings and household furnishings, the qual- 
ity of capital stock company services, 
and the importance of the local agent 
or ‘broker. Frederick W. Westervelt, 
manager of the public relations depart- 


costs of 


ment of NBFU, referring to the effect 
of the drive on the various companies, 
field organizations, and the 250,000 sales- 


the the 


men representing companies of 
National Board, said that the drive was 
“emphasizing the need for advertising 


on a local level.” He pointed out that it 


was essentially “a spark-plugging opera- 
tion that cannot sell insurance, but only 
create a fine atmosphere for the agents 


to produce in.” 


Public and Agents Alerted 


Theodore W. Budlong, assistant man 
ager of the NBFU public relations de- 
partment in charge of advertising, 


pointed to ‘his own personal experience 


as typical of the average American 
homeowner. “In the ea few years 
have gradually accumulated some $3,000 


worth of household electrical equipment, 


from television to washing machines, and 
none of it insured. My agent was evi- 
dently content merely to get my policy 
renewed without looking into my actual 
needs. The initiative in increasing the 
coverage came from me,” he related. 
Building costs, Mr. Budlong added, 
have risen almost 100% since 1945, leav- 
ing our homes and buildings roughly 
30% to 40% underinsured. The “Insur- 
ance To Value” operation has been de- 
signed to make the public aware of this 
situation and responsive to its agents 


when they call 

The advertising campaign, featuring 
over $800,000 worth of radio and tele- 
vision time, was mapped out by J. M. 
Mathes, adv gency at 260 Madi- 
son Ave. The account executive, David 
C. Gibson, is well acquainted with the 
problems behind insurance advertising, 
having been the vice president of the 
Maryland Casualty Co. for seven years. 
Together with executives of the National 
3oard the agency bought radio time and 
arranged to cover the 125 major markets 
in the U. 4 with 15 spot announcements 
a week tion for the 13 weeks 


rtising 


k in each sec 
of the drive. 

careful 
areas and 


study of 
their relative 


large marketing 
importance, un- 


dertaken by the Mathes agency, was 
used in preparing the distribution of 
radio time. The-ten largest population 


»vered 


double the cover- 


centers of the country are being c 
by 30 weekly “spots,” 


ace for other areas, and three to six 
short weekly television announcements. 
In addition to radio and television, ads 
to such mi igazines as the “Saturday Eve- 
ning Post” and “Time” are reaching an 
estimated 50 million readers. The agency 
will use accepted standards of measure- 
ment to determine as far as possible the 
degree of success of the campaign. 


NBFU Promotional Efforts 


The promotional side of the “Insur- 
ance te Value” campaign, in the hands 
of Al Drayton, Gene Berg, and Carol 
Van Sickle, reached all levels of publi- 
cations, wire services, women’s radio 
programs, and special and syndicated 
columnists, About 25 national magazines 
have been contacted. “There was an 
encouraging and cordial response to the 
story ideas sent out,” Mr. Drayton said. 

In the neighborhood of 500 house 
organs and trade papers have used news 
releases from the National Board. Some 
2,000 daily papers and 8,000 weeklies are 
provided with material on the drive. 
The special interest press has been 
reached by news releases to church pub- 
— ns, school and college newspapers, 
fraternity and sorority publications. 

“The NBFU releases have stressed fire 
prevention, inspection, and of course 
insurance coverage based on an up-to- 
date visual inventory for churches and 
educational buildings. “We have been 
acting with the knowledge that no ad- 
vertising campaign can be a really out- 
standing success without the extensive 
use of promotional activities to back it 
up,” Mr. ere explained. 


Excelsior lies Call 
For Adequate Rate Levels 


The Excelsior Insurance Co. of Syra- 
cuse, N. Y., reports that the company 
had assets of $3,191,560 at the close of 
1956. Policyholders’ surplus was $1,629,- 
690. Net premiums retained totaled $1,- 
175,287 and gross agency premiums, be- 
fore reinsurance, were $2,670,071. The 
company suffered a net underwritting 
loss of $163,353. Net investment income 
was $198,348. 

Harry L. Godshall of Atlantic City, 
chairman of the board, and President 
Forrest H. Witmeyer, commented on 
results in the annual report, and urged 
Insurance Commissioners to allow com- 
panies to charge higher rates in order 
to develop underwriting profits rather 
than to depend upon investments to keep 
from showing losses year after year. 


SEES FLOOD COVER SOON 


Meistrell Says Commissions to Producers 
Will Average 9% of Premium Paid 
by Property Owner 

Federal flood indemnity policies will 
be issued in 30 to 60 days according to 
an estimate of Federal Housing and 
Home Finance Administrator Albert M. 
Cole in further testimony before a 
Senate banking and currency subcom- 
mittee. Both Mr. Cole and Frank J. 
Meistrell, Commissioner of the Federal 
Flood Indemnity Administration, testi- 
fied for the second time as to the prog- 
ress of the program, stating that they 
were waiting on Congress to appropriate 
$50 million to get the program going. 

Mr. Meistrell said that commissions 
to brokers and agents will average 9% 
of the portion of the premium paid by 
the property owner, the latter amounting 
to 60% of the premium. There would 
be a floor and ceiling on commissions 
ranging from $5 to $100. Mr. Meistrell 
adhered to his earlier statement as to 
estimated range of rates for the cover- 
age, $1-$12/$100 after payment of the 
Federal subsidy with a deductible of 
$500 plus 5% of the remainder of the 
loss. There will be coinsurance provi- 
sions as well as a flat rate for both 
business and residential properties, pol- 
icyholders who coinsure to be given a 
lower rate. 

The Administration will oppose amend- 


ments offered by Senator Kennedy 
(Dem., Mass.) which would eliminate 
the present requirements that states 


share equally with the Federal govern- 
ment in the flood subsidy after June 30, 
1959. 





Stott to Address Monroe 
County Agents April 16 


John C. Stott, Norwich, N. J., former 
president of both the National Associa- 


tion of Insurance Agents and the New 
York State Association, will address a 
meeting of the Insurance Agents Asso- 
ciation of Monroe County, Inc., at noon 
on Tuesday, April 16, at the Chamber of 
Commerce. Invited to this meeting also 
are members of the Insurance Field 
Club of Rochester, the Adjusters Club 
of Rochester and the company Managers 
Association. On April 16 the advertis- 
ing committee of the association will 
meet according to Secretary Louis 
Hawes, to review preparations for the 
advertising campaign. 


Block Slated to Head 
D. of C. Agents Assn. 


The District of Columbia Association 
of Insurance Agents will hold a lunch- 





eon meeting today, April 12, to elect 
officers for the coming 12 months, 
Huntington T. Block, Jr., has been 
nominated for president to succeed 
President Joseph L. B. Murray, Jr. 
Other nominations are as follows: First 
vice president, Charles R. Barker, Jr.; 


second vice president, Carl A. Anderson: 
secretary, H. Ted Beuermann; treasurer, 
LP Hamilton Vance; state national direc- 
tor, Mr. Murray. 


Trustees are Gerald K. Cassidy, A. L. 
Jagoe, Jr., Ralph W. Lee, III, Bernard 
M. Levy, Hubert A. Newsom, Herbert 


M. Pasewalk, Walter Schilling, J. Doug- 
lass Wallop, Tr. 


NEW SNYDER, N. Y., AGENCY 

A business name has been filed in the 
Erie County, N. Y., clerk’s office for the 
All-Star Insurance, 25 Avalon Drive, 
Snyder, N. Y., by Joseph Inaello. 
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JAFFE AGENCY ON SAVINGS 


Possible Premium Savings to Assureds 
Under Form 1 By Holding Down 
Small Loss Claims 


Possible premium savings to assureds 
under a Form 1 Reporting Form Fire 
Policy is the subject of an article in the 
March issue of Points & Viewpoints, 
Jaffe Agency’s monthly house bulletin. 
“Don’t let your assureds claim every 
small loss—it’s too expensive,” the article 
advises. It goes on to point out that many 
otherwise well informed brokers are un- 
aware of the savings possible under this 
form, and that few realize the relation 
between fire loss claim frequency and 
premium savings. 

To illustrate this relationship, Points 
& Viewpoints offers the hypothetical 
case—purposely exaggerated, but mathe- 
matically correct—of an assured with 115 
locations and an annual premium of 
$30,000, of which $25,000 is in fire. A loss 
experience is assumed for an “adjusted” 
ratio of 50%. “By reporting his eleventh 
fire loss for $15,000, it will cost him pre- 
cisely $62,350 in extra premiums over 
five years.” As an example of a more 
realistic case, the article points out that 
an assured with 14 locations and an an- 
nual premium of $3,500 will have to pay 
$625 in extra premiums over five years if 
he reports a third loss, no matter how 
small. : 

The effect of fire loss claim frequency 
on risks with under five locations or un- 
der $2,000 annual premiums is negligible, 
the Jaffe article continues, but suggests 
several variable factors the broker 
should consider in dealing with any small 
fire claim. In many cases, the article 
concludes, the broker will be wise to 
advise his assured against making the 
claim. 
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Officials Dedicate America Fore’s 
New Building In San Francisco 








New seven-story structure of the America Fore Insurance Group's Pacific depart- 


ment, located at 160 Pine Street in San Fr 


Business and labor leaders and top 
California and San Francisco officials 
were among those who on April 9 dedi- 
cated the new granite-and-glass home of 
the America Fore Insurance Group’s 
Pacific department in San Francisco. 
The seven-story structure at 160 Pine 
Street in the city’s financial “Triangle” 
is designed to meet the needs of future 
business growth. Virtually every part of 
the new building was designed for office 
efficiency, economy of operation and 
employe comfort. 

Nicholas Dekker, vice president of 
America Fore and manager of the Pa- 
cific department, introduced the principal 
speakers at the ceremony, George J. 
Christopher, mayor of San Francisco, 
and F. Britton McConnell, Insurance 
Commissioner of California. J. Victor 
Herd, chairman and president of America 
Fore, who arrived in San Francisco from 
the head office in New York, thanked 
the people of San Francisco for their 
long time support of America Fore Com- 
panies and America Fore’s Pacific de- 
partment. 

Among other city officials present at 
the ceremony were Francis J. Ahern, 
chief of police; William F. Murray, fire 
chief ; Roger Lapham, Jr., chairman, San 
Francisco Planning Commission ; John 7 


Ferdon, president of the Board of Super- 
visors. 


“Granite and Glass” 


The Pacific department office staff, 
also attending the dedication, saw a 





. 
’s fi 





1 “Triangle.” 


structure combining safety, efficiency and 
comfort with the employe in mind. The 
new building is completely fire-resistive 
and constructed with heavily reinforced 
concrete in compliance with San Fran- 
cisco’s anti-quake building code. Out- 
standing exterior features are the ceiling- 
to-floor windows and the Kershaw pink 
granite “service core” that rises the full 
height of the building. The “core” houses 
elevators, stairways and wash rooms. In- 
terior highlights include an employe 
recreation area for reading; year ’round 
air conditioning; completely automatic 
elevator service; medical facilities for 
employes including laboratory, X-ray and 
rooms for minor treatment. The employe 
cafeteria, situated on the top floor of the 
building, is furnished pleasantly and 
offers diners a beautiful view of city 
and bay. 

America Fore’s Pacific department 
operations will remain as they have 
since January, 1956, under supervision of 
Vice President Dekker. Mr. Dekker, who 
has been with the America Fore all of 
his business life, heads a department 
which serves eight states—Arizona, Cali- 
fornia, Idaho, Montana, Nevada, Oregon, 
Utah and Washington: two territories— 
Alaska and Hawaii, and the Canadian 
Province of British Columbia. Pacific 
department has been located in San 
Francisco since 1917, the year the office 
was organized. 

Aiding Vice President Dekker with the 
task of supervising Pacific department 
from the new building will be: A. V. 
Holman, S. W. Weymouth, C. J. Beatty, 
secretaries; G. J. McGaffigan, Weed, 
McKeegan, J. R. Jones, assistant secre- 
taries, and H. J. Burns, assistant con- 
troller. 





Provide Multiple-Line Facilities 





$127,047 Auto Refunds to 
Illinois Policyholders 


Joseph S. Gerber, Director of the IIli- 
nois Department of Insurance, says that 
a thorough investigation of four com- 
panies charged by the Better Business 
3ureau with misclassification of auto- 
mobile insurance rates in Illinois has re- 
sulted in $127,047 being returned to IIli- 
nois policyholders. 

The investigation is aimed at com- 
panies which charged a premium in ex- 
cess of the applicable rates in automobile 
physical damage coverage. The Direc- 
tor stated that during the period in 
which the misclassifications took place, 
Illinois, unlike other states, had only a 
10% differential between Class I and 
Class II rates. Thus, the amount of re- 
funds would be considerably less in Illi- 
nois than in other states. 
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Zachman in Pa. Field for 
American Home Group 


The American Home Group has named 
William H. Zachman as special agent 
for southwestern Pennsylvania. Under 
the direction of Edward A. Logue, Pitts- 
burgh branch manager for the group, the 
new fieldman will bring to agents in his 
area the multiple-line services of Ameri- 
can Home Assurance Co. and the Insur- 
ance Co. of the State of Pennsylvania. 

Mr. Zachman has spent more than a 
quarter-century in the Pennsylvania in- 
surance field. For ten years prior to join- 
ing American Home, he covered eastern 
Pennsylvania for the Great American 
Group. From 1932 until he entered the 
U. S. Army, in 1942, he traveled western 
Pennsylvania as representative of Sun 
Insurance Office. He had previously been 
with the Royal-Liverpool Group. 








“I was ready with clear-cut answers to this camera dealer’s 
questions because I’d attended one of the Jaffe Agency’s forums on 
the subject a year or so ago. Result was a substantial policy delivered 


and paid for. 


“Placed it with the Jaffe office, of course. Those fellows are long 
on broker cooperation, so why shouldn’t they get all the business we 


can throw their way.” 
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Dwelling, Commercial, Mercantile, 
Industrial Multi-Peril Coverages 


, by adding to the coin- 
surance, fire and extended coverage con- 
tents rate and all other perils rate be- 
ginning at 15c for the first $5,000 and 


In the multi-peril dwelling field policy 
experimentation and innovation is cer- 
tain to continue Joseph F. Murphy, coun- 
sel, America Fore Insurance Group, as- 
serted in his talk before the Insurance 
Club of Buffalo, at Buffalo, N. Y., last 
month. He told the Insurance Day audi- 
ence that if and when the new Multi- 
Peril Insurance Conference comes into 
being in a few weeks it will prove a 
“powerful influence in the development 
of dwelling coverages of real and lasting 
benefit to the insurance public and it 
will create an atmosphere conducive to 
sound-rating.” 

As stated last month the new MIC will 
be formed through a “merger” of the 
present Multiple Peril Insurance Rating 
Organization and the Interbureau Insur- 
ance Advisory Group. Mr. Murphy 
stated that while it might be expected 
that the insurance industry—companies 
and producers—might wish now to di- 
gest the present multi-peril policies and 
to put business on the books on a real- 
istic basis, competition will not allow 
such period of relaxation and analysis. 


New Five Year Package Policy 


Mr. Murphy observed that a large in- 
surer is “pushing a contract which pro- 
vides for a five year term automobile, 
dwelling, liability, accident and health 
coverage with discounts allowed for the 
package. Other companies have seen fit 
to reduce minimum amounts for Home- 
owners coverages. Still other insurers, 
especially along the Pacific Coast, have 
attempted to pioneer the packaging of 
all coverages the typical homeowner 
might re quire. Another group has con- 
sidered the incorporation through a life 
affiliate of reducing term or mortgage 
insurance in the Homeowners Darkane. 
Then, too, there is the possibility of in 
cluding check forgery or accident anc 
health insurance options 

“Finally, and not to be overlo ked, ire 
the ere hero insurers, some claiming 
new methods of mass ieehnatitae 
While up to now rate competition in the 
package ish ing field has been compar- 
atively narrow, the likelihood exists that 
some eons may attempt to offer an 
embellished dwelling package form at a 
rate which fully reflects claimed acqui- 
sition and expense savings. 


Commercial, Mercantile and Industrial 
Multi-Peril Coverages 


“The year just passed witnessed the 
inauguration, through the concurrent fil- 
ings of traditional rating organizations, 
of two new forms, the Office Contents 
Special Form and the Commercial Prop- 
erty Coverage,” continued Mr. Murphy 

30th of these forms were recommended 
by Inter-Regional Insurance Conference. 
During 1956 we also saw the evolution 
of a new approach to the writing of man- 
ufacturing or processing risks through 
the Industrial Property Form. 

“The Office Contents Form provides 
coverage for all risks of direct physical 
loss to office contents, consisting prin- 
cipally of furniture, fixtures, equipment 
and supplies. Tenants interest in im 
provements and betterments may be in- 
cluded if the insured does not own the 
building where the contents are located. 
Practically all office occupancies are eli- 
gible except dc ctors and dentists and 
office contents of a mercantile non-man- 
ufacturing or manufacturing occupant 
when in the same fire division with the 
principal oc cupancy. 

“The principal exclusions are flood, 
earthquake and mysterious disappear- 
ance and the policy carries a $50 deduct- 
ible applicable to loss other than losses 
caused by fire and allied lines including 
burglary and robbery. 

“The policy may be written up to a 
term of three years. The minimum 
premium is $25 regardless of term. Coin- 
surance requirement is 80% and the rate 


is obtained simply 


reducing by steps 
over $75,000. 


“This form has been filed by concur- 
rent action of the local fire bureau, the 
Casualty Under- 
writers and the Inland Marine Insurance 
Bureau and has been approved in prac- 
tically all states including New York. 


National 


Commercial Property Coverage 


“This form provides coverage for all 


3ureau of 


2 


to Zc 


per thousand 
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risks of direct physical loss to stocks 


of goods, wares and merchandise. Furni- film, motor vehicles, aircraft, 
craft and excluded perils edit | 


ture, fixtures, equipment 


and advertising materials, 


signment. 
properties excluded 


also covered including packing materials “This coverage can be 
property sold either a reporting or non-reporting basis 
but not delivered, and property on con- and when the non-reporting form i 
certain important used, there is a minimum i 
such as records, requirement of 80% 


There are 


and contents 
improvements and betterments may be 
covered in the same policy. 
erty incidental to the principal stock is 


Other prop- 
ness interruption. 


and earthquake as well as loss occa- 
sioned by fraud or dishonesty and busi- 


All locations of a 








Commercial Union 
Assurance Co. Ltd. 


The Ocean Accident & 
Guarantee Corp. Ltd. 


American Central 
Insurance Company 


The British General 
Insurance Co. Ltd. 


The California 
Insurance Company 


Columbia Casualty 
Company 

The Commercial Union 
Fire Insurance Co. 


The Palatine Insurance 
Company Ltd. 


Union Assurance 
Society Limited 
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These letters are not just another alphabetical des- 
ignation for some public project. They stand for 
the Comprehensive Dwelling Policy. This is a mod- 
ern, convenient, low cost policy that is increasing in 
popularity as the “insureds’ selection” policy. It’s 
a single policy that the insured can tailor as one 
package containing all the kinds of insurance he 
requires, in amounts he deems adequate to protect 
his home. He buys what he wants and pays only for 
what he selects. 

In this one policy the insured can protect his 
Dwelling and Contents against fire and lightning 
and sixteen additional perils; his house furnishings 
and personal property, against theft; and his per- 
sonal liability, against accident claims for which he 
may be held legally responsible. The cost of this 
consolidated home protection usually is consider- 
ably less than for comparable protection bought 
under separate policies. 

Maximum convenience too! Only one policy— 
one total premium to pay—and one expiration date 
to remember. Also, in case of a loss, one agent of 
one organization handles all the insured’s interests 
whether the loss be Fire, Theft or Liability. Credit 
for existing insurance is generally allowable, so an 
insured can convert to the C D P at any time. 

It will pay you—to Sell Modern. Sell the C D P, 
one of the consolidated package policies written by 
the companies of the Commercial Union—Ocean 
Group. Ask us for particulars. 





COMMERCIAL UNION—OCEAN GROUP 











risk must be included, subject to rules 
of eligibility, although property is in- 
sured up to stipulated limit at any un- 
named location within territorial limits 
provided it is not a location owned, 
leased or operated or regularly used by 
the insured. 

“The minimum premium for this in- 
surance is: 


One Three 
Year Years 


Non-reporting endorsement $100 $300 
Monthly reporting form A 250 750 
Monthly reporting M.L.R.P. 750 2,250 


“The form has a $50 deductible applic- 
able to each loss except those caused by 
fire or allied lines while in the custody 
of a carrier or bailee or in transit. 

“This form is also rated by concurrent 
action of the local fire rating bureau, 
the National Bureau of Casualty Under- 
writers and the Inland Marine Insurance 
3ureau. To the applicable fire and ex- 
tended coverage rate is added the rate 
for ‘all other perils’ coverage. These 
latter rates have been worked up by col- 
laboration between the National Bureau 
and Inland Marine Bureau and are ob- 
tained from two sources; (1) type of 
business or risk classification and, (2) 
the location of the property or territory. 
In addition there are discounts available 
in respect to the ‘all other perils’ portion 
of the rate for watchmen, burglary alarm 
systems and secondary iron work; the 
presence of these discounts again em- 
phasizing the importance of the burglary 
and theft aspects of the coverage. 


New York Approval Expected Soon 


“Commercial Property Coverage has 
been filed in all states and approval has 
been forthcoming in 42 states, all except 
New York, Oregon, South Carolina, 
Texas, Virginia, and Wisconsin. (In 
Texas special provision has been made.) 

“In New York, information is to the 
effect that certain technical require- 
ments in respect to statistical plans and 
loss coding have been cleared and that 
the term discount aspect in respect to 
mercantile contents has been worked 
out. Approval should be forthcoming 
within 30 days so you may be well ad- 
vised to review the status of eligible ac- 
counts in your office,” Mr. Murphy told 
the producers. 

“As to the mechanics of handling 
Commercial Property Coverage: account 
rates are developed or verified by fire 
rating organizations based upon infor- 
mation submitted in the required appli- 
cation form which must be completed in 
detail. In that connection on reporting 
forms, Reporting Form Service Office is 
available to its members and subscribers 
as in the case of general cover policies 
written under multiple location rating 
plans. In the case of interstate risks the 
sponsoring rating bureau approach is 
also utilized. 


New Industrial Property Form 


“While the two forms discussed, the 
Office Contents Form and the Commer- 
cial Property Coverage, are actually in 


(Continued on Page 38) 
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Osear Andersen Retires; 
Cashier of America Fore 


WILLIAM B. ANKERS IS NAMED 





Andersen Veteran of 42 Years’ Servic 
With Group; Weydener Promoted 
to Assistant 





Oscar T. Andersen, cashier of the 
three fire companies of the America 
Fore Insurance Group at the home office 
in New York City, retired April 1 after 
42 years service with the Group. William 
B. Ankers, formerly assistant cashier, 
was appointed cashier succeeding Mr. 
Andersen, and Edwin A. Weydener was 
named assistant cashier. 

A native of Brooklyn, Oscar T. Ander- 
sen attended local schools. He was first 
associated with Lunham & Moore, 
freight brokers, in New York City. He 
joined the America Fore Group in 1915 
in the local department in the home 
office in New York City. He later trans- 
ferred to the cashier department and 
rose to the position of assistant cashier 
of the fire companies of the group. He 
was appointed cashier in 1954. 


W. B. Ankers and E. A. Weydener 


Mr. Ankers, who was born in New 
York City, joined Niagara Fire Insurance 
Co., a member of the group, in 1920 as a 
clerk in the cashier department. 

In 1929 he was named securities clerk 
and in 1933 became payroll supervisor 
of the Continental Insurance Co. of the 
group. He was appointed manager of 
the social security department in 1937 
and in 1952 was named assistant cashier 
of the three fire companies of the group. 

Mr. Weydener, a native of Brooklyn, 
attended Franklin K. Lane High School. 
He joined America Fore in 1929 as an 
office boy and was promoted through 
the positions of securities clerk and pay- 
roll supervisor for the three fire com- 
panies. He was appointed assistant to 
Mr. Andersen and Mr. Ankers in 1954. 


UGA Tournament May 17 


The Underwriters Golf Association an- 
nounces that the Spring tournament will 
be held Friday, May 17, at the Baltusrol 
Golf Club at Springfield, Union County, 
N. J. Past President Rankin Martin 
has made it possible for the association 
to play the lower course at that club. 


New Jersey CPCU Meets 

R. Maynard Toelle, CPCU, secretary 
of the American Foreign Insurance As- 
sociation, was guest speaker at the April 
11 meeting of the New Jersey Chapter 
of the Society of Chartered Property 
and Casualty Underwriters at the West- 
wood Restaurant in West Orange. 

Mr. Toelle discussed insurance prob- 
lems of various countries and showed 
colored slides of his recent trip to South 
Africa. A member and former president 
of the New York Chapter of CPCU, 
Mr. Toelle has appeared on the New 
Jersey program several times previously 
to discuss international aspects of insur- 
ance operations. 


Firth Excelsior Fieldman 

The Excelsior Insurance Co. of Syra- 
cuse, N. Y., has named Richard Firth 
as supervising agent in Pennsylvania 
and Maryland, the appointment being 
made due to certain changes in the com- 
pany’s field territories. 

A native of Phillipsburg, N. J 
Firth is a graduate of the Wharton 
School at the University of Pennsyl- 
vania. He has had agency experience in 
Easton, Pa., and has traveled in the field 
for several insurance companies includ- 
ing the United States F. & G.,, the 
Zurich Group and more recently the 
National of Hartford Group, 


J., Mr. 


Nearly $3,000,000 Loss 
In Southwest Windstorms 


Estimated insurance losses of $1,500,- 
000 in the tornado that cut a 21-mile 
arc of damage and destruction through 
Dallas about 4:30 p.m., April 2, and of 


the basis of early reports. 

The Dallas tornado involved more than 
1,300 losses, according to the tabulation, 
divided as follows: 1,285 dwellings for 
losses of nearly $1,000,000; 10 large mer- 
cantiles and special hazards for $400,000; 
30 churches, service stations and small 


mercantiles for about $75,000, and 14 
apartment unit buildings in medium and 
low-priced areas for $30,000. 

More than 4,000 losses are expected 


$1,040,000 in 11 other similar storms in 
other areas of Texas, Oklahoma and 
Arkansas, April 2-3, were reported late 


last week by James F. Miazza, general to result from the 11 other storms 
manager of the southwestern depart- spawned by weather conditions over 
ment, General Adjustment Bureau, on large areas of the Southwest. 





He tried to 


KIDNAP 
a movie queen! 


In a clearing at the edge of the Orinoco jungle, an Ameri- 
can employer was treating the villagers to a movie. 

Suddenly a terrible figure loomed up. In an instant, a 
whooping band of Indians had swept out of the jungle 
behind him! Amid wild shouts and screams, they carried 
away the dancing lady and the talking box! 

That savage sortie cost an American firm thousands of 
dollars in loss of property and injuries to its guests. 

But that American company recovered every cent — 
through American insurance! It was written by their 
American insurance agent, through American Interna- 
tional Underwriters. 

All AIU requires is the same information needed for 
domestic risks. AIU does the rest! 

Complete coverage is planned, 
tailor-made to any business. Policies 
are written in familiar contract 
terms. Claims action is “on the 
spot.” 

Payment is in whatever currency 
is used to pay premiums—including 
U.S. dollars where local laws permit. 

You can insure foreign risks eas- 
ily. They will add a new—and boom- 
ing — source of income to your port- 
folio... open the doors to new ac- 
counts... .“competition-proof” your 
present business. 

You don’t have to be an expert to 
handle foreign risks. Take them to 
AIU — and AIU is your expert! For 
full information and literature, 
write to Dept. F of the AIU office 
nearest you. 
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GEORGE H. FINLAY TO SPEAK 


Will Address New York Chapter ASIM 
on Use and Occupancy Insurance 
Problems 

“Use and Occupancy Insurance Prob- 
lems” will be the subject of an address 
by George H. Finlay, manager of the 
loss department of Alexander & Alex- 
the monthly luncheon 

New York Chapter, 
American Society of Insurance Manage- 
ment, Inc. to be ‘held on Thursday, April 
25, at the Downtown Athletic Club, New 
York City. ‘ 

Mr. Finlay was born in Clinton, Mass. 
in 1906 and entered the insurance busi- 
ness immediately following his gradua- 
tion from the Worcester Polytechnic In- 
stitute of Worcester, Mass. and was with 
the Factory Insurance Association for 18 
years. In 1946 he became claims man- 
ager for Alexander & Alexander, Inc. 

This will be an open meeting; guests 
are welcome. Advance reservations may 
be made by mail or telephone to the 
American Society of Insurance Manage- 
ment, Inc., 49 West 32nd Street, New 
York E: 


ander, Inc. at 


meeting of the 


New Homeowner Coverage 


Offered by Allstate Co. 


The Allstate Insurance Company an- 
nounces plans to offer new Homeowner 
coverage in two policy forms, combining 
dwelling and household contents fire 
insurance, general liability insurance and 
personal theft coverage in one package 
Sale of the new policies will begin as 

as approvals have been received 
from the various state Insurance De 
partments. 

The Allstate packaging of the cover- 
ages is a logical development as a result 
of the company’s introduction of theft 
insurance in February, according to 
President Judson B. Branch. 

“As a complement to Allstate’s Home 
Protection Plan coverages, the Home- 
owners policies offer complete home pro- 
tection in a single package,” Mr. Branch 
said. “They will be sold at package rates 
lower than those generally charged for 
this type of protection by most other 
companies.” 


soon 


Northern Assurance 


Silver Club Elects 


The Northern Assurance Silver Club, 
consisting of employes who have been 
with the company 25 years or more, has 
elected the following officers: president, 
Louis J. Corbett; vice president, Viola 
C. Whaley; secretary, Marie Peck; 
treasurer, Fred G. Schalk. 

The club now numbers 59 members. 
In addition there are 14 honorary mem- 
bers (retired), two less than a year ago 
due to the death of R. P. Barbour, former 
United States manager, and C. W. 
Cooper, former company secretary who 
died March 16 of this year. 

At the meeting, C. A. Grabau and 
J. W. Kaiser, both of the New York 
metropolitan and suburban department, 
were congratulated on reaching their 
30th anniversary. 


Adjustment Bureau Names 


Ivory Executive Assistant 

R. G. Bachman, executive vice presi- 
dent of the General Adjustment Bureau, 
Inc., announces appointment of J. Ken- 
neth Ivory, formerly assistant manager 
of the Eastern department casualty di- 
vision, as executive assistant in the bu- 
reau’s national office. 

Mr. Ivory will assist James H. Don- 
aldson, casualty claims counsel, who not 
only will continue in the coordination of 
the bureau’s casualty facilities nation- 
wide, but also will manage and direct 
the casualty operations in the states 
comprising the bureau’s Eastern depart- 
ment. 
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Murphy On Policies 
(Continued from Page 36) 


business, the Industrial Property Form, 
although in existence and filed at least 
in part in practically all of the states 
has not yet been finally approved in any 
state. It is anticipated that final ap- 
proval will be forthcoming very shortly 
and I believe that we should look upon 
the Industrial Property Form as a mul- 
tiple line tool which will soon be at our 
disposal. 
‘The 
developed by 


Industrial Property Form was 
the Interbureau Insurance 
Advisory Group and has been recom- 
mended to the various regional or local 
fire advisory or rating organizations for 
filing in their ot i states. Since 
the coverage includes casualty (first 
party) and inland marine insurance, the 
whole program is being handled on a 
concurrent filing basis. 

“As of now, the National 
Casualty Underwriters and the Inland 
Marine Insurance Bureau have filed 
their portions of the program nationwide 


Bureau of 


and several st ites have, in effect, ap- 
proved their filings. Other states are 
probably awaiting the fire organization 


filing to complete the package. 

“As of now, no fire regional advisory 
organization has sent out the program 
for filing although one regional fire or- 
ganization has approved the form but 
has deferred filing action. One state 
fire rating organization has voted to file. 

“What coverage does the Industrial 
Property Form provide? It covers per- 
sonal property, buildings and improve- 
ments and betterments. The coverage 
provided to personal property and build- 
ings broad and includes fire and al- 
lied lines, sprinkler leakage, burglary 
and robbery. In addition, as an optional 
coverage, all direct physical loss cover- 
age can be obtained in respect to per- 
sonal property. 


Three Forms Available 


is 


“The form is available on a reporting 
(Form 100) and non-reporting (Form 
200) basis and the Special Personal 


Property Endorsement (Form 300) con- 
tains a $100 deductible which is not ap- 
plicable to the basic coverage provided 
nor to transit losses. 

“As to coinsurance, full reporting 
required or if the form is written on a 
non-reporting basis, it may be written 
with a 90% or 100% clause. Policies 
may be written for a term of one or 
three years; the three year rate being 


is 


2.5 of the annual rate. Minimum pre- 
miums regardless of term are: 
“Personal Property Only (1.P.F. #100 
or 200) $2,500. 
“Personal Property Only (1.P.F. #100 


r 200 with I.P.F. #300 attached) $5,000. 


“Personal Property and Buildings 
(1.P.F. #100 or 200) $7,500. 

“Personal Property and ee 
(1.P.F. #100 or 200 with I.P.F. +300 at- 


tached) $10,000. 

“The mechanics of obtaining rate quo- 
tations are similar to the procedures now 
used in the general cover field and re- 
ferred to in the case of the Commercial 
Property Coverage. Detailed underwrit- 
ing information is necessary and the Re- 
porving Forms Service Office is available 
to its members and subscribers. 

Features of Policy 

“One of the new attributes of this 
coverage is the extension of the multiple 
location rating plan credits to real prop- 
erty, e.g., building and machinery. The 
basic annual average rates are subject to 
credits for size of premium and disper- 
sion of risk. The maximum credit per- 


mitted on buildings and machinery is 
15%, while the maximum credit per- 
mitted on personal property is 43%. A 


credit reduction takes place if the fire 
loss experience has been adverse. 
Manufacturer’s Output Policy 
“You may ask in connection with the 
Industrial Property Form program 
where does the Manufacturer’s Output 
Policy now stand? The Manufacturer’s 
Output Policy, which does not cover 
buildings or machinery, has for some 
years now been rated by MPIRO. I un- 
derstand that there are some 200 MOP 
policies in force with premiums in the 
of $7,000,000 annually. Since the 


area 





group with which I am associated has 
not been an MOP market, I cannot 
speak as to rating practices or individual 
company experience on the coverage. 
“Companies which pioneered and have 
continued to afford MOP coverage ap- 
pear desirous of continuing the writing 
of this form. Accordingly, it is contem- 
plated that, pending the coming into 
being of the Multi-Peril Insurance Con- 
ference, MPIRO shall take immediate 
steps to recommend the filing of the 
MOP through the concurrent action of 
the various established rating organi- 
zations (fire, casualty and inland ma- 
rine). Upon formation of the new ad- 





Beling On Profits 
(Continued from Page 33) 


efficient office will attract and keep a 
higher grade of personnel as well as 
serve as one of your best advertise- 


ments. 
Modernize Thinking 
Too often we do things in a certain 
way merely because we have always 
done it that way. Streamline your office 





visory organization, that work will be 


taken over by it.” 


procedure. Use mechanical aids where 
possible and desirable to step up your 
work flow. Eliminate as much as pos- 
sible all unnecessary duplication. Re- 
member that every dollar you save on 
your operating costs is clear profit to 
you, and represents at least ten times its 
equivalent in premium volume. 


SCHLICK IN NEW FIELD 
The Phoenix of Hartford Insurance 
Companies have transferred State Agent 
H. Marshall Schlick from Decatur to 
Peoria, IIl., to supervise the company’s 
operations in central and_ southern 
Illinois. 








No need for upset! 


Assure your clients dependable 
protection with prompt, 
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Safeguard their shipments 
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N. Y. Court Holds Specific Cover 
Liable Rather Than Floater Policy 


Herman B. Zipser, well known New 
York attorney, and representative of the 
plaintiff-respondent Bernard Blinbaum and 
the Northern Assurance, third party de- 
fendant-respondent, in the court case which 
a discusses below, has analyzed this im- 
portant decision in the controversy in- 
volving the question of which policy is a 
specific one when a loss occurs that m- 
volves two policies held by the insured. 
The New York Appellate Term upheld the 
lower court in its decision that a policy 
covering a specific peril becomes liable for 
the loss and not the general personal prop- 
erty cover floater written prior to the spe- 
cific insurance. Hill, Rivkins, Middleton, 
Louis & Warburton were attorneys for 
the Union Marine & General, defendant 
and third party plaintiff-appellant. Mr. 
Zipser’s article, including much of .the 
court’s decision, follows in two parts: 


Part I 


A decision of significance was affirmed 
by the Appellate Term of the New York 
Supreme Court late in 1956, in the action 
of Blinbaum vs. the Union Marine & 
General Insurance Co. Ltd. of Liver- 
pool, Northern Assurance Co. Ltd. et al., 
149 N.Y.S. (2nd) 481; 158 N.Y.S. (2nd) 
969. 

Plaintiff Blinbaum was an assured of 
the Northern Assurance Co. Suit was 
brought in its assured’s name against the 
Union Marine. Union Marine impleaded 
the Northern on a third party complaint, 
alleging Northern to be liable to Union 
Marine under Northern’s policy if Blin- 
baum were to recover against Union 
Marine. 

Both plaintiff Blinbaum and its insur- 
ance carrier, Northern Assurance, moved 
for summary judgment and the Union 
Marine likewise moved by cross motion 
for summary judgment. Mr. Justice 
Garrison, in what we know to have been 
one of his final decisions before his sud- 
den death, legally clarified what has 
been common practice among first line 
insurance carriers, cognizant of their ob- 
ligations, by virtue of their insurance 
contracts. 


Compromise and Arbitration 


That a baggage policy is specific cov- 
erage for a specific purpose cannot be 
argued. Nevertheless, that fact has been 
beclouded and trodden upon by_ the 
theory of compromise and arbitration— 
to such extent that some carriers, spe- 
cializing in this type of coverage, brazen- 
ly expected and demanded of carriers 
not primarily liable that they contribute 
to loss adjustment or even pay the loss 
—with the hope of getting some con- 
tribution by way of subrogation. 

Such attitude in a volume of small 
losses can and does adversely affect loss 
ratios in the industry. This is so, even 
though the “guiding principles” sub- 
scribed to by a majority of stock, fire 
and marine companies, and even by some 
of the mutual companies, by addendum 
to agreement, effective on policies on 
and after September 1, 1948, provides as 
follows: 

“Insurance under a trip transit cer- 
tificate or policy shall be deemed to be 
primary insurance in respect to the Per- 
sonal Property Floater covering the 
same property.” 


Specific Nature of Transit Policy 


The foregoing ‘indicates the recogni- 
tion of the primary and a specific na- 
ture of a transit policy compared to the 
general and secondary nature of the 
Personal Property: Floater of the type 


of the Northern policy—as recognized 
by the majority of the companies in the 
industry. 

Such, moreover, appears to be the in- 
tention of the draftsman of the New 
York State Insurance Department’s ap- 
proved personal property floater form 
of third party defendant, Northern As- 
surance Company, as is obvious and 
clear from paragraph “8” of the said 
policy, the last part of which after re- 
ferring to other valid insurance on the 
insured property, continues as follows: 

“Then, this insurance was applied only 
as excess insurance over all such other 
insurance and in no event as contribut- 
ing insurance.” 

The recently deceased Justice Gar- 
rison, in his Municipal Court decision, 
reported in 149 N. Y. Supp. 2nd, page 
481, now affirmed by the Appellate "Term, 
held that where two casualty policies on 
the same personalty each provided that 
the coverage should be only excess in- 
surance as to property otherwise insured, 
that policy which insured against haz- 
ards of travel was the specific insurance 
and the other was general insurance, al- 
though the other particularly described 
the property insured, limited coverage 
depending upon location of property, 
and attached earlier, 


Justice Garrison’s Opinion 


The opinion of Mr. Justice Garrison 
reads in part as follows: 

“Northern’ s Policy, under paragraph ‘4, 
Extensions.” ‘5, Limitations,’ and ‘6, Ex- 
clusions,’ refers to ‘residence’ or ‘other 
residence.’ Northern’s policy provides— 
paragraph 8. Other insurance, * * * If 
at the time of loss or damage, there is 
any other valid and collectible insurance 
which would attach * * * had this policy 
not been effected, then this insurance 
shall apply only as excess insurance over 
all such other insurance and in no event 
as. contributing insurance. 

“Thereafter, plaintiff procured a ‘bag- 
gage insurance policy’ from the de- 
fendant, the Union Marine and General 
Insurance Company, Limited, of Liver- 
pool, England (hereinafter called Union 
Marine), for a 30-day period, and said 
policy provides, ‘This insurance covers 
against all risks of loss of or damage 
to baggage containers and personal ef- 
fects carried therein or worn or carried 
on the person and owned or used by the 
assured or by any member of the as- 
sured’s family acompanying him whilst 
in transit by water or land or air, or 
whilst in any hotel or other building 
during travel anywhere in the world, 
* * *’ The policy further provides, 
‘This insurance does not cover * * * 
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loss, damage or expense to property spe- 
cifically or otherwise insured.’ 


Question of Which Is Specific Policy 


“The question for this court’s deci- 
sion is a question of law—which policy 
is the specific and primary policy and 
which is the floater or general policy. 

“Defendant Union Marine contends 
that Northern’s policy is primary and 
specific insurance because (1) it particu- 
larly described items of merchandise in- 
sured; (2) limits insurance to items 
which are named and valued; and (3) 
limits coverage, depending upon place 
where located; and (4) Northern’s policy 
attached prior to Union’s policy. 

“Northern contends that Union Ma- 
rine is primarily liable on the risk in- 
volved, being a specific policy designed 
primarily to cover the baggage of the 
assured against risks involved during 
travel. 

“Counsel for both sides cite and rely 
on the same New York cases, following: 
Fairchild v. Liverpool & L. Fire & Life 
Ins. Co., 51 N. Y. 65; Klotz Tailoring 
Co. v. Eastern Fire Ins. Co., 116 App. 
Div. 723, 102 N.Y.S. 82; Gordon v. Frank- 
lin Fire Ins. Co., 262 App. Div. 328, 28 
N.Y.S. 2d 480; and Davis Yarn Co. v. 
Brooklyn Yarn Dye Co., 293 N. Y. 236, 56 
N.E. 2d 564. 


Union Marine Contention 


“Union Marine contends that this 

court should apply the rule that insur- 
ance is specific where the property or a 
particular place where the property is 
located is specified, in accordance with 
the rule enunciated in the Gordon case 
supra, 28 N.Y.S. 2d at page 482, as fol- 
lows: 
» “%** The term “specifically insured,” 
as so used, would seem to mean insur- 
ance which particularly describes items 
of merchandise insured or specifies a 
particular place where the merchandise 
is located, and limits the insurance to 
such items or Idcality * * *.’ 

“The question of what is specific in- 
surance is confusing and has occasioned 
differences of opinion. 

“In the Davis Yarn case supra, 293 
N. Y. at page 253, 56 N. E. 2d at page 571, 
the Court of Appeals stated: 

“*The question of what is “specific in- 
surance” is one upon which there has 
been much difference of opinion among 
the courts. Insurance may be specific 
because it insures against a specific peril. 
It may insure in a specific amount as 
distinguished from monthly reporting in- 
surance, * * * It may insure property at 
a specific location as distinguished from 
property insured wherever it may be.’ 

“Union Marine clearly insured the 
plaintiff herein against a specific peril.” 

(To Be Concluded) 
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Hull Results for 1956 
Held Unsatisfactory 


SYNDICATE REPORTS FOR YEAR 





Premium Volume Up 12% Over 1955, 
But Rates on 76 Fleets Declined; 
1,648 Foreign Fleets Insured 





Underwriting results of the American 
Hull Insurance Syndicate for the fiscal 
year ended November 30, 1956, were gen- 
erally unsatisfactory, Clifford Cornwell, 
chairman of the board of managers, an- 
nounced. The syndicate is the principal 
American market for ocean marine hull 
insurance and makes available coverage 
for larger vessels in ocean fleets of the 
United States and countries. 
Most insurance companies doing an 


foreign 


ocean hull business in the United States 
are members of the syndicate. 

Mr. Cornwell said that while losses 
incurred were heavier than in 1955 in 
all categories, the largest increase was 
in total losses including the “Andrea 
Doria,” the tanker “Salem Maritime” and 
the cargo vessel “Washington Mail.” 


Decline in Premium Rates 


The report shows that in spite of 
heavier losses in 1956 the Hull Syndicate 
premium rates on the 76 domestic fleets 
whose policies were renewed last year 
declined nearly 3%. This marked the 
second straight year that premium rates 
of the syndicate have decreased 

Mr. Cornwell also listed the following 
significant features of the latest fiscal 
year: 

Total net premiums written increased 
12% over 1955 due to increases in fleets 
insured and increases in vessel valua- 
tions. An increase of 95% in premiums 
for coverage of ships under construction 
reflects expanded ship construction ac- 
tivity in domestic yards. 

The syndicate participated in insuring 
1,648 foreign vessels as of November 30, 
1956, an increase of 435 vessels over the 
number insured a year earlier, thus bol- 
stering its international position. 

Mr. Cornwell said that the current 
high rate of vessel activity unfortunately 
but understandably created difficulties 
for owners in adequately maintaining 
their vessels. This fact coupled with mass 
aging of domestic dry cargo fleets may 
be expected to result in increased in- 
cidence and seriousness of losses. 

He went on: “Time is not available for 
drydocking, inspection and repair; and 
deferment of work results in aggrav ation 
of damage and the threat of serious 
casualties. Dilution of qualified personnel 
in staffing vessels also invites increased 
collision, negligence and navigational 
casualties.” 
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Nuclear Ins. Panel ; 
For AMA Meeting 


MAY 8-10 AT HOTEL STATLER, N.Y. 





Ss Conference to Hear Sen. Ander- 
a W. Yount, C. J. Haugh and W. 
1,000 Attendance Expected 


son, 


H. Berry; 


Insurance needs in the nuclear age 
will be highlighted at the American 
Management Association’s spring insur- 
ance conference, May 8-10 in Hotel Stat- 
lor, New York, More than 1,000 insur- 
ance executives will hear a distinguis shed 
four-man panel discuss the new imsur- 
ance needs occasioned ‘by the use ot 
nuclear energy and its possible all-out 
catastrophe. 


nuclear insurance 


The line-up for the n t i 
panel is as follows: United States Sena- 
tor Clinton P. Anderson, of New Mex- 
ico: Wm. H. Berry, vice president, 
America Fore Group Cos.; Charles J. 
Haugh, vice president, the Travelers, 
and Hubert W. Yount, vice president, 
Liberty Mutual. Chairman will be Dr. 
Tibor F, Nagey, general manager, nu- 
clear division, Glenn L. Martin Co., 
Baltimore, Md. 4 

Leffert Holz, Superintendent of In- 
surance, New York State, will be the 
luncheon speaker on the closing day, 
May 10 of the AMA Conference. He 
will be introduced by Roy L. Jacobus, 
manager, insurance and pension depart- 
ment, Ford Motor Co., who is AMA vice 
president in charge of its insurance di- 
vision. 

Progress in corporate insurance, prob 
able future developments in the fire and 
casualty fields and the part competition 


development of broader 
erage, will be discussed by John 
Blades, partner, Blades & Macaulay, 
Newark, N. J.; Ernest L. Clark, presi- 
dent, Corporate Advisors, Inc, Ne 

York: and W. Beaumont Whitney II, 
partner, Lukens, Savage & Washburn, 
Philadelphia, Pa. in a half-day session 
devoted to the dynamics of corporate 
insurance 


play s in the 


Four Company Case Studi:s 
Four company case studies will illus- 
trate changing approaches to the public 
iability risk by describing their own 
‘overages now compared with five years 








ago. Included will be a discussion of a 
recent AMA survey covering changes 
in the corporate approach to general lia- 
bility coverage 

Other subjects on the conference 
agenda include: the influence of taxes 
‘ insurance planning by George W. 
Robinson, assistant treasurer, Sharon 
Steel Corp., Sharon, Pa. and the problem 
of insurance coverage for new construc- 
tion which will be analyzed by H. A 


Kammer, executive vice president in 


charge of engineering, design and con- 
struction, American Gas and Electric 
Service Corp., New York. 

Registration fees for the three-day 


conference are $35 for AMA members; 
$45 for non-members. 


McCONNELL APPROVES NAME 

Casualty Underwriters of the Halifax 
Insurance Co. of Massachusetts is the 
name approved as of April 1 by Insur- 
ance Commissioner F. Britton McCon- 
nell for an underwriter for the Halifax 
which is member of the Employer’s 
Group. 


ADMITTED TO PUERTO RICO 


Carolina Casualty, Burlington, N. C., 
has been admitted to Puerto Rico to 
write public lability, automobile and 


aviation insurance 


coverages. 


U.S. F. & G. Announces 
Executive Promotions 


PHELAN NOW _ V.P.-TREASURER 





Oster Moves Up to Financial V.P.; Har- 
rington, Placht, Bauer and Mueller 





Also Promoted 
Six executive promotions were an- 
nounced by the United States F. & G. 


following the recent meeting of its board 
of directors in Baltimore. They are as 
follows: 


William R. Phelan, controller, was 
elected vice president-treasurer; R. Wil- 
son Oster, assistant vice president, was 


elected financial vice president. 
In addition William T. Harrington and 


Joseph L. Placht, assistant controllers, 
were elected assistant treasurers; Charles 
T. Bauer, senior security analyst, was 


elected an assistant secretary, and Her- 

bert W. Mueller, assistant manager, was 

elected resident secretary at Chicago. 
Phelan Succeeds Hoblitzell 

Mr. Phelan succeeds Alan P. Hoblit- 
zell, who has retired from active service. 
He has been controller since 1949. A 
past president of the Baltimore Control 
of the Controllers Institute of America, 
Mr. Phelan is a member of the National 
Association of Cost Accountants, and 
author of articles on accounting and 
management for national trade publica- 
tions. He holds an A.B. degree from 
Holy Cross College, and an M.B.A. de- 
gree from New York University. He 
served in the Navy in World War II 
and is now a commander in the Naval 
Reserve. 

Mr. Oster succeeds Jesse H. 
also has retired from the U. & G. 
He started in 1934 in the otek 
depa rtment and ‘became an assistant vice 
presid ent in 1952. A native of Kentucky, 
he holds an A.B. degree from the Uni- 

ersity of Kentucky and an M.B.A. from 
H. urvard 

Mr. Harrington, 


4 iy 


who 


who was employed 
in 1923, and Mr. Placht, who wag em- 
ployed in 1931, have held various posi- 
tions in the eigen operations of the 

S. F. & ( 

Mr. Bauer came to 
1954 as senior security analyst. He is 
president of the Baltimore Security 
\nalysts Society and director and vice 
president of the National Federation of 
Financial Analysts Societies. He has an 


the company in 


A.B. degree from Harvard and an 
M.B.A. from New York University. 
Since his employment at Chicago in 


1939 Mr. Mueller has held various posi- 
tions in the casualty underwriting divi- 
sion of that office and became an assist- 
int manager in 1952, 


NACSA Directors in 
Midyear Chicago Session 


J. EDWARD COCHRAN PRESIDES 





Take Action on Three Industry Prob- 
lems; Accept C. C. Jones Invitation to 
Hold 1958 Midyear in Kansas City 





The board of directors of National 
Association of Casualty & Surety Agents 
at its midyear meeting April 4-5 in 
Ambassador East Hotel, Chicago, de- 
voted most consideration and debate to 
compulsory insurance, UJ fund legisla- 
tion, the uninsured motorist coverage, 
insurance of atomic energy projects and 
misclassification of physical damage in- 
surance in the field involving automobile 
finance business. 

J. Edward Cochran of Hagerstown, 
Md., NACSA president, presided at the 
meeting which was attended by all ex- 
ecutive officers in addition to the di- 
rectors. George M. Proctor, Chicago, 
director of National Association of In- 
surance Brokers, was among the guests. 

Three motions, unanimously adopted 
by the board, reflect the attitude of 
NACSA on current industry problems. 
Highspotted, they are as follows: (1) 
The board considers the sale of unin- 
sured motorist coverage in the public 
interest and urges NACSA members to 
educate their clients to the advantages 
implicit in the purchase of this insur- 
ance protection. (2) President Cochran 
was instructed to appoint a committee 
to study rating laws of several states 
and administration of same. In connec- 
tion with this study Mr. Cochran is to 
invite participation of committees ap- 
pointed by presidents of NAIA, NAIB 
and NASBP. (3) The Factory Insurance 
Association is requested to approve use 
of the five-year installment premium 
payment plan and to eliminate restrictive 
countersignature requirements. 

NACSA’s board also emphasized its 
continuing desire to cooperate with other 
producer groups in solution of common 
problems. In addition the board accepted 
the invitation of Cliff C. Jones, Kansas 
City executive and NACSA past presi- 
dent, to hold its 1958 midyear meeting 
in that city. 

Reports were made by B. H. Paddock, 


Detroit, NACSA vice president; ’ Guy 
Warfield, Baltimore, who is insurance 
producers’ representative on_ Federal 


flood insurance advisory committee, and 
Robert Noble, Wichita, on public rela- 
tions activities. 


AMERICAN SURETY CO. AWARDS 





Employe Suggestion Program Recog- 
nized at Luncheon; Corrie Wheeler 
Wins Her 4th Lafrentz Award 
The annual suggestion award luncheon 
of the American Surety Co., was held 
April 8 at 105 Broadway, N. Y. office. 
At the gathering it was announced that 
the F. W. Lafrentz Award of $100 had 
been won the fourth time by Corrie 
Wheeler, superintendent of the Atlanta 
branch office, for her outstanding indi- 














GERLING INSURANCE 
a 


Gerling International Insurance Company, Del. U.S.A. 


Robert Gerling & Co., Inc., Managers 
27 William Street, New York 5, N. Y. 


Universale Reinsurance Company 
Bahnhofstrasse 1, Zurich, Switzerland 


Gerling-Konzern Rhine-Group Insurance Company 
Hohenzollernring 2-10, Cologne, Germany 
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New IAC Awards To Be 


Made at June Meeting 


JUNE 23-26 AT SPRING LAKE, N. J. 
Program Chairman W. W. Clement of 
AIU; Exhibits of Both Agent and 
Co. Advertising to be Displayed 





Advertising from both agent and com- 
pany point of view will be the general 
theme of the annual meeting of the In- 
surance Advertising rt an ae ed to be 
held at Spring Lake, N. J., June 23-26. 
Anticipating greater interest than ever 
before in the over-all subject of insur- 
ance advertising, Program Chairman 
W. W. Clement, public relations man- 
ager of American International Under- 
writers Corp., announces sessions on 
company advertising objectives, agency 
advertising helps, advertising techniques 
applied to new products and new mar- 
kets, and public relations. The guest 
speakers will be announced shortly. 

At the annual banquet on June 235, 
the winners of the Agents Advertising 
Awards contest will be presented with 
their “IAC Oscars.” This year, for the 
first time, there will also be a presenta- 
tion of “TAC Oscarettes” to agents for 
excellence in the use of specific forms 
of advertising. In all 16 awards will be 
made. J. K. Cagney, superintendent, 
advertising department of National Fire 
Group, who is chairman of the contest, 
reports an increase in the number of 
entries submitted. 


Exhibition of Company Advertising 


In addition to the agency awards, the 
Conference will inaugurate a more com- 
prehensive advertising exhibition for its 
member companies at this meeting. Last 
year an informal exhibit of such adver- 
tising proved so popular that the exhibit 
has been established permanently on a 
larger and more formal basis. Blue rib- 
bons and certificates of excellence in 14 
classifications will be given for the best 
material selected by a panel of judges. 
Charles K. Oaks, Jr., of the Travelers’ 
public information and advertising de- 
partment, is chairman of this exhibit. 

Each company may submit as many 
entries in any catgory as it desires. A 
fee of 4 per entry will be charged to 
cover handling and cost of poster stock 
and other material. The exhibit mate- 
rials must have been used between Janu- 
ary 1, 1956 and December 31, 1956. 





vidual contribution to the suggestion 
program for the year ending February 
27, 1957. 

During the past 14 years Miss Wheeler 
has achieved an exceptional record by 
submitting 363 suggestions and receiving 
87 awards. 

President W. McKell presented to 
Charles G. Beidwin casualty claim de- 
partment, a second prize of $75. Frances 
M. Beatch of the workmen's compensa- 
tion and disability division won third 
prize of $50. An additional award of $25 
was made to Harold J. Fallon, manager 
of the public official department. 

Charles H. Hall, vice president, then 
stated that additional awards of $25 had 
been given to Charles H. Bechtold, as- 


sistant manager of the Providence 
branch, and T. M. Gregory, Houston 
manager, 


Noteworthy group participation was 
achieved by the branch offices at At- 
lanta, Albany, Omaha, Los Angeles, 
Memphis and Boston. The casualty 
claim, and salvage departments, and the 
auditing and workmen’s compensation 
and disability claim divisions were out- 
standing for their group record. 

Since the inception of the company’s 
employes’ suggestion program in 1942 a 
total of 14,317 suggestions were received, 
of which 4,280 have been adopted. 


KEMPER APPOINTS STEVENS 

George H. Stevens has been appointed 
senior executive of the Boston office of 
the Kemper Insurance Cos. The an- 


nouncement was made by M. P. Luthy, 
vice president and manager, New Eng- 
land department. 
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The Travelers’ 


ab 
Heedless Horsepower” 


Graphically Shows Highway Terror 


“Heedless Horsepower” is the title 
given to the 1957 edition of the Travel- 
ers’ highway safety booklet, just issued. 
This title refers to the “fundamental 
cause of our ever-mounting toll of dis- 
aster on U. S. highways.” This is the 
23rd year in which the booklet has been 
published since 1931, except for three war 
years. 

J. Doyle DeWitt, president, the Trav- 
elers, in an introduction to the current 
issue says, “Insurance companies have a 
natural interest in the care, safety and 
responsibility exercised by people in 
their daily lives. That is the one reason 
why they are pioneers in the fields of 
accident and fire prevention, health edu- 
cation and highway safety. That is why 
we began to publish these booklets 26 
years ago. 

“Since that time we have seen the 
casualty lists mount until, in 1956, all 
records of theedless haste and needless 
waste were shamefully broken. The facts 
of human suffering and death speak for 
themselves. 


Debunks Danger Decrease 


“Some statisticians have attempted to 
prove that the dangers on our highways 
are decreasing, because the rate of death 
per miles traveled and vehicles regis- 
tered has decreased sharply in recent 
years. But the issue is the same now 
as it was 51 years ago when the keep- 
ing of accident records began. It cannot 
be stated in terms of number of miles 
or number of automobiles. At best these 
give us cold comfort. 

“The issue is one of human life, of 
men, women and children killed or in- 
jured regardless of how many miles 
traveled or how many cars they passed 
on the way to their accident. It is this 
issue which we reveal in our booklet.” 

The 28-page booklet is distastefully 
illustrated for the “heedless” driver. The 
satirical cartoons of “O. Soglow” inter- 
sperse 15 tables analyzing accidents in 
1956. The cover shows a headless driver 
being reproached by a horse peering 
from out the auto engine, 


Ironical Cartoons 


Throughout the booklet are cartoons 
to embarrass the careless motorist, such 
as one showing an auto shooting off a 
mountain highway and captioned: “They 
say more people are killed by accidents 
in the home than anywhere else.” An- 
other cartoon shows two building en- 
trances posted with the legends “Cars 
Examined.” “Drivers’ Heads Examined.” 

Big ery on the booklet are such gems 

s “The pedestrian always makes a good 
moving target”; “16,680 motorists never 
made it to Monday”, and “Don’t throw 
your fate away on the straightaway.” 

“Drivers’ attitudes not platitudes cause 
accidents.” This one is illustrated keenly 
in one of the cartoons—a “lady” driver 
holding her umbrella for the patrolman 
issuing the ticket in the rain. One driver 
tracks around the road as his careening 
spells “Dope” on the surface. 

Under the heading “Heedless Horse- 
power” the booklet states: “In the year 
1956, the Age of the Automobile came 
into its own. A multibillion dollar high- 
way development program was passed by 
Congress, assuring motorists of wider, 
longer, straighter roads in years to come. 
Automobile manufacturers fashioned 
dreams of steel: sleek, powerful, multi- 
colored models with pushbutton opera- 
tion from dashboard to tail- light. And 
the nation’s drivers made certain that 
accident statistics came of age too. 

“They killed, maimed, crippled and de- 
stroyed more men, women, children and 
property than ever before. While we 
began a blueprint of America’s vast 
highway network of the future, heedless 
horsepower ran rampant ‘on the roads of 
the present . Warming up for the 
greater days that lie ahead. 

“From our statistical vantage point we 


can see at a single glance every one of 
the accidents that occurred on our high- 
ways in 1956. We can see cars spinning 
out of control on wet or icy roads, 
pedestrians struck down as they cross 
against the lights, weary, drunk, or in- 
considerate drivers gambling their re- 
flexes against their lives ... or the lives 
of others. 

“We can see,” the booklet continues, 
“the reckless young dashing to a date 
with eternity, the careless old spinning 
to disaster in an automobile that hasn’t 
been checked in years. State by state, 
day by day, we can roll off the grisly 
toll 40,000 deaths, almost 6% more than 
1955. One of every 70 Americans is a 
statistic .. . a pain-wracked survivor or 
a name in an obituary column... . 


Driver Must Bear Blame 


“However,” the booklet points out, 
is the driver, not the manufacturer, the 
advertiser or the salesman who must 
bear the greatest weight of the blame. 
For it is the driver who can control the 
horsepower and use it safely for his 
greater ease and convenience. 

“It is the driver who is lectured to, 
legislated at, prayed for, preached to... 
in every medium of public expression. 
And it is the driver who nods his head 
sagely, promises readily and forgets 
everything but his overwhelming power 
when he ‘steps on the gas.’” 

The article concludes with the words: 
“Slow down. We want to write to you 

. not about you next year.” The book- 
let gives one particularly stunning sta- 
tistic: “Twenty-five states have fewer 
people than the total killed and injured 
in 1956.” 

The quality and the message of the 
booklet is contained in Mr. DeWitt’s 
introduction. “We have made the story 
a little easier to understand, a little 
lighter to bear, by the use of satiric 
cartoons. We hope to stamp the idiocy 
of ‘heedless horsepower’ indelibly in 
your mind,” the booklet concludes. 

More than 2,600,000 copies of “Heed- 
less Horsepower” are being printed and 
distributed in all parts of the world. 
Last year a total of 27,500 copies were 
sent with press kits containing safety 
editorial material to newspapers, house 
organs and trade journals. Safety kits 
were also sent to 2,778 radio stations 


with safety spot announcements. One: 


radio station last year used 92 of these 
spot announcements in one 30-day period. 
A total of 2,150 newspapers used the free 
safety cartoon mats distributed by the 
Travelers. 


Insurance Buyers Seminar 
In Minneapolis May 3 


The Minnesota Chapter of the Ameri- 
can Society of Insurance Management 
will hold an insurance buyers seminar 
May 3 at the Leamington Hotel, Minne- 
apolis. The announcement was made by 
Minnesota Chapter President Kenneth 
N. Cervin, assistant secretary, Minne- 
apolis- Moline Co. 

Ray Boettcher, insurance buyer of 
George A. Hormel Co., Austin, Minn., 
is general chairman of the seminar. The 
program chairman is Howard Weber, 
Minnesota Mining & Manufacturing Co., 
St.. Paul. 

Coverages to be discussed include mul- 
tiple perils, comprehensive group medi- 
cal, comprehensive liability and work- 
men’s compensation. 


ELMER RANDALL DEAD 
Elmer L. Randall, manager for indem- 
nity lines of the Travelers at its 80 John 
Street, N. Y. branch office, died April 7. 
He recently celebrated his 40th mile- 
stone in the insurance business. He is 
survived by ‘his wife, Ada.and a son. 


Assets: $301,074,929 
Investment Earnings: $6,979,531 


Chicago 40 


25% capital gains tax.) 


ASSETS 


Cash in banks........ 
U. S. government bills, certificates and notes. 
U. S. government bonds. . 
Canadian government bonds. : ne 
State, county and municipal bonds... .. . 
Public utility and other bonds. . .. 
Stocks. . fee 
First mortgages and collateral loans. Sanaa 
Real estate (including company buildings)........... 
Premi in DIGS 6h i 5 mao sc o- 
Accrued interest and other assets. 
Total assets 








LIABILITIES 


Reserve for losses and adjusting expenses............--+-+-44 
Reserve for unearned premiums. ss 
Reserve for taxes, expenses and reinsurance..........--...--- 
Reserve for dividends to policyholders. ............ 

Reserve for portfolio fluctuation. . Gis sd Sha doannnee es 
Reserve for COMtiMgenCies.... 000. .0ecceeecrecceeeseeensees 








are deposited as required by law. 


as aeconaee KEMPER INSURANCE REPORTS: 


Highlights of 1956 for all companies of the Kemper group: 

Underwriting Earnings: $21,604,237 
Premium Income (sales): $174,839,966 

Report for two individual companies: 


Lumbermens Mutual Casualty Company 


Statement at the close of business December 31, 1956, as 
reported to the Department of Insurance, State of IIlinois 


(All bonds amortized. Stocks at book value, which is less 
than market value. If all stocks were valued at market, 
assets would be increased $5,567,678.80. Surplus would rise 
by the some omount, less a reserve with which to poy the 


$ 9,237 220.04 
83,771,655.33 
57.183,357.18 

3,501,854.48 
15,05 1,032.67 
13,625,044.02 
8 947,009.68 
1,097,242.42 
12,864 660.5° 
3,946,845.43 
1,316,751.55 


$210,542,673.39 


$106,796.91 1.00 
40,386 582.00 
8,634,893.59 

19 724,286.80 
5,000,000.00 
5,000,000.90 


$185,542,673.39 


25,000,000.00 


"$210,542,673.39 


Securities carried at $14,363,505.32 in the above statement 





Chicago 40 


ASSETS 

Cash in banks. bets 

U. S. government bills, ann ue notes. 

U. S. government bonds. ..........5 0000-02 eee ee et eres 
State, county and municipal bonds. . .. 

Public utility and other bonds. . . . 

SERRE S 860. essence Ne: Ses paenaes 

First mortgage loans on real estate... . 
Premiums in transmission. ............---- 202 eee eres 


Accrued interest and other assets... ........--.--+-+ 


Vitel GO Oiadins 6 xisis ccc scep eves aceeessseecivdne 


LIABILITIES 


Reserve for losses and adjusting expenses.......... 

Reserve for unearned premiums........ ; 

Reserve for taxes, expenses and reinsurance. . 

Reserve for dividends to policyholders. . . 

Reserve for portfolio fluctuation... ........-.5.seeeeeee es 
Reserve for COMtingenCi€S.......00cceeeseccecceceeencees 


Capital stock and surplus...........0.sseeeeeeeeeeeees 


d by law. 





qj 


Tetths caccccccccecccccsdsccecccccesccsceccoveesese 
Capital stock..........seeeceeeeeeeeeeces $4,000,000.00 
Net Surplus... ceccccsecccccccccccccsceces 4,000,000.00 


American Motorists Insurance Company 


As of December 31, 1956, os reported to the Department of Insurance, State of Il. 
All bonds amortized. Stocks at book value, which is less than 


valve. 


$ 5,019,578.61 
22.979,247.66 
23,993,295.31 
5,770,968.21 
2,745,736.28 
887,236.14 
65,045.41 
2,604,594.08 
1,130 908.98 
$65,196,610.68 


$32,473,938.00 
14,576,582.00 
2,795,601.81 

5 350, 488. 87 

1 (000, 000. 00 
1,000,000.00 
$57,196,610.68 


$ 8,000,000.00 
$65,196,610.68 


Securities — $3, 095, oe 97 in the shove statement 
are 


Other companies in the Kemper group include American Manufacturers Mutual Insurance 
Co. Home Office New York 17, Executive Office Chicago 6 and Federal Muiuai Insurance Co. 
Boston !6. We will be glad to supply financial statements on request. 


If you would like to represent one of these progressive companies 
write B. S. Weyforth, production manager, at the home office. 
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Traffic Safety Men 
Meet at Aetna H.O. 


MODERN TRAINING NEEDED 


Drivotrainer Now Used in 30 Schools and 
Colleges; Special Committee Set 
Up by Aetna 


Father learned to drive by trial and 
error, but today’s heavy and ‘high speed 
traffic demands a more modern approach 
to teaching Johnny to drive. This 
conclusion was reached by a group of 


driver education spe- 


how 


nationally-known 


cialists recently as they wound up a 
two-day conference in Hartford, Conn. 
devoted to more effective utilization of 


the Aetna’s Drivotrainer. 


Calling attention to the fact that one 
American out of two faces the prospect 
of being killed or injured in an auto 
accident during his lifetime, the special- 
ists urged that more of the nation’s 
high schools offer driver education to 
their students. 

The Drivotrainer, which makes pos- 


sible the training of double the number 
of students with no increase in teaching 


staff, has now been adopted in 30 high 
schools and colleges throughout the 
country. 

Widely endorsed by educators and 
safety leaders, the Drivotrainer in the 


classroom offers an economical and ef- 
fective way of giving youths many miles 
of behind-the-wheel driving experience 
in a variety of traffic situations. 
Instructional films and classroom cars 


used with the Drivotrainer system “make 
the trainer uniquely valuable in teach- 
ing beginners how to meet fast-breaking 
highway emergencies,” the group re- 


ported. 
21 Films in Course 


The 21 films that make up the com- 
plete Drivotrainer course contain scores 
of special driving situations which have 


proved effective in developing proper 
attitudes and good judgment on city and 
suburban highways. 

The educators are serving as members 
of the Drivotrainer curriculum advisory 
committee recently organized by Aetna 
as a part of the company’s continuing 
development of the classroom training 


device. 

In outlining recommendations for 
broadening the Drivotrainer course, the 
committee called for even greater stress 
on driving situations which cannot be 
covered adequately in dual-control train- 
ing cars. Among these are meeting high- 
way emergencies and handling special 
driving problems in city traffic. 

Committee members include Dr. Lonnie 


Gilliland, director of safety education, 
Oklahoma City schools; James H. Hall, 
safety officer, Springfield, Mo., public 


schools; Robert O. Nolan of the high- 
way traffic safety center, Michigan State 
University; Richard J. O’Connor, super- 
visor of driver education, New York 
City schools; Bertram L. Woodcock, di- 
rector of safety education, Iowa State 
Teachers College; and Cecil G. Zaun, 
supervisor of safety, Los Angeles city 
schools. : ; 


Allstate Honor Agents at 


“Conference of Champions” 
_ The Allstate honored its 108 top rank- 
Ing agents recently during its annual 
“Conference of Champions,” held in the 
Conrad Hilton Hotel, Chicago. 
Composing the “Honor Ring” group 
as top producers from the ranks of 
nearly 3,000 Allstate agents in 1956, the 
men attended the annual event with 
their wives, as guests of the company. 
Judson B. Branch, recently elected 
president of the company, who began 
his Allstate career as one of its first 
agents in 1934, welcomed the group, 
commending them on their efforts which 
contributed to Allstate’s biggest year in 
premium sales, more than $283,000,000 
in 1956. 


Fixed Speed Limits Could 
Cut Traffic Fatality 50% 


The demarcation line between reason- 
able speed limits and those which create 
the nation’s traffic problems has appar- 
ently been set at 50 m.p.h. The maxi- 
mum speed under ideal conditions is 
60 m.p.h. These are the limits, accord- 
ing to a bulletin just released by the 
accident prevention department of the 
Association of Casualty & Surety Cos. 

A four-year survey of state speed 
laws is reported showing that states with 
no speed limit have an average traffic 
fatality rate of 50% higher than states 
with speeds limited to 50 m.p.h. 

Thomas N. Boate, manager of the 
Association’s accident prevention depart- 
ment says that “the best available solu- 
tion to the highway speed problem is 
for each state to establish these fixed 
maximum speed limits. This action alone 


could reduce our traffic tragedy by 
half.” 
The bulletin gives National Safety 


Council figures on the number of viola- 
tions occurring in traffic accidents. Ac- 
cording to these figures, 31 out of every 
100 drivers involved in fatal accidents 
were either exceeding the posted speed 
limit or exceeding the safe speed limit 
where there was no stated limit. One or 
more driver violations were present in 
82% of all fatal accidents. 


Drive-With-A-Drunk Court 


Decision on Liability 

A recent U. S. Court of Appeals deci- 
sion may save casualty companies mil- 
lions of dollars over the next few years. 
It is that those accepting a ride from a 
motorist who they know has been drink- 
ing, do so at their own risk or accept 
liability for any accident damages that 
may occur. 

This was the decision in a recent case 
(which may yet go to the Supreme 
Court) of Bruce and Irene Quisenberry 
of Washington, D. C., who were riding 
with Sam and Clara Herman, in June, 
1952, after the party had been drinking. 
Mrs. Herman was driving when Quisen- 
berry, alarmed, shouted “Look out.” 
The driver swerved the car and crashed. 

The Quisenberrys filed suit, and the 
Appellate Court judge advised the jury 


not to award damages if the plaintiffs’ 


“knew and comprehended the possible 
danger” of riding with their hostess. 
The jury did not award damages. This 
is a court record that may be referred 
to in any similar litigations. 


Aetna’s Redding Honored 
For 25 Yrs. Ins. Education 


Amos E. Redding, secretary of the 
Aetna Casualty & Surety Co. and direc- 
tor of its sales course, was presented a 
silver tray recently at a joint meeting 
of the Meriden-Middletown-Wallingford 
Associations of Insurance Agents for 
his “unique contribution to the educa- 
tion of the local insurance agent.” 

The presentation was made by Philip 
Bliss, president of the Middletown asso- 
ciation, with Joseph L. Gaffey and John 
F. Phelan, presidents of the Wallingford 
and Meriden associations. Messrs. Gaf- 
fey and Phelan are Aetna school gradu- 
ates. 

Known as the Aetna Casualty and 
Surety Sales Course, the school recently 
completed its 16lst session and now has 
nearly 6,000 graduates throughout the 
country. Mr. Redding has been director 
of the school for 25 years. 


OHIO RULING ON TRUSTEES 

The Attorney General of Ohio has 
ruled that a board of township trustees 
or a board of township memorial trustees 
is not liable for negligence in the opera- 
tion and maintenance of a township 


memorial building and has no authority 
to insure against such liability. 


WEATHER RESEARCH BULLETIN 


Available From Stewart Smith Co.; 
Gives Data on Tornado, Hail and 
Other Weather Hazards 
Weather Research Bulletin, a quar- 
terly study of weather occurrences and 
probabilities in the United States, will be 
published and distributed by Stewart, 
Smith & Co., Inc., 116 John Street, New 
York, as a public service to the insur- 
ance industry. It will be prepared under 
the guidance of a leading meterologist. 
The first issue, the spring number, will 
be ready for distribution shortly. It will 
contain scientific data on tornadoes, hail 
hazards, national weather conditions to 
be expected at this season, and other 
information valuable to brokers, agents 

and company executives. 

Stewart, Smith & Co. will 
charge for the bulletin. It is the an- 
swer to the challenge that “Everybody 
talks about the weather but nobody does 
anything about it.” Like most cliches, 
George J. Stewart, president of the 
company, says, this one is only partly 
true because, while no one can do any- 
thing to change the weather itself, scien- 
tific study does help by forewarning to 
safeguard against many financial losses. 
Stewart, Smith is making a contribution 
to the insurance industry by providing 
these statistics and information, illus- 
trated with photographs and maps, in 
readable form. 

Weather Research Bulletin will be 
mailed quarterly to executives in any 
branch of the insurance industry. 





make no 


Motorists’ Responsibility 
Bill Enacted in Nevada 


A stringent motorists’ financial re- 
sponsibility bill was given final passage 
by the Nevada Legislature recently and 
sent to the Governor for signature. 

Under the measure, an accident-in- 
volved uninsured driver would have to 
put up $11,000 in cash or bond against 
a possible judgment or face possible loss 
of both driver’s license and car regis- 
tration. The act also applies in cases of 
conviction on bail forfeiture for traffic 
offenses for which suspension is pro- 
vided. 


Seven Cos. Elected to Assn. 
of Casualty & Surety Cos. 


Seven capital stock insurance compa- 
nies have been elected to membership in 
the Association of Casualty & Surety 


_ Companies as follows: 


Central Surety & Insurance Corp., 
Commonwealth of New York, Homeland 
Insurance Co. of America, Mercantile of 
America, North British & Mercantile, 
Ocean Marine Insurance Co., and Penn- 
sylvania Fire. The number of companies 
in the Association now totals 141. 


Mutual Bureau’s Revision 

The Mutual Insurance Rating Bureau 
announced on March 26 that insurance 
authorities in 42 states and the: District 
of Columbia had approved a revision of 
the rules for general liability insurance 
which provided broadened coverage for 
many insureds at no increase in premium. 
The revision became effective March 27 
for members and subscribers of the Mu- 
tual Bureau in all states under its juris- 
diction, except Texas where the effective 
date is April 15. 


IOWA COMPANY NAME CHANGE 

The State Automobile Insurance As- 
sociation of Des Moines, Io. has an- 
nounced a change in name to the State 
Automobile & Casualty Underwriters. 

The company started in 1919 as an ex- 
clusively automobile insurance writer, 
but has expanded in recent years to mul- 
tiple line business. 


REJECT COMPULSORY AUTO INS. 

The New Hampshire House of Repre- 
sentatives recently rejected a bill pro- 
posing compulsory automobile insurance, 





Accident Prevention 
Good P.R. For Agents 

SAYS NAIA WORKSHOP PANEL 

Paul Blaisdell’s “Get Thee Gone” for 


Irresponsible Motorists; Doty, Jacobs, 
Mast, Estlick Speak at Ind. Meet 








The services rendered by tthe inde- 
pendent local agent can be spotlighted 
“dramatically and rewardingly” through 
an aggressive traffic safety program, 
members of a panel agreed at the recent 
midwest territorial conference of Nation- 
al Association of Insurance Agents, in 
French Lick, Ind 

Improved safety records, community 
recognition and increased business are 
among the many rewards of accident 
prevention, “the agent’s best public rela- 
tions tool,” representatives of city and 
state agents’ associations told a work- 
shop session at the conference. Pointing 
to their experience, as evidence of the 
value of strong and continuing safety 
programs and developed to fit their own 
communities. 

Several local safety projects were sug- 
gested during the session, which was 
moderated by Paul H. Blaisdell, traffic 
safety director of the Association of 
Casualty & Surety Cos. Mr. Blaisdell 
set the stage by outlining where the na- 
tion stands in highway safety, and assess- 
ing the future. He reported these shock- 
ing figures: There is a traffic death 
every 13 minutes, more than 40,000 a 
year; an accident every four seconds, 
totaling in excess of 11,000,000 annually, 
with an estimated annual economic loss 
of some $6,500,000,000: 

Only by combining aggressive enforce- 
ment of traffic laws with a program of 
public education will the problem be 
lessened, Mr. Blaisdell emphasized. 
While educational efforts will not be 
abandoned, he said the most effective 
way to reduce accidents is to remove 
from the road those who have no con- 
sideration of the general welfare. 

The Panel Members 

Panelists representing city and state 
agents’ associations were Paul Mast, 
Madison, executive secretary, Wisconsin 
Association of Insurance Agents, and the 
following local agents: Steven Jacobs of 
Kenosha, Wis., Robert B. Estlick of 
Columbia City, Ind., and Stuart W. Doty 
of Grand Ledge, Mich. Also represent- 
ing the Association of Casualty & Surety 
Companies were Emerson H. Westwick, 
midwestern office representative of the 
accident prevention department, and 
Charles C. Clarke, midwestern office, 
public relations director. 

Mr. Westwick said the success of any 
national program depends on support at 
the local level. It was his view that the 
agent “has an obligation to participate 
in national safety programs,” and he 
urged more groups to take advantage of 
the material available to them, declaring 
that “ traffic safety is an economic neces- 
sity. 

Mr. Jacobs described how the Kenosha 
Association successfully adopted the 
“Slow Down and Live” campaign for its 
big 1956 ‘traffic safety effort. Stickers 
with safety messages were attached to 
bumpers of some 10,000 cars in a way 
which effectively identified the agents 
with traffic safety. 

Mr. Estlick told how the Whitley 
County Association organized a safety 
council to get broader community sup- 
port for safety programs. He described 
several projects, among them a junior- 
senior all-nite program, a series of activi- 
ties that occupied the high school stu- 
dents on prom night until breakfast the 
next morning. 

First, determine the community’s safe- 
ty needs, advised Mr. Doty. He sug- 
gested that agents conduct a safety sur- 
vey in the same way ‘they survey 
insurance needs for clients. ' Besides 
preventing duplication, this will serve to 
concentrate efforts where they are 
needed. Mr. Clarke discussed methods 
for obtaining favorable publicity, par- 
ticularly in connection with safety pro- 
jects. He said safety work is a natural 
lead to good publicity for the agent. 
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Atomic Risk Hearing 
Concludes in D. C. 


KELLY REVEALS $8 MILLION RISK 





Written for Physical Damage Cover on 
General Electric Reactor; Freer 
Again Criticizes Rates 





The Joint Atomic Energy Committee 
has completed its hearings on govern- 
mental excess-coverage third party lia- 
bility legislation for nuclear reactors. 
Atomic and insurance industry repre- 
sentatives were agreed on the need for 
prompt action on the proposals. 

However, criticism was voiced con- 
cerning the proposed rates for private 
coverage—outlined in the April 5 issue 
of The Eastern Underwriter. 

The industry spokesmen were Charles 
J. Haugh, vice president, the Travelers, 
who represented the Nuclear Energy 
Liability Insurance Association and pre- 
sented outlines of the rate structure; 
Hubert W. Yount, vice president, Lib- 
erty Mutual, for the Mutual Atomic 
Energy Insurance Pool; Kenneth E. 
Black, president Home Insurance Co., 
who discussed property insurance syndi- 
cate activities and Ambrose B. Kelly, 
general counsel, Associated Factory Mu- 
tual Fire Insurance Cos., whose testi- 
mony is reviewed herein. 

Gail L. Freer, who at an earlier hear- 
ing (The Eastern Underwriter, March 
15) described the rates quoted to him 
as “prohibitive,” again criticized the 
rates. Mr. Freer, who is personnel and 
insurance director of the Rural Coopera- 
tive Power Association at Elk River, 
Minn., termed the proposed rates “ex- 
cessive and not justifiable in view of the 
outstanding safety record compiled to 
date by reactors.” His association plans 
to construct a 22-megawatt boiling water 
reactor. 


3rd Party Liability Rates “Terrific” 


The third party liability rates tenta- 
tively quoted, he said, are “terrific.” 
Cost of $50 million of coverage would 
be $77,430 a year; if only $2 million of 
private liability cover: ige is required by 
the Atomic Energy Commission, the cost 
would be $14,000. The Government pre- 
m'ium for indemnity protection, at $30 
per year per megawatt of thermal en- 
ergy, would add another $1,740, he said 

Furthermore, he pointed out, tentative 
physical damage rates for the project— 
“no allowances for the physical damage 
aspects of a nuclear incident” are. in- 
cluded in the bill—would add another 
$25,000 per year to present insurance 
costs of the Elk River plant, at 25 cents 
per $100 over and above the five cents 
per $100 now charged for fire, extended 
coverage and boiler and machinery cOv- 


erage. 
This minimum of some $40,000 in 
annual insurance costs doesn’t include 


workmen’s compensation, Mr. Freer de- 
clared. This is far too high for a small 
utility, he stated. 

Mr. Freer also criticized reports that 
all coverages on his present plant would 
have to be written by pool members in 
order to obtain the atomic loss coverage. 
But this was denied by syndicate repre- 
sentatives at the hearings. 

Mr. Freer suggested that the Govern- 
ment might indemnify all nuclear inci- 
dents and radiation hazards resulting in 
either property or third party liability 
losses, until suffcient experience—per- 
haps five years—is accumulated for the 
Insurance companies to “take over the 
entire responsibility “, o atoa fair and 
equitable rate.” 

The rates outlined earlier by the in- 
surance industry syndicate make pro- 
vision for a possible retroactive rate re- 
duction after ten years if the provision 
for losses exceeds the actual losses in- 
curred to that time. 


Ambrose Kelly’s Testimony 


The Factory Mutuals endorsed an 
amendment proposed by the AEC to 
clarify the protection to be given to 


Property of the operator of a reactor 
Which might be damaged by radioactive 


contamination, so that such a loss would 
be covered by the Federal indemnity. 

Ambrose B. Kelly, general counsel of 
the Factory Mutuals, pointed out that 
in such a case there could be no legal 
liability claim, since the owner of a re- 
actor could not sue himself. And the 
value of the exposed property might be 
beyond the capacity of coverage by the 
private insurance companies which also 
will be insuring the reactor itself. 

Denying that this recommendation in 
any way represented an effort by the 
insurance industry to duck liability, the 
told Sen. Clinton P. Anderson CD. .N: 
Mex.) that enactment of the bill is so 
“imperative” that he would rather see 
2 passed in its present form than de- 
layed by disputes over minor points. 

Mr. Kelly also announced that his 
Group has written binders for $8,000,000 
of physical damage coverage—to be re- 
insured in the mutual companies’ pool 
on the General Electric reactor at Valle- 
citos, Calif., and also will cover the re- 
search reactor at Massachusetts Insti- 
tute of Technology for $5,000,000 


TEXAS AUTO RATE INCREASE 

Automobile liability insurance rates in 
Texas will be increased generally $3 to 
$4 annually effective May 1. 


Sureties Named For 
Public Works Contracts 


Public works improvements contracts, 
and sureties, recently awarded in Los 
Angeles included: Hartford Accident & 
Indemnity as surety for H. B. Nicholson 
and M. P. Van Valkenburg, joint ven- 
turers, awarded the contract for con- 
struction of pump water lines on the 
Colorado River aqueduct project for the 
Metropolitan Water District at a price 
of $3,876,050. 

The Travelers Indemnity is surety for 
Alwood Corp., Glendale, Calif., who ob- 
tained the $2,610,415 contract for the 
improvement of San Antonio and Chino 
Creeks in the Santa Ana River Basin in 
Los Angeles and San Bernardino coun- 
ties by the U. S. Engineers. 

Hartford Accident & Indemnity is 
surety. for joint contractors, Connolly- 
Pacific Co., and T. E. Connolly, Long 
Beach, on the $3,877,711 project of Bu- 
reau of Public Works, U. S. Navy for 
subsidence remedial measure at the 
Naval Shipyard, Long Beach, Calif. 

Pacific Indemnity is surety for M. H. 
Golden, San Diego, on a Bureau of 
Public Works U. S. Navy - project for 


the construction of a 180-man bachelors’ 
officers quarters at the Naval Amphibi- 
ous Base, Coronado, Calif., at a price 
of $1,027,000. 

Guy F. Atkinson Co., San Francisco, 
has been awarded the contract by the 
California Department of Public Works 
for the construction of 4.4 miles of free- 
way and four bridges at a price of 
$6,345,594; Fidelity & Deposit Co. of 
Maryland is surety. 

R. A. Westbrook, Inc., Morrison- 
Knudsen Co., and H. Earl Parker, Inc., 
all of San Francisco, as joint venturers, 
were awarded the contract for improve- 
ments at the Beale Air Force Base, 
Marysville, Calif., consisting of removal 
and disposal of buildings, relocation and 
construction of facilities, at a basic price 
of $8,009,783 and a grand total of 
basic price and alternates of $10,261,- 
686. Glens Falls Indemnity for West- 
brook and Fidelity & Deposit for West- 
brook and Morrison-Knudsen are sure- 
ties. 


JOINS MICHIGAN INS. DEPT. 

William Rossbach has joined the 
Michigan Insurance Department’s ex- 
amining staff. He formerly was with the 
records center of the Michigan Depart- 
ment of Administration. 
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“T've learned a lot in “twenty years...” 


Says broker Joseph M. Porter seen here (right) 
with Prudential Brokerage Manager Wayne H. 
McCarty and Mr. G. R. Hush (center) owner of 
Hush’s Drug Store, Detroit, Mich. 


“Mostly I’ve learned about people and the way they 
think. I’ve found that when it comes to something 
as important as insurance they want the finest 
available. They have more confidence in insurance 
that has made a name for itself. And, believe me, 
Prudential’s reputation has paved the way on count- 


less occasions. People just naturally associate the 
name Prudential with sound insurance. 

“Equally important to me as a broker is the expert 
assistance I’ve received through Prudential’s exten- 
sive Brokerage Service. For example, Wayne McCarty, 
a Prudential Brokerage Manager, helped me plan 
and present a Modified 20-Pay ‘Life program to Mr. 
Hush and then worked with me right through to the 
close of the sale. And even with all the help they 
give me, I still get the full commission. 

“Twenty years ago, I decided to sell Prudential in- 
surance. I have never regretted that decision.” 
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Summary Of 1957 Legislative 
Trends In Workmen’s Compensation 


Number of states which have enacted 
legislation thus far this year to liberal- 
ize the benefit provisions of workmen’s 
compensation laws has increased to at 
least 10, with the issue pending in 15 
or more others. 

States in which such bills have been 
enacted include Colorado, Idaho, Indi- 
ana, Montana, New York, South Dakota, 
Tennessee, Utah, Washington and West 
Virginia. Similar proposals are pending 
in California, Connecticut, Iowa, Kansas, 
Maine, Massachusetts, Michigan, Minne- 
sota, Nevada, New Hampshire, New 
Jersey, Oklahoma, Texas, Vermont and 
Wisconsin. 

Latest developments with respect to 
workmen’s compensation legislation and 
administration, as reported from state 
capitals throughout the country, include 
the following: 


Colorade, Indiana, Maryland 


Colorado: Governor McNichols signed 
into Colorado law a bill increasing max- 
imum workmen’s compensation benefits 
from $31.50 to $36.75 a week and raising 
other benefits proportionately. 

Also signed into law was another bill 
adding three muscle and tendon ailments 
to diseases recognized as compensable 
under the state workmen’s compensation 
law. 

The Senate passed and sent to the 
House controversial bills which oppo- 
nents charged would damage the Colo- 
rado state compensation insurance fund. 
One of the bills would let public em- 
ployers, such as municipalities, local 
school boards and the like, choose 
whether they want workmen’s compen- 
sation to be written by private compa- 
nies or by the state fund. 

Another bill would let the State Insur- 
ance Commisioner fix rates for private 
insurance companies writing workmen’s 
compensation insurance 

Indiana: Governor Handley signed 
into Indiana law a bill boosting maxi- 
mum workmen’s compensation benefits 
from $33 to $36 a week. 

Maryland: A bill to abolish the State 
Industrial Accident Commission and re- 
place it with a full-time state work- 
men’s compensation commission was 
passed by the Maryland House of Dele- 
gates and sent to the State Senate. 

Members of the proposed new five- 
man commission would be appointed bv 
the Governor at salaries of from $14,000 
to $14,500 a vear. Present industrial ac- 
cident commissioners get from $6,000 to 
$6,500 for part-time services. 


Massachusetts, Minnesota, Montana 


Massachusetts: A bill to set up an 
exclusive state fund for workmen’s com- 
pensation was defeated by the Massa- 
chusetts House of Representatives. Still 
pending in the Massachusetts legislature 
is a proposal which would increase the 
maximum payment for workmen’s com- 
pensation from $10,000 to $14,000 or 
$15,000 

Minnesota: Injured workers required 
to take other jobs because of permanent 
partial disability would be compensated 
for part of the wage loss under a state 
legislative proposal advocated by the 
Minnesota AFL-CIO. 

Such employes, under the bill, would 
receive two-thirds of the difference be- 
tween wages earned at the time of injury 
and wages paid in the new job. A maxi- 
mum of $50 a week for 390 weeks would 
he provided. 

Montana: A bill enacted by the Mon- 
tana legislature raised maximum work- 
men’s compensation benefits from a 
range of $26.50 to $28 for a single worker 
and for a worker with five or more de- 
pendents to a new range of $42.50 from 
$32.50. 

Rejected by the Montana lawmakers 
was a bill to broaden the coverage to 


include occupational diseases. 
Nevada, New Hampshire, New York 


Nevada: A bill to liberalize benefits 
that can be paid to silicosis sufferers 
was passed by the Nevada Senate and 
sent to the House. 

The proposal provides that silicosis 
victims may receive a maximum of 
$11,250 for hospital care and compensa- 
tion from the state insurance fund, as 
against present limits of $7,000 in com- 
pensation and $1,250 for medical care 
and hospitalization. 

New Hampshire: A bill to increase 
maximum workmen’s compensation ben- 
efits from $33 to $37 a week was passed 
by the House and sent to the State 
Senate. 

New York: A bill increasing maximum 
weekly workmen’s compensation benefits 
from $36 to $45 was given final passage 
by the New York legislature. 

The bill also provides for a court re- 
view on evidence when the compensation 
board decision in a case is not unanimous 
or when the board reverses a referee. 


Ohio, Tennessee and Texas 


Ohio: Killed by the insurance com- 
mittee of the Ohio House of Represen- 
tatives was a bill which would have 
ended the state’s 35-year-old monopoly 
on workmen’s compensation insurance. 

Tennessee: Governor Clement signed 
into Tennessee law a bill increasing 
maximum workmen’s compensation bene- 
fits from $30 to $32 a week, and boosting 
total maximum benefit payments from 
$10,000 to $12,000. Also signed by the 
Governor was a bill amending the state 
workmen’s compensation act to provide 
allowances for nursing services. 

Texas: A bill to increase maximum 
workmen’s compensation benefits from 
$25 to $30 a week was passed by the 
Texas Senate and sent to the House. 


Utah, Vermont, West Virginia 


Utah: Two bills given final passage by 
the Utah legislature increased by 1624% 
the benefits under the state occupational 
disease and workmen’s compensation 
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acts. The bills had been agreed upon 
by a committee representing labor or- 
ganizations and employer groups. 

Vermont: A bill passed by the Senate 
and sent to the House would liberalize 
the state occupational disease law as it 
pertains to silicosis or asbestosis to ex- 
tend the period of eligibility for pay- 
ments to three years after date of in- 
jury and the maximum collectable from 
$300 to $500. 

West Virginia: A workmen’s compen- 
sation liberalization bill enacted by the 
West Virginia legislature will eventually 
cost employers an extra $807,300 an- 
nually, it was estimated by State Work- 
men’s Compensation Commissioner Cletus 
B. Hanley. 

The new law, which will go into effect 
June 6, increased maximum weekly ben- 
efits from $30 to $33, and minimum 
weekly benefits from $18 to $20. It also 
raised the monthly benefit for the widow 
of a deceased employe covered by work- 
men’s compensation from to $65, 
and boosted the monthly payment for 
each dependent child under 18 from 
$15 to $17.50. 

MONTREAL BROKER KILLED 

John Depatie, 38, insurance broker 
of Montreal, Que., was killed recently in 
an auto accident. He was managing di- 
rector of National Agencies Ltd. 


J. P. Gibbs Called Back to 


Texas Insurance Board 

Joe P. Gibbs, who served as Texas 
casualty commissioner from 1941 to 1952, 
has been called out of retirement by 
Gov. Price Daniel to become again a 
member of the Board of Insurance Com- 
missioners as successor to Morris 
Brownlee, who retired March 31. 

Mr. Gibbs, whose appointment has 
been hailed by Texas insurance leaders, 
has agreed to serve until next September 
1 or such earlier time as the legislature 
shall have effected reorganization of the 
board under pending legislation gener- 
ally approved by Gov. Daniel. 

Mr. Gibbs first became a member of 
the board in 1941 following appointment 
by former Gov. W. Lee O’Daniel and 
reappointment by the late Gov. Beauford 
H. Jester. He retired from the post in 
1952 to become president and_ board 
chairman of the Nolte National Bank in 
Seguin. Prior to 1941 Mr. Gibbs was a 
local agent in Seguin. 


BULLOCK READING SALES MGR. 

John R. Bullock has been appointed 
district sales manager at Reading, Pa., 
by American Mutual Liability of Bos- 
ton. He joined the company in 1951 and 
had been assistant sales manager, Upper 
Darby, Pa. 
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EASTERN REGIONAL MEETING 





Federal L. & C. General Agents from 7 
States Attend; New Wholesale Group 
and Assn. Plans Introduced 

The first of a series of regional meet- 
ings was recently held by Federal Life 
& Casualty in Hotel Commodore, New 
York, attended by general agents from 
seven eastern states. Chairman of the 
sessions was John E. Tigue, eastern 
regional manager, Buffalo, N. Y. This 
gathering was so fruitful of ideas for 
those attending that it was unanimously 
Goted that future gatherings of this type 
be scheduled. Recruiting and training 
new agents was the chief topic of dis- 
cussion, 

Announcement of Federal’s new life, 
wholesale group and association policies 
featured the meeting. The new whole- 
sale plan, covering five or more lives, 
was explained by Wayne J. Kras, Fed- 
eral’s field training supervisor. The plan 
embraces life, A. & H., hospital and 
surgical insurance, and can be sold on 
a monthly premium basis. 

Richard W. Michaels, Federal’s vice 
president in charge of agencies, pre- 
sented details on the association group 
changes. A rider can now be attached 
to the basic A. & H. policy for either 
association group or employer-employe 
plans, so as to make the policy non- 
cancellable for the individual. Here- 
after the company cannot cancel the 
policy of any one individual. 

Roy Matthews, Michigan state man- 
ager, who also attended, said the Fed- 
eral is reintroducing at competitive rates 
its Preferred Whole Life policy to the 
field and that a $10,000 minimum is now 
required. General agents and producers 
will up available sales literature to 
make it easier to sell this contract. 

Fred ee ieee first vice president of 
the Federal L. & C., also came, from the 
home office to attend and to add _ to 
the success of the meeting. 


Program Ready for Midwest 


Statistical Service Meet 

S. Alexander Bell, manager, Midwest- 
ern Independent Statistical Service of 
Chicago, has announced the program of 
speakers for his tenth annual meeting 
to be held May 2 at La Salle Hotel, 
Chicago. Following welcoming address 
of J. S. Gerber, Illinois Director of In- 
surance, and annual reports of officers, 
the meeting will be addressed by the 
following: 

R. W. Griffith, actuary, Nationwide 
Mutual, who will discuss “Utilizing Miss 
Statistics of Experience”; Russell H. 
Matthias of Meyers & Matthias, Chi- 
cago law firm, who will review legisla- 
tion affecting automobile insurance; 
C. A. Marquardt, vice president, State 
Farm Mutual, whose subject is “Elec- 
tronic Underwriting” and Manager Bell 
who will give a searching talk on “Loss 
Reserves and Experience Statistics.” Mr. 
sell will also preside over an open 
forum on company statistical problems. 

Election of officers and directors will 
close the business program. 








Dickson Succeeds Sturges 
In Phoenix of London 


Arthur J. Dickson has been named to 
succeed Thomas L. Sturges as chief 
engineer of the Phoenix of London 
Group’s safety and engineering depart- 
ment. Mr. Dickson, joined the Group 
on May 24, 1934 as an inspector and was 
later made safety engineer. He was ap- 
pointed licensed engineer in 1946 and 
Was transferred in 1952 to the safety 
and engineering department, metropoli- 
tan N. Y. office. Last January 1 he was 
transferred to the home office as super- 
intendent of the safety and engineering 
department. 

Mr. Sturges, retiring, was honored 
With his wife at a luncheon attended by 
40 fellow employes. He was pressed 
With a 21-inch television set by W. 
LaRocque, vice president and Aestaas 
: S. manager of the Group, on behalf 
of his office associates. 


E. H. FORKEL GOES ON BOARD 





V. P. of Continental Casualty Elected 
a Director; Other Promotions An- 
nounced by Chairman Tuchbreiter 
Following the ‘annual meeting of the 
shareholders of the Continental Compa- 
nies, held April 3 at Chicago, Chairman 
of the Board Roy Tuchbreiter announced 
that E. H. Forkel had been elected a 
director of Continental Casualty. Mr. 
Forkel, president of National Fire of 
Hartford, a member of the newly formed 
Continental-National Group, is already 
a vice president of Continental Casualty. 


After meetings of the directors of the 
Continental Cos. later in the day, the 
following were named to the positions 
stated: Maurice R. Greenberg, assistant 
vice president and counsel; Paul L. 
Latham, counsel, both for Continental 
Casualty ; Joseph W. Glynn and Howard 
C. Westphal, assistant secretaries for 
Continental Assurance. 

For Continental Assurance and Con- 
tinental Casualty, the following were 
named: D. Henson, counsel; Richard 
F. Aranow, tax counsel; Myrna A. Parke 
and John H. Van Wickler, assistant 
treasurers. 


N. M. SPEED LIMIT STUDY 

New Mexico’s State Highway Com- 
mission recently authorized engineering 
studies to determine speed limits on the 
highways. The action was taken under 
provision for a new state law limiting 
speeds to 70 m.p.h. in daytime and 60 
m.p.h. at night. Chief Highway Engi- 
neer L. D. Wilson said, “For the most 
part ... study will show 60 m.p.h. as a 
safe limit.” 
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Elect Ellis and Blalock 
Prests. of Coast Assns. 

McCONNELL FEATURED SPEAKER 

California Comsslesloner Says «FF. OF. 


Indemnity Did Public a Service in 
Contesting FTC Action 





Insur- 
Pacific 
held 


The 


Annual meetings of the Pacific 
ance & Surety Conference and 
Coast Advisory Association were 
at Santa Barbara, Cal., recently. 
following officers were elected: 

Pacific Insurance & Surety Conference 
—President, Raymond L. Ellis, vice 
president, Fireman’s Fund, San Fran- 
cisco; vice president, Joseph L. Morrison, 
vice president, Industrial Indemnity, San 
Francisco; secretary-treasurer, James T. 
Blalock, vice president, Pacific Indemnity, 
Angeles. Members of board of 
governors: R. L. Bernard, vice president, 
Anchor Casualty, Los Angeles; John T. 
Gurash, president, Meritplan, Los An- 
geles; A. J. Morrisey, vice president, 
Employers Casualty, Pasadena, and Max- 
well N. Unger, president, Oregon Auto- 
mobile, Portland. 

Pacific Coast Advisory Association— 
President, James T. Blalock; vice presi- 
dent, Raymond A. McGuire, executive vice 
president, Pacific Employers, Los An- 
geles; secretary-treasurer, James E. Mc- 
Guigan, vice president-treasurer, Nation- 
al Automobile & Casualty, Angeles; 
members of board of governors, Win. 
F. Gaynor, president, Pacific Indemnity, 


Los 


Los 


Los Angeles; E. Sawyer, president, 
Founders’ of Los Angeles; John Q. 
McClure, president, National A. & C, 
and J. W. Reynolds, chairman of United 
Pacific. 


McConnell Stresses Cooperation 


A feature of the two sessions was the 
address by Insurance Commissioner F 
Britton McConnell at the conference 
luncheon. Commissioner McConnell 
pointedly set forth the fact that the 
Department of Insurance must function 


only under the provisions of the laws 
as enacted by the legislature, and that 
the Insurance Commissioner has no in- 
herent power to make rules and regu- 
lations contrary to the laws. 

He praised the good of such confer- 
ences as these, and said he came to the 
gathering to learn what was best for 


the industry and the public, not to teach. 


Trade organizations, in his opinion, 
are for the interest of the public and 
will become more so. For years there 


have been constant consultations between 
the California Inspection Rating Bureau 
and Department of Insurance respecting 
problems that have arisen, and he said 
those consultations always have been in 
the interest of the public. There must 
be cooperation between trade organiza- 
tions and the Department. 


Comments on FTC Controversy 


Singling out the controversial FTC- 
Insurance industry situation, and declar- 
ing that because of being in the fore- 

gont of the controversy as a member 
= the NAIC committee having part in 
the matter, singling out the Fireman's 
Fund from the two score insurers cited 
by the FTC bore the aspect of a program 
of keeping alive publicity and is not in 
the interest of the public. He declared 
that Fireman’s Fund in contesting FTC 
action did the public a service. Men- 
tioning that the courts have sustained 
the Fireman’s Fund contention, he ex- 
pressed the hope that similar decisions 
would follow in other cases. 

He called attention to matters of im- 
port to the industry wherein the Gov- 
ernment seems to be taking more than 
passing interest, among them _ being 
nuclear energy, and flood insurance. If 
flood insurance should become subsidized 
by Government, it would not be insur- 
ance. He held that Government should 
have no part in such insurance. Calling 
attention to Government life insurance 
as being subsidized, he said that the divi- 
dend checks being mailed to beneficiaries 
come within the purview of false adver- 


tising. 
On the subject of legislation, Mr. Mc- 


said the Insurance Department 


Connell ms 4 I 
is following a traditional attitude of not 


trying to dictate the passage of any 
specific law, and in this connection 
deprecated the lobbying evils that have 
been bruited and urged that the accusa- 
tions should not again be made. 

On the controversial subject of placing 
the State’s insurance, he said he did not 
believe it a matter of political football, 
and urged that a good system be set up 
to stop accusations against state officials 
and insurance industry organizations. 


Wood Speaks on WIIS Activities 
Albert H 


public relations, 
formation Service, 
ness mecting of the 
the conditions that 
rf WIIS. five years ago. 
concern of the casualty 
try resulting from rate increases of 
1952, with the resulting hostility of the 
public. As a factor in the publicity prob- 
lem he mentioned the activities of the 
plaintiff's attorneys in NACCA, who 
were demanding higher verdicts on the 
ground they had no effect on insurance 
costs. He said the founders of WIIS 
adopted a goal of “improving public 
attitudes, of creating more sympathetic 
understanding and upgrading the stature 
of the industry in the eyes of the 
public. 


Wood, manager and director, 
Western Insurance In- 
addressing the busi- 
conference recalled 
led to the creation 
He told of the 
insurance indus- 


He declared their program has created 
public confidence, and that it has been 
effective in changing public attitudes and 
in improving the atmosphere. 

Mr. Wood credited Commissioner Mc- 
Connell for the press release dealing 
with the rate increases and also setting 
forth the causes. He declared WIIS 
activities have included “strenuous efforts 
to expand and broaden the base of our 
contacts, to meet, know and work per- 
sonally with many people, to use every 
means of communication to gain an 
intelligent understanding of the over-all 
objectives.” 

Speakers’ Bureau 


Turning to results he said that mem- 
bers of the speakers’ bureau had ad- 
dressed 1,500 civic clubs in three Pacific 
states, with an audience of 169,000, and 
had pl iced 17,500 columns of newspaper 
space. He mentioned the preparations 
of booklets by President Victor Mont- 
gomery of Pacific Employers, and others, 
with a circulation of 115,000 copies; the 
opening of the WIIS office in San Fran- 
He spoke of participation in the 


cisco. 
annual Business Education Day and 
Letter Essay contest; the launching and 


distributing of a news bulletin service 
to California broker-agents during the 
presidency of Raymond A. McGuire. He 
also pointed to formation of a northwest 
steering committee through the efforts 
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of J. W. Reynolds of United Pacific. 

In closing he stated: “Remember the 
public is far more willing to accept pro- 
nouncements and comments when those 
statements have the authenticity that is 
associated with group or collective ac- 
tion. Today’s buying public has been 
educated to look for “seals, emblems 
and stamps of approval. It is only nor- 
mal that they would be more willing to 
accept statements coming from a group 
of companies whose announced objective 
is the safeguarding of their welfare.” 


Carolina Casualty’s Program 
To Reduce Truck Accidents 


The Carolina Casualty of Burlington, 
N. C., which installed an entirely new 
accident prevention system late las¢ year, 
announces that already there is an 
18.95% decrease in accident frequency 
evidenced in the early months of 1957, 

Close examination now will tell the 
company as well as the assured, to what 
extent the new program will go in cut- 
ting into the accident toll. It calls for 
field engineers to give increased empha- 
sis on driver training and selection as 
they work with trucking and bus com- 
panies. The objective is to get the right 
type of truck driver on the road, so 
that there will be fewer accidents. 

G. Carlton Alexander, head of 
Carolina’s resez arch department, said that 
the decrease is: “of prime importance 
to the transportation industry.” Using a 
base of $5,C00,000 in premiums, he said 
that 1.36 accidents were reported in 1956 
for each $1,000 in premiums. The average 
was 1.63 for the five years following 1951 
when the figure was 1.61. 

According to Mr. Alexander, no pro- 
gram practiced by the company has 
drawn such wholesale acceptance nor has 
shown sueh quick results as the present 
one calling for a new psychological tech- 
nique in driver selection to enable trans- 
portation company executives to deter- 


the 


mine beforehand whether or not the 
driver is prone to accidents. 
“It has already been found,” said Mr. 


Alexander, “that there has come a re- 
awakening within the transportation 
companies of the value of the driver and 
his vital part in accident prevention. 
With this consciousness, and the pro- 
gressive steps we will continue to intro- 
duce in driver selection as new vacancies 
occur, results already show us that we 
and the companies which have joined 
with us on this new approach cannot 
help but benefit greatly. This will come 
by decreasing accidents even further and 
thereby guaranteeing greater safety to 
the general motoring public.” 


HARTFORD A. & I. CHANGES 

Four appointments in the Washington, 
D. C. branch office of the Hartford 
A. & I. have been made as _ follows: 
Frederick Bauernschmidt becomes assist- 
ant branch manager; James W. Cassedy 
IlI, agency supervisor; Paul D. Snod- 
grass, superintendent, casualty depart- 
ment and Philip W. Shoemaker, special 
agent. Mr. Bauernschmidt will be prin- 
cipal aide to T. R. Barker, the branch 
manager. 


J. M. QUINN’S NEW POST 

Fireman’s Fund Insurance Group has 
appointed Joseph M. Quinn as superin- 
tendent of claims in its New York Met- 
ropolitan branch office. 

Mr. Quinn was formerly assistant man- 
ager of the New York claim division of 
Maryland Casualty. Prior to that he was 
employ ed by two other well known com- 
panies in the casualty field in a super- 
visory position. 


TENNESSEE TERRITORY CHANGE 

Indemnity Co. of North America, an- 
nounces that effective April 1, the Nash- 
ville service office has assumed full pro- 
duction, policy writing and underwriting 
authority for the state of Tennessee. 
Previously all the company’s casualty 
business was handled for that territory 
through the home office in Philadelphia. 
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Vanderbrouk Keynoter At Monarch 
Life’s Florida Meeting; 500 Attend 


Says Key Word in All Monarch Achievements Is “We”; 
Swanson Traces Growth Since 1951; Ralph Lindop 
1 General Agent for 1955-56 


President Frank S. Vanderbrouk of 
Monarch Life of Springfield, keynoter 
of the company’s biennial convention at 
Hollywood Beach, Fla., late last month, 
hit the bull’s-eye when he reminded his 
large audience of field and home office 
personnel that the keyword in all Mon- 
arch achievements is “we.” 

“Monarch is people,” he said, “and the 
identification of each individual’s interest 





new life insurance volume had soared to 
$87,000,000. 

Among other outstanding gains in the 
five years were these: Assets jumped 
from $33,600,000 to $68,600,000; capital, 
surplus and voluntary reserves from 
$6,200,000 to $13,100,000; total gross in- 
come from $17,000,000 to $30,200,000; and 
total paid to policyholders and _ benefici- 
aries since organization from $61,500,000 





President’s Cup Winners—Ralph K. Lindop (center) of New York City, winner of 

General Agent’s Award for 1955 and 1956; Fred B. Hulme (left) of New York 

Agency, leading 1956 Field Underwriter, and Gerald Cauza (right), Trenton Agency, 
Top Field Underwriter for 1955. 


with the interests of all Monarch people 
is extremely important .. . 

“Monarch is our company. We. can 
take full pride in all of its past achieve- 
ments, keeping well in mind that it’s the 
strength of us, the Monarch people, that 
will enable our company to accomplish 
even greater things in the future. 

Close to 500 of Monarch’s leading gen- 
eral agents, agency supervisors, field 
underwriters, and their wives attended 
the four- day convention, and there was 
good reason for rejoicing as the Monarch 
reached new highs in 1956, its biggest 
and best year to date. 


Swanson Cites 1951-56 Progress 


Agency Vice President Raymond C. 


Swanson, in introducing Mr. Vander- 
brouk, traced the growth of the Mon- 
arch since the previous convention at 


Hollywood Beach. The it was in 1951, the 
year of the company’s 50th anniversary. 
and the year in which Mr. Vanderbrouk 
was elected president. Mr. Swanson 
brought out the following facts: 

In 1951 Monarch’s new health and 
accident premiums, on a yearly basis, 
amounted to $2,600,000 and new life in- 
surance volume reached $37,600,000. In 
1956, after only five years under Presi- 
dent Vanderbrouk’s strong leadership, 
the company’s new H. & A. premiums, 
on a yearly basis, totaled $4,800,000 and 





to $105,100,000. 

In fact, Mr. Swanson pointed out, in 
the last five years Monarch did more 
business under Frank Vanderbrouk’s 
leadership than it had done in all of the 
previous 50 years of its existence. 


Selling in Increasingly Competitive 
Market 


Mr. Vanderbrouk, who is also public 
relations chairman of the Health Insur- 
ance Association of America, said that 
Monarch’s future depends upon “selling 
oursely es to our clients,” and emphasized 
that in an increasingly competitive mar- 
ket “having the best contract is not 
enough. . . . Our job is to see the public, 
to keep close to the public, to sell every- 
one and to keep them sold and serviced.” 

Expressing unlimited faith in everyone 
associated with Monarch, Mr. Vander- 
brouk emphasized: “No matter how high 
our records are now, we shall continue 
our record-breaking attainments. We set 
new standards each time we meet. We 
are never satisfied. We are constantly 
looking ahead to greater goals.” 

in his own address Mr. Swanson’s 
main point was the fact that success 
cannot be geared to either a set dollar 
volume or a level yearly income. Because 
the average premium is increasing, the 
dollar-volume standard results in a de- 
creasing number of sales; and the level 


ber of sales,” Mr. 
“and the way to attain success is to de- 
velop the best possible attitude 
time (the only 
for what we 
check, 
policyholders, and 
tions.” 


Monarch’s No. 
past several years, in speaking on 
Phases of Development,” 
new man the first step is 
basic 
business.” 
religion in the 
viction of the value of what he 
ing.” The third step is when he 
utter confidence in himself.” 


his topic, 
Laren of New Haven said that the best 
way to meet 
better clients. 
plained, “is the 


a A. 


New York City agency, 
the Product Is the Enemy of the Sale”; 
Robert L. 


supervisor, 





President Frank S. Vanderbrouk strikes 
es note. 


yearly income saiidaed fails because of 
the dollar’s decline in purchasing power, 
he said. 


“The only standard of success is num- 
Swanson continued, 


toward 
thing we have to trade 
want), toward our pay 
toward our business, toward our 
toward our obliga- 


Linddp on Three Phases of Development 


Ralph K. Lindop of New York City, 
1 general agent for the 
“Three 
said that for a 
“learning the 
story, the fundamentals of our 
The next step is when he “gets 
business—a strong con- 
is do- 
“achieves 
With “Confounding Competition” as 
General Agent John D. Mc- 


competition is to obtain 
“The best client,” he ex- 
person who buys both 
and life insurance.” 


Other Leaders Who Spoke 


Other leaders who spoke and _ their 


topics were the following: 


a supervisor of the 
“The Quality of 


John B. English, 


Herman, Cleveland 
“Four Face to Face” 
(Continued on Page 48) 


agency 
; James 


Panel on Health Care 
Costs at HIAA Meeting 


TO BE LED BY E. J. FAULKNER 


C. Manton ‘Eddy to Be _ Insurance 
Speaker in This Symposium; Other 
Features of May 6-8 Washington 
Gathering 








A symposium on financing of health 
care costs has been scheduled as one 
of the highlights of the forthcoming 
annual meeting May 6-8 of the Health 
Insurance Association of America. The 
three-day meeting of this- 253-member 
association of insurance companies in 
the United States and Canada will be 
held at Sheraton-Park Hotel, Washing- 
ton, 2. -C. 

Insurance company representatives at- 
tending the morning session on Wed- 
nesday, May 8, will hear a panel of four 
experts discuss various methods and 
considerations in the program of helping 
the people of the nation pay their health 
care costs. HIAA President E. J. Faulk- 
ner, president of Woodman Accident & 
Life, will preside over the symposium 
and will introduce the speakers repre- 
senting the insurance business, the serv- 
ice plans, medicine, and the role of 
government in health insurance. 

The scheduled panelists are C. Man- 
ton Eddy, vice president and secretary, 
Connectic ut General, who will speak on 
“Keeping Insurance Effective in ‘Fi- 
nancing Health Care”; Jay Ketchum, 
executive vice president, Michigan Medi- 
cal Service, speaking on the service plan 
approach in “Segregation vs. Integration 
in Health Insurance”; Dr. David B. 
Allman, president-elect, American Medi- 
cal Association, discussing “Medicine’s 
Role in Financing Health Care Costs”; 


and U. S. Senator William A. Purtell, 
Connecticut, who will speak on “Govern- 
ment’s Role in Health Care.” Immedi- 


ately after the speakers’ remarks, Mr. 
Faulkner will open the session for gen- 
eral discussion and a question and 
answer period. 


Ladies to Visit Brazilian Embassy 


Convention entertainment for the 
ladies includes a visit to the Brazilian 
Embassy in Washington, arranged for 
Tuesday afternoon, May 7, with the Am- 
bassador’s wife, Senhora Ernani do 
\maral Peixoto, as hostess. A movie 
will be shown and coffee served. Presi- 
dent Faulkner emphasized in a letter to 
HIAA members that ladies are cordially 
invited to the meeting. 

Other features of HIAA’s three-day 
meeting include a special luncheon ad- 
dress on Wednesday by Marion B. 
Folsom, Secretary, United States De- 
partment of Health, Education and Wel- 
fare a report to the membership by 
HIAA General Manager Robert R. Neal, 

(Continued on Page 48) 
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Sickness Disability 
Payments Tax Exempt 


N. Y. TAX COMMISSION RULING 


Applies Only to Bona Fide Written 
Plans; Bragalini Predicts Cost to 
State in the Millions 
The New York State Tax Commission 
ruled last week that virtually all employ- 
er-financed sickness disability- payments 
were exempt from the State personal 
income tax. Excluded from reportable 
gross income for tax purposes were 
‘disability benefits paid to employes as 
compensation for personal injuries or 
sickness under accident or health plans 
maintained or financed by their employ- 
ers, whether insured or not.” This applies 
to pay received as long as it is received 
pursuant to a “bona fide written plan.” 
This ruling reaffirms two tentative de- 
cisions made last year, and broadens 
their effect considerably. Under the 
earlier rulings disability payments in 
order to be tax-exempt had to be made 
under a plan approved by the State 

W sen s Compensation Board. 

George M. Bragalini, president, New 
York State Tax Commission, predicted 
the ruling would cost the state “millions 
of dollars a year” in revenue by reduc- 
ing personal income tax payments. Pri- 
vate estimates of the revenue loss ranged 
from $3,000,000 to $10,000,000. He expects 
the ruling to bring a host of administra- 
tive problems. 

Regarding “qualified plans,” the Com- 
mission considered those approved by 
the Workmen’s Compensation Board un- 
der the present disability law to be 
qualified. To gain this status now a 
benefit plan should cover all or a speci- 
fied class of employes; impose a legally 
enforceable obligation to indemnify cov- 
ered employes for absence from work 
for illness or personal injury; establish 
the amount, duration and conditions for 
payment to employes in case of illness 
or personal injury or be known to the 
employe when he began work or before 
sickness or injury occurred. 

Text of Tax Commission Ruling 


The following, in part, is the text of 
the Commission’s ruling: 

“The decision of the Supreme Court 
of the United States on April 1, 1957 in 
Haynes v. United States has finally 
settled questions as to the taxability of 
disability benefit payments paid to em- 
ployes under the New York income tax 
law 

“However, there was considerable un 
certainty as to the taxability of dis- 
ability benefits made under employer- 
financed uninsured plans. This uncer- 
tainty resulted from conflicting Federal 
decisions and administration ruling re 
lating to the taxability of such payments 
for Federal income tax purposes under 
the 1939 code. (Epmeier v. United States, 
199 F. (2d) 508; C. F. Haynes v. United 
States, 233F. (2d) 413.) 

“In view of the similarity between the 
provisions of Section 359, Paragraph 
2-E, of the New York tax law and sec 
tion 22 (B) (5) of the 1939 code, which 
was the basis of the foregoing decisions, 
the State Tax Commission held in abey- 
ance any final ruling as to the taxability 
of such payments until this conflict was 
resolved by the Supreme Court. 


Decision Reversed 


“On April 1, 1957, the Supreme Court 
of the United States resolved this ques- 
tion for purposes of the 1939 code by 
reversing the decision of the United 
States Court of Appeals in Haynes v. 
United States. The Supreme Court held 
that disability benefit payments made 
under a formal plan maintained and ad- 
ministered by an employer constituted 
‘health insurance’ and were excludable 
from gross income. 

“In view of the similarity between the 
provisions of the New York tax law and 
the 1939 internal revenue code, such 
decision must necessarily be considered 
in construing the New York tax law. 

“Continuation of regular pay during 





periods of sickness or personal injury, 
according to prior existing statutes or 
administrative regulations requiring such 
payments, also qualifies as accident or 
health insurance and is wholly exclud- 
able from gross income. No plan is 
deemed to exist if the conditions under 
which payments are made to employes, 
and the amount and duration thereof, 
are not based on objective standards ‘but 
are discretionary and are determined at 
the time the employe receives the pay- 
ment. 

“Similarly, any voluntary payments 
made by an employer to his employe on 
account of sickness or personal injury, 
where there is neither an enforceable 
obligation nor any existing formal plan 
requiring such payments, do not fall 
within the purview of this exclusion, 


Adequate Proof Needed 


“Where disability payments, constitut- 
ing accident or health insurance, have 
heretofore been included in gross in- 
come, applications for refunds may be 
made in accordance with Section 374 of 
the tax law. Any such application or 
any claim for exclusion of such payments 
from gross income must be substantiated 
by adequate proof in such form as may 
be required by the State Tax Commis- 
sion. 

“Individuals reporting income for the 
year 1956 on long form IT-201 should 
exclude from their gross compensation 
the amount of disability benefits and re- 
port only the net compensation at Item 
10 on Page 1. The disability ‘benefits 
should be entered in Schedule E on Page 
a3” 


Roy MacDonald Gets His 
American Citizenship 


Roy A. MacDonald, director of com- 
pany relations in the Health Insurance 
Association of America, realized ‘his 
highest ambition on April 2 when, in 
U. S. District Court in Chicago, he be- 
came an American citizen. Mrs. Mac- 
Donald was also scheduled to get her 
citizenship the same day but, unfortu- 
nately, she came down with the measles 
just the day ‘before and will have to 
wait for her citizenship until the June 
session of the court. 

A Canadian wlo was born in Cape 
Breton, Nova Scotia, Mr. MacDonald 
came to the United States in the late 
40's after company experience with the 
Sun Life of Canada and Great-West 
Life. With the old Health & Accident 
Conference he was assistant director of 
company relations and made a name for 
himself in industry and civic activities 
as well as being the author of a book 
on substandard underwriting. 





A&S SALES OPPORTUNITY 
IN FLORIDA 


For one of nation's oldest and 
largest A&S writing companies 


Want to live in Florida? 
We have an opening for an experienced A&S salesman 
under age 50 to continue development of A&S lines 


in an established, successful general lines agency. 
Central Florida — in one of the fastest 


growing cities in the state. 
Write in confidence, giving full information about 
background and previous employment. 
BOX 2510 
The Eastern Underwriter, 93 Nassau St., New York 38, N. Y. 











LPRT Sets New Standards; 
Will Double Membership 


The Leading Producers Round Table 
A. & H. Association, 


chairman, will double its membership as 
compared to 1955. Early application re- 
turns indicate there 
qualifiers for the 1956 awards as com- 
pared with 216 awards in 1955 

This year for the 
tie chains and medallions are available 
for past and present qualifiers. 
officers will be 
elected at a special breakfast meeting 
June 14, during the IAAHU 


Other changes include new minimum 
production qualifications 
types of awards 
LPRT membership. 


award has been increased from a $5,000 
to a $10,000 minimum, and the maximum 


has been increased from $10,000 to $15,- 
1955 qualifying levels. 
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ARE YOU STILL TRYING TO 
SELL FROM AN EMPTY WAGON? 


That's not the case with Federal's Agents. 
Licensed in all 48 States, Federal offers a full 
competitive Life and Guaran- 
teed Renewable A&H . . . backed up with top 
commissions, vested renewals, training schools, 
100% home office service and fifty-one years 
of leadership and experience. Four divisions 
. . . Regular, Credit, Special Risks and Group 
. .. provide Federal Agents with the merchan- 
dise to offer any prospect. Opportunities for 
General Agencies are open in all states. Write 
Agency Secretary, Division 


FEDERAL LIFE 
ACASUALTY 







D, for full details. 








award has been increased from $10,000 
to $15,000. The maximum remains the 
same at $20,000. All of those who pro- 
duce $20,000 or more will receive a gold 
certificate. 

If a person qualifies for the gold award 
two years in succession he will qualify 
for life membership, even if the stand- 
ards for the awards were lower during 
the past two years. 

Of the innovations and changes this 
year, Mr. Baskin says, “They are made 
to give further prestige and honor to 
those men who are doing the most im- 
portant work in the A. & H. field.” 


Vanderbrouk Keynoter 


(Continued from Page 47) 


i: Hildebrand, also a New York agency 
supervisor, “What Is Training ?” 

Fred A. Hulme, also of New York, the 
company’s No. 1 field underwriter last 
year, “Life Presentation”; Corrado Sam- 
marco of Monarch’s Albany agency, “Do 
We Believe?”; Eugene D. Case of the 
Springfield agency, “With Two Hands”; 
William L. Fox, Jr., of the Hartford 
agency, “Getting Our Share of Life 
Business,” and Carl H. Walker of the 
Indianapolis agency, “Success Spelled 
W-O-R-K.” 

Monarch’s highest award, the Presi- 
dent’s cup, was presented to Mr. Lindop 
as the No. 1 general agent in both 1955 
and 1956; to Mr. Hulme for being the 
Hea field underwriter last year, and to 
Gerald Cauza of the company’s Trenton 
agency for being No. 1 field underwriter 
in 1955. 

It was announced that Monarch’s next 
biennial convention will be held in 1959 
at the Americana Hotel, Miami Beach. 


Panel On Health Care 


(Continued from Page 47) 


Tuesday morning, May 7, and the in- 
stallation of the new officers as_ the 
closing feature of the meeting on 
Wednesday afternoon. 

On Monday afternoon, HIAA Public 
Relations Committee Chairman Frank S. 
Vanderbrouk, president, Monarch Life, 
will preside over a forum on public rela- 
tions to be conducted by the Health 
Insurance Institute. A number of ma- 
jor areas of activity and projects will 
be described by Institute Vice President 
James R. Williams and his staff, to 
demonstrate how the Institute operates 
on behalf of the insurance companies 
engaged in health insurance work. 
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V. J. Skutt Sees New MATS 
Policy Work in Hawaii 


V. J. Skutt, president, Mutual of 
Omaha, recently visited Hickham Air 
Base, Honolulu, to obtain first hand in- 
formation on acceptance of the new, 
liberalized travel coverage—“Add 24”— 
now available to Military Air Transport 
cence Mr. Skutt conferred with 
Brig. Gen. George S. Cassaday, MATS 
service coordinator in Hawaii and Al 
Shoehigh, military insurance representa- 
tive for Mutual in the Honolulu area. 

The new plan is being underwritten 
by Mutual of Omaha through its sub- 
sidiary, Tele-Trip Co., Inc. 

“Add 24” provides full coverage in 
the principal sum purchased, 24 hours 
a day at no increase in premium. This 
is in contrast with Mutual’s previous 
protection which covered only aircraft 
accidents. Furthermore, eligibility for 
the insurance has now been extended 
to include all personnel assigned to the 
transport phase of MATS operations— 
such as ground support and administra- 
tive personnel as well as air crews. 

The announcement of the _ broader 
coverage follows closely on the heels of 
the premium reduction for international 
air travel insurance instituted by Mutual 
in January. President Skutt described 
both as “major steps in Mutual of Oma- 
ha’s over-all program to provide the 
best in low cost accident coverage to 
the persons who are playing such a 
vital role in the security of our nation.” 


Loyal Wins Community Chest 


Award for 1957 Performance 

H. C. Welch, manager of the Blue 
Division of United Community Services 
of Greater Boston, recently awarded to 
the Loyal Protective Life a bronze 
plaque “for outstanding citizenship.’ 
John M. Powell, president of the Loyal, 
accepted the award on behalf of the 
home office staff. 

This is the first year there has been 
any competition, as such, connected with 
contribution to the Community Chest by 
business organizations. Approximately 
4,000 companies were eligible for recog- 
nition when they contributed to the 1957 
Red Feather drive. Loyal was one of 
only 49 Greater Boston organizations 
receiving these plaques. Requirements 
to qualify for an award were a_per- 
capita gift of at least $3, participation 
by at least 55% of the personnel, and 
an increase of individual contribution 
over 1956. Loyal’s per-capita gift was 
$15.56, with 95% of the home office staff 
contributing, an increase of 12% over 
1956. In fact, Loyal was the first of the 
winning companies to go over the top, 
attaining the highest average contribu- 
tion in its class which included 23 other 
insurance organizations. 


State Mutual Has New 
Major Medical Sales Kit 


The State Mutual Life has introduced 
a new major medical sales kit which, 
the company says, is the first of its kind 
in the industry so far as is known. It is 
designed to increase the effectiveness of 
sales presentations by reducing, for the 
prospect, the complexities of major medi- 
cal coverage into simpler terms. 

The copyrighted kit, composed of a 
series of 14 four-color ‘cards, outlines in 
progressive steps the basic coverages 
through to the broad comprehensive 
plans. 


Skelley With N. J. Blue Cross 


William R. Skelley has been appointed 
assistant vice president, Hospital Serv- 
ice Plan of New Jersey—Blue Cross. 
Since 1949 he has been controller and 
assistant director of Colorado Hospital 
Service, Denver. Milton O. Loysen is 
vice president in charge of operations 
for New Jersey Blue Cross. 


ELECT FOUR NEW DIRECTORS 





At North American Accident Annual 
Meeting; Chairman J. L. Fox, Sr., 
Reports on 1956 


Four new members were elected to the 
board of directors of North American 
Accident at the annual meeting in its 
home office, Chicago, last month. Three 
of the new directors also are on the 
board of Nationwide Corporation of Co- 
lumbus, Ohio, which last year acquired 
one-third interest in North American. 


They are: Paul C. Raymond of Chi- 
cago, vice president, American National 
Bank & Trust Company of Chicago; 
Paul D. Grady of Kenly, N. C., board 
chairman, Nationwide Mutual Fire, Co- 
lumbus; W. E. Stough of Galion, Ohio, 
board chairman of Peoples Development 
Co. of Columbus. 

The fourth new director is Henry F. 
Rood of Fort Wayne, vice president and 
actuary of Lincoln National Life. 

Reelected to the board were Joseph 
L. Fox, Sr., chairman; Hazel E. Boos- 
trom, secretary; S. Robert Rauwolf, vice 


president and agency director; R. D. 
Wisely, vice president and treasurer; 
R. L. Block, vice president, investments. 

Reporting on the company’s progress 
in 1956, Chairman Fox cited a $2,000,000 
gain in A. & H. premiums over 1955 
and an increase of approximately $7,- 
000,000 in life insurance in force. Capi- 
tal and surplus amounted to $7,250,000 
at the year end. Assets increased by 
approximately $3,370,000 to an all-time 
high of $37,169,000. Mr. Fox expressed 
the opinion that 1957 will be the best 
year in North American’s 70-year his- 
tory. 





COMBINED 
PACKAGE PLAN 


for YOU? 














COMBINED 
CHIROPRACTIC 
HEALTH PLAN 























over ‘142,000.00 in 10 years of fascinating selling! 


Yes, there’s a good-sized fortune wrapped up 
in this package, plus all the merchandising 
materials and assistance necessary to help you 


get it. 


Let’s open it up and see what’s in it for qualified 
agents. Based on our minimum production figures, 
there’s a potential of over $142,000.00 in commis- 
sions on sales and renewals over a 10 year period. 
Under Combined’s vested renewal program this 
could mean a retirement income for you of about 
$12,000.00 a year. How’s that for 10 years of 


fascinating specialized selling? 


With the personalized sales training you will 
receive using our proven merchandising formula, 
you can’t miss with Combined’s Chiropractic 


Health Plan. 


DID YOU KNOW? That in 1956, among the Combined Group 
of Companies, Combined Insurance Company of America, alone, 
paid its policyholders over $4,557,000.00 in claims. Since the 
company was organized, Combined has paid over $49,000,000.00 
in claims. The efficiency of Combined’s Claim Dept. provides 
representatives with valuable assistance in obtaining renewals, 


conversions and increased scles. 


That, briefly, is what’s in this package for you. 
And Combined has other interesting package 
plans of comparable potential, for your inspection 


and consideration. 


Find out how Combined can help you to out- 
standing success in the health-and-accident field. 
Mail the coupon, below—now! 


Combined Group of Companies, W. Clement 
Stone, President: Combined Insurance Company 
of America, Chicago; Combined American 
Insurance Co., Dallas; Hearthstone Insurance 


Co. of Massachusetts, Boston; First National 


City. 


Name. 


Casualty Co., Wisconsin. 
ee ee 


Combined Insurance Co. of America, Dept. 44 ] 
5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: I am interested in the details ] 
about Combined’s profitable package plans. i 





Address 





State 
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Moran Says Medical Care Field Has 
Greater Rewards For Life Agent 


Joseph W. Moran, Group underwriter, 
associate actuary, New York Life, made 
some interesting comments on trends in 
the Group hospital-surgical-medical ex- 
pense insurance field at a recent panel 
discussion on “Mass Coverages.” He 
spoke at the 1957 Economic Conference 
of the Chicago CLU Chapter held re- 
cently in Chicago. 

Declaring that the medical care field 
offers life agents “greater opportunities 
for service and rewards than ever be- 
fore,’ Mr. Moran said: “The great 
progress made in this field in the past 
should not be allowed to obscure the 
fact that over 90% of the people in 
America do not yet have major medical 
insurance coverage.” 

The speaker feels that the progress 
in medical insurance field is partly ac- 


counted for by the rapidly improving 
medical services and the equally in- 
creased cost of this service. “The in- 


creased cost of better medical care... 
has received a great deal of attention in 
the press, in Government and political 
circles and among business men and 
labor leaders to whom it is now an im- 
portant factor in collective bargaining 
and in hiring and retaining personnel. 
The increased activity of life insurance 
companies is, in itself, an important re- 
flection*of public interest.” 

Establishing the status of this type of 
insurance with the public, Mr. Moran 
stated: “Over 100,000,000 individuals in 
the United States now have insurance 
coverage (or similar prepayment protec- 
tion) against some portion of their ex- 
penses for medical care. Of this number, 
over 40,000,000 derive part or all of this 


protection from their enrollment in 
Gre up insurance plans sponsored by 
employ ers, unions, trade associations, 


professional association or other groups. 
To demonstrate the continuing growth, 
I can point out that the Federal Govern- 
ment is now actively planning to extend 
the advantages of Group coverage to 
several million civil servants, and that 
several other large groups are currently 
becoming insured for the first time.” 


Reason for Emphasis 


has an obliga- 
to provide 


The insurance industry 
tion to the American public 


adequate medical care insurance cover- 
age, Mr. Moran emphasized, “and if the 
industry cannot meet this obligation, 


the prospects of Government domination 
of this insurance field and_ socialized 
medicine will be much more serious than 
at present. For this reason, the major 
emphasis of insurance companies in the 
Group field in the last few years has 
been placed on development of better 
medical care insurance coverage.” 

Mr. Moran then presented a brief his- 
torical review of Group medical care 
benefits and illustrated the progress 
made from the early benefits which pro- 
vided “merely a modest increase in an 
employe’s weekly indemnity disability 
income during periods while he was hos- 
pitalized.” These benefits were later ex- 
tended but were, Mr. Moran said, “lim- 
ited by rather conservative underwrit- 
ing.” 

At the end of World War II the first 
substantial growth in sales was taking 
place and extensions in benefits were 
attributed by Mr. Moran to “the inten- 
sive competition of insurance companies 
among themselves and with various Blue 
Cross and Blue Shield plans.” 


Industry Answer to Blue Cross - Shield 


Mr. Moran then described the indus- 
try’s answer to the Blues’ major advan- 
tage of direct contracts with hospitals 


and doctors who provide medical service. 
The typical Group hospital-surgical ben- 
efit package was extended to include ex- 
pense benefits for physicians’ calls in the 
hospital (and later also in the doctor’s 
office and at home), diagnostic examina- 
tions and other supplementary benefits. 
Yet they did little, he said, “to strengthen 


the individual’s protection against costs 
of major illness.” 

Mr. Moran pointed out that latest ad- 
vances in medical science “tended to 
raise the costs of medical care (along 
with its quality) and tended to shift a 
larger share of the average medical bill 
from the insured to the uninsured area 
despite repeated liberalization of benefits 
in most Group plans.” This resulted in 
the designing of major medical Group 
plans from the industry’s new philosophy 
that “benefits will be available to give 
substantial help in meeting the financial 
burden imposed by heavy medical ex- 
penses for which he, the insured, cannot 
reasonably budget.” 

The industry thus produced the trump 
card for the public for, as Mr. Moran 
described previously, “hospital-surgical 
plans fell far short... because they 
provided only specified amounts .. . for 
specified types of expense.” 


Most Important M.M. Features 


Mr. Moran thought it unfortunate that 
deductibles and coinsurance were the two 
most widely publicized features of major 
medical coverage. “First they are basic- 
ally negative concepts—the definition of 
what benefits are not paid by a major 
medical plan—which should be secondary 
to the definition of what is paid. More 
important,” he said, “is the fact that 
these are not the most important char- 
acteristics of the major medical philos- 
ophy in benefit design. 

“The most important features are the 
broad definition of the types of medical 
care charges insured, coverage of the 
full amount of any reasonable — 
for such care (with few limitations), 2 
liberal maximum benefit, and a eahieee 
definition of benefits independent of the 
nature of the illness or the medical type 
of services rendered. Deductibles and co- 
insurance are merely tools which have 
been used to build these more important 
features into soundly underwritten Group 
plans,” he said. 


Refinements of Deductible, Coinsurance 


Several companies have recently de- 
veloped improved plans which include 
further refinements of the deductible and 
coinsurance provisions. “These refine- 
ments have been adopted,” Mr. Moran 
said, “to make such plans more attrac- 
tive to employes as replacements for 
existing basic hospital- surgical coverage. 
By removing the deductible for hospital 
expenses (and sometimes even for sur- 
gical expenses), and by removing coin- 
surance from the first several hundred 
dollars of hospital charges, we have 
compromised our desires for a uniform 
definition of benefits for all types of 
covered charges. However, we _ have 
greatly increased the sales of these plans 
and the number of persons insured on 
the major medical basis. It is our feel- 
ing that these improved plans that result 
from combining the best features of both 
the old basic hospital-surgical plans and 
the new major medical philosophy will 
be the typical product of the future in 
the Group medical care insurance field. 
We think that they fulfill our objective 
of adequate broad coverage consistent 
with the needs of the public.” 

Mr. Moran in closing enumerated his 
reasons w hy life insurance agents should 


play an “increasingly important part in 
merchandising” this medical expense in- 
surance. “First is the fact that adequate 


insurance against expenses of medical 
care is now recognized as an essential 
part of any complete personal insurance 
program. The expert life insurance 
agent who develops a program of cover- 
age is expected to include health insur- 
ance as well as life insurance protection 
and provision for and loss of income 
due to disability. 

“Second is the fact that the life agent 
is now able to do just as good a job in 
serving his clients’ medical care insur- 
ance needs as he has always been able 


“Low Cost” Specials 
Scored at Indiana Meet 


BY GRIFFITHS OF GULF UNION 


Osler Fearful That Lowering Age for 
Disability Benefits Will Bring 


Socialized Medicine 


At the ninth annual Caravan Sales 
Congress of the Indiana Association of 
Life Underwriters one speaker charged 
that the industry is “missing the boat” 
by promoting “low cost specials.” A sec- 
ond speaker predicted socialized medi- 
cine within ten years. 

It was John D. Griffiths, executive vice 
president, Gulf Union Life, Baton Rouge, 
La., who expressed the opinion that life 
insurance companies have picked an “ut- 
terly inappropriate time” to propound 
minimum issue specials. In order to help 
control inflation, shouldn’t we now be 
promoting the idea of “buying the highest 
premium form the prospect can afford?” 
he asked. 

The next election year will see a drive 
to lower the beginning age for disability 
benefits from Social Security to 21, R. 
W. Osler, vice president, the Rough 
Notes Co., Indianapolis, predicted. “I see 
no hope of stopping the amendment,” 
he said. 

If the age is lowered, Mr. Osler as- 
serted, socialized medicine is inevitable. 
“The Government cannot foot the bills 
for medical and hospital care unless it 
can also control the charges — which 
means socializing medicine.” 

The speaker quoted medical society 
publications to the effect that service- 
type coverage, such as Blue Cross and 
Blue Shield, is “socialistic in design and 
effect” and that it contributes to the 
trend toward socialization. 


Caravan Itinerary 


The caravan appeared in Valparaiso, 
in northern Indiana, April 4; Indianapo- 
lis for the central region on April 5, 
and Evansville for the southern region, 
April 6. Total attendance for the three 
meeting centers exceeded 1,000. Chair- 
man for the state was Ben Lurie, CLU, 
Northwestern Mutual, Evansville. 

Opening the meeting in Indianapolis 
Alden C. Palmer, Indiana Insurance 
Commissioner, declared that life insur- 
ance is the “first line of defense of 
democracy; and the depth of defense 
behind it is thin, pitifully thin. Every 
policy you sell is that much less chance 
someone will some day run to Wash- 
ington to trade his American birthright 
of freedom for the mess of pottage that 
is the hand-out state.” 

Speakers on the afternoon sessions 
were J. L. Turner, district manager, In- 
terstate L. & A. and Hal Nutt, CLU, 
director, Purdue Institute of Life Insur- 
ance Marketing. 

Mr. Turner declared that the economy 
is in a period of “tightening up.” “In 
order to meet the competition that such 
tightening up brings,” he said, “we in 
the combination business are seeing to it 
that our fine agency forces are given 
all the effective training needed to over- 
come the situation. 

“There may have been a day,” he 
admitted, “when combination — agents 
could get by with a smattering of know!l- 
edge, but now our plans for the future 
call for intensified training.” 


Nutt’s Tribute to Salesmanship 


Mr. Nutt, described as “every program 
chairman’s ideal for the clean-up spot,” 


Int’l A. & H. Pres. Coffey 
On 20-State Speaking Tour 








E. J. Coffey (left) International Presi- 
dent, Greeted at Richmond by H. Stan- 
ley Marmaduke. 


The Richmond Association of Accident 
& Health Underwriters was fortunate at 
a recent meeting to have as guest, E. J. 
Coffey, president of the International 
Association. Mr. Coffey is presently on 


a 20-state speaking itinerary, meeting 
with the local associations. 
Mr. Coffey, who heads one of the 


largest general agencies of the Mutual 
and United of Omaha, started with these 
a in September 1924 at Oakland 

alif. With his brother Harry K. Coffey, 
= then went into Oregon as a pioneer 
in January, 1926. He has held a variety 
of production posts through the years 
and is now general agent for Mutual and 
United in charge of Alaska, Oregon, 
Washington and 20 counties in Idaho. 
His agency’s premium income in 1956 
topped $6, 000,000, Life insurance in force 
is over $68,000,000 with more than $2,- 
000,000 in life premiums. His agency has 


over 300 salesmen and an office force 
of &2. 
In his Richmond address, Mr. Coffey 


stressed the importz ince of having strong 
associations ‘by increasing membership 
throughout the entire United States. He 
emphasized how vital it is to have an 
association to watch legislative proposals 
mig A, & S. 





insurance in various 
state 

paid glowing tribute to salesmen. He 
beep = : : 

said: [There are ice boxes in your 


kitchen, furnaces in your basement, cars 
in your garage—only because there are 
salesmen who called on you to talk about 
things you didn’t want to talk about. This 
fact leads to the conclusion that a good 
salesman must overcome the biggest ob- 
stacle to his contribution to the com- 
munity: calling on people who don’t want 
to see him.” 

_ Other members of the state committee 
for the caravan were James Comstock, 


CLU, general agent, American United 
Life, Indianapolis, assistant chairman; 
Walter Wieggel, New York Life, and 
Tom Womacks, Hoosier Farm Bureau 


Life, both of Valparaiso, co-organization 
managers, and R. W. Osler, promotion 
chairman. 

Chairman of local arrangements for 
each caravan city were V. S. Carlson, 
Business Men’s Assurance, Valparaiso; 
Evan Stuart, Mutual Benefit Life, Indi- 
anapolis, and H. Wallar, manager, 
Metropolitan, Evansville. 





to do in his own field, and he can do 
it more easily. The health insurance 
needs of the average individual and his 
family can be provided for by the cover- 
age included in a single policy, thanks 
to the improved benefits now offered by 
life insurance companies.” 

The life agent generally has a stronger 
working contact than ever before with 
key men in business. “Even if they al- 
ready have some form of coverage,” Mr. 
Moran said, “most are still prospects for 
the more liberal coverages now being 
offered. 

“Finally,” 


‘the speaker pointed out, “the 





sale, installation and continuing service 
of Group insurance plans have heen 
stre amlined and simplified by the compa- 
nies’ development of more efficient ad- 
ministrative practices, improved training 
programs. and better tools to use in sell- 
ing coverage.” 

In closing’ Mr. Maran advised his audi- 
ence: “The greatest share of this mar- 
ket (Group medical care) can be reached 
by the life insurance agents through 
Group insurance, and the leading life 
insurance companies are now offering 
better coverage and better assistance to 
help you reach this great market.” 
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LOYALTY GROUP — oe 


FIREMEN’S INSURANCE COMPANY | 
OF NEWARK, NEW JERSEY | 


DECEMBER 31, 1956 iil 


























ASSETS LIABILITIES 

Cash $ 5,518,043.87 Reserve for Losses. $99,769 677.75 | 
Mortgage Loans on Real Estate 919,345.67 Reserve for Loss Expenses__—-3,846,000.00 | 
* | 
Bonds ase ae ——— 175,209,752.30 Reserve for Unearned Premiums 55,576,597.70 i 
Interest due and accrued 436,618.85 Reserve for Taxes and Expenses 1,954,250.00 
Agents and Departmental P 

Balances GE 3,946,903.97 —_ held under Reinsurance 

fi 
| Real Estate _ 2,958,000.00 ee 7,537,594.98 | 

Equity in Marine and Foreign All other Liabilities ______ 324,094.62 

Insurance Pools 10,942,414.98 Capital _____..§-._ _—S>_ 15,000,000.00 
All other Assets__... 2,065,416.71 Net Surplus _________ 79,988,281.30 

Total admitted Assets_$201,996,496.35 Wotehy es _$201,996,496.35 


SURPLUS TO POLICYHOLDERS $94,988,281.30 


Securities carried at $4,090,259.60 in the above statement are deposited as required by law. 























i NATIONAL-BEN FRANKLIN INSURANCE MILWAUKEE INSURANCE COMPANY 
I : 
| COMPANY OF PITTSBURGH, PA. OF MILWAUKEE, WIS. 
| DECEMBER 31, 1956 DECEMBER 31, 1956 
| 
|| | 
| ASSETS LIABILITIES ASSETS LIABILITIES HI 
| Cash $ 862,064.60 Reserve for Losses__-_.—.-$ 3,776,967.77 Cash a 898,584.08 Reserve for Losses. — $11,330,903.31 | 
| *Bonds and Stocks__________._ 15, 343,603.47 Reserve for Loss Expenses 384,600.00 Mortgage Loans on Real Estate 314,698.21 Reserve for Loss Expenses_____1,153,800.00 
Interest due and accrued. 58,424.58 Reserve for Unearned Premiums 5,521,842.39 "Bonds and Stocks__._________ 44,759,683.28 Reserve for Unearned Premiums 16,565,527.17 
Agents and Departmental Reserve for Taxes and Expenses 196,365.00 Interest due and accrued___ 158,274.88 Reserve for Taxes and Expenses 516,595.00 
| Balances 1,625,547.09 All other Liabilities__.. == 103,005.98 Agents and Departmental All other Liabilities _._ 151,809.57 
ioctl “Peis pe 62,000.00 Capital 2,000,000.00 Balances _______________ 2,863,446.61 Capital Ss: 3,000,000.00 
HI All other Assets______________ 126,651.86 Net Surplus 6,095,510.46 All other Assets____—____ 316,395.11 Net Surplus —_——__ 16,592,447.12 
| Total admitted Assets_$18,078,291.60 toe =. $16: 076,291.60 Total admitted Assets_ $49,311,082.17 TT FP 


SURPLUS TO POLICYHOLDERS $19,592,447.12 


| 
I SURPLUS TO POLICYHOLDERS $8,095,510.46 
Securities carried at $2,958,841.60 in the above statement are deposited as required by law. 


| | Securities carried at $2,086,802.60 in the above stat t are deposited as required by law. 





























THE METROPOLITAN CASUALTY INSURANCE COMMERCIAL INSURANCE COMPANY 
| COMPANY OF NEW YORK OF NEWARK, N. J. 
| DECEMBER 31, 1956 DECEMBER 31, 1956 | 
Hi ASSETS LIABILITIES ASSETS LIABILITIES 
Hi Cash $ 1,530,271.76 Reserve for Losses. $ 11,330,903.31 Cash = —_$ 934,735.84 Reserve for Losses__________$ 11,330,903.31 
| Mortgage Loans on Real Estate 9,000.00 Reserve for Loss Expenses 1,153,800.00 Mortgage Loans on Real Estate 414,862.64 Reserve for Loss Expenses_____ 1,1 53,800.00 
| *Bonds and Stocks. 38, 767,115.71 Reserve for Unearned Premiums 16,565,527.17 *Bonds and Stocks. i 40,300; 943.62 Reserve for Unearned Premiums 16,565,527.17 
Hi Interest due and accrued _—_145,923.17 Reserve for Taxes and Expenses 615,695.00 Interest due and accrued _— 156,166.83 Reserve for Taxes and Expenses 607,495.00 
i Agents and Departmental All other Liabilities____ 231,148.39 Agents and Departmental All other Liabilities ities 121,598.79 
i Beldinices 22 8 7ES 180.19 Capital ___——==—————SC«~S, 000,000.00 Balances — ——— 4,249,919.58 Capital 3,000,000.00 
Equity in Marine and Foreign Net Surplus _________ 11,730,258.38 Equity in Marine and Foreign Net Surplus _________ 13,625,088.59 
Insurance Pools__.______._.-.- 202,834.42 Insurance Pools __________—_ 217,110.96 
All other Assets... _—s—- 214,037.08 All other Assets ——_____ 130,673.39 
Total admitted Assets_$44,627,332.25 toe .. $44 627,392.25 Total admitted Assets_ $46,404,412.86 Total —.__SSses—(_sCsCstsé‘ 4 404,112.86 








SURPLUS TO POLICYHOLDERS $16,625,088.59 


SURPLUS TO POLICYHOLDERS $14,730,258.38 
Securities carried at $1,696,848.40 in the above statement are deposited as required by law. 


Securities carried at $4,346,473.47 in the above statement are deposited as required by law. 


ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


DECEMBER 31, 1956 














ASSETS LIABILITIES 
Cash ied 42,794.64 Reserve for Taxes and Expenses_ $ 2,780.94 
Bonds and Stocks__.________._ 404,158.65 Capital a 100,000.00 
Interest Due and Accrued. 2,945.21 Net Surplus he eas 2: 377,959.09 
Agents and Departmental Balances 11,541.53 
All other Assets seisstgtacpfeniasicsibasiaca*©: 2: CE 
Total admitted Assets____ $480,740.03 | 2 en et 


Securities carried at $55,636.41 in the above statement are deposited as required by law. 


*Valuations on basis prescribed by National Association of Insurance Commissioners i] 


Western Department HOME OFFICE Pacific Department 
120 So. LaSalle St., Chicago 3, Illinois 10 PARK PLACE, NEWARK 1, NEW JERSEY 220 Bush St., San Francisco 6, Calif. 
Foreign Department Canadian Departments | | 
912 bce Pheantge 102 Maiden Lane, New York 5, New York 800 Bay St., Toronto 2, Ontario HH} 
se a A a 206 Sansome St., San Francisco 4, Calif. 535 Homer St., Vancouver 3, B. C. 








SURPLUS TO POLICYHOLDERS $477,959.09 





























“The Dwelling Package Policies Protect 


Business Already on the Books” 


says the MacIntyre, Fay & THAYER AGENCY of Needham, Massachusetts. 





“This agency recognized early the distinct advantages of writing Dwelling 
Package policies. The new Package plans give much broader coverage to our 
clients—we can offer one policy instead of many—all of a person’s insurance 
is consolidated in one agency—the cost of office handling is decreased im- 


measurably—and business already on the books is protected. 


“The majority of the 600 or more Package policies we’ve sold were placed 
with The Travelers. Why? Because The Travelers has been one of the largest 
multiple-line companies for years and has gained invaluable experience. 
Through its network of offices throughout the United States and Canada we 
feel they are well-equipped to give well rounded service both to agents and 
clients.” 

* 

Findley MacIntyre, Joe Fay and Gordon Thayer were successful Trav- 

elers agents when they decided to form an agency in 1946. Since then they 


have achieved even greater success. 


It will pay you to find out about Travelers Dwelling Package policies. Why 
not call your Travelers Fire or Casualty Manager today for full details. 


He’ll be happy to help you get a sales-producing program under way. 


YOU WILL BE WELL SERVED BY 


THE TRAVELERS “= 


INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 
Yan Oy a 
All forms of personal and bustness insurance including ven THE TRPNV 
Life + Accident «+ Group + Fire «+ Automobile + Casualty + Bonds 























Yr 


